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Happy days are here for WEBSTER DEALERS 
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SALES ARE CLIMBING 


The orders for Micrometric Carbon Paper are rolling in. With them 
come enthusiastic reports from dealers —“Sales are up”. . . “Hurry 
my stock order, I'm all out”. . . “I use Micrometric to help me get new 
customers. Everyone is interested in Micrometric. Increase my usual 
order.” And all these dealers are making a fair, consistent profit. They 
are selling more and making more. They know about the extra sales 


features of Micrometric. 


MultiKopy Carbon Paper and Star Brand Typewriter Ribbons are 
famous names. Years of satisfied users, years of constant advertising 
have given them wide acceptance. Now Micrometric in two grades — 
with five extra sales features — gives these old, accepted names an even 
greater sales appeal. 

If you want to climb, too; if you are interested in better profits, push 
Micrometric. Take advantage of its five extra sales features to get more 


business in every line you carry. 





4 


F S WERSTER COMPANY 


>. al 4 - ' , 7 . _ f A 3 * 


fnew 


13 Amherst Street Cambridge, Massachusetts 





OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices 
office furniture, office supplies 
and the entire range of com- 
mercial stationery Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 


“No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice In shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration 


% 


OFFICE APPLIANCES 


TO THE WORLD'S PRINCIPAL MARKETPLACES) 





ESTABLISHED 1904: with which is incorporated the American 
Stationer, established 1873: Business Equipment Journal, estab- 
lished 1908: Office Outfitter, established 1908: and the original 
National Stationer, established 1909. 





Published on the first of every month by The Office 

Appliance Co., 417 South Dearborn St., Chicago, 

Illinois. Cable Address: Applico, Chicago. 
Telephone Harrison 3698 





JOHN A. GILBERT, Business Mgr. 
D. C. MILLER, Western Adv. Mgr. 
B. C. WALLSTEN, Copy Dept. Mgr. 
JOHN A. GILBERT, Secretary F. G. PULLEY, Circulation Mgr. 
H. W. MARTIN, Assoc. Editor OTTO KNEY, Asst. Editor 


W.S. LENNARTSON, Asst. Editor and Service Bureau Mgr. 
NEW YORK OFFICE: 1601 Pershing Square Bldg., 100 East 42d St.; 
Telephone Ashland 4-8319 
Cc. H. EVERLY, Eastern Mgr. G. C. WHEELER, Asst. Eastern Mgr. 


No. 2 


EVAN JOHNSON, President 
C. F. MALATESTA, Treasurer 
D. C. MILLER, Vice President 





Vol. 59 February, 1934 





CONTENTS 

IRTICLES 
Tim Talks , a , 11 
Southern Specialty Dealer Asks Larger Discounts—By 

T. A. Fulghum, President The Office Economy Index, 

Tampa, Fla..... ey ie 
Southern Stationer Objects to Steel Code—Expressed by 

J. H. Parkin, Little Rock, Ark... . 2... .. 13 
Bring the Experienced Furniture Salesman Back—By 

A. C. Tobin, Manager at Chicago for The General 

Fire-proofing Company...... ye . If 
Visible Equipment—Its Origin and Development... .... 16 
OUTSTANDING NEWS OF THE MONTH 


Office Equipment Concerns to Participate again in a Century of Progress 
Exposition—By George A. Barclay, Member of Staff of A Century 
of Progress 3 

Wabash Cabinet Company Celebrates Its Semi-Centennial ; 

Business Show at Philadelphia j 

Fiftieth Anniversary of the L. E. Waterman Company j 

Kiplinger Returns to Smith-Corona } 

Bates Becomes General Manager of Quality Park 9 

5 
5 
5 
7) 


— 


Canadians Buy Pen Company Stock 

Bates Becomes General Manager of Quality Park 
Evans Made Eastern Manager for Sheaffer 
Some New Carter Merchandisers 


Schackne Takes Editorship for UEF News 65 
Stationery Mart—Headquarters for Office Supplies 65 
Sheaffer Creates Feathertouch Revelator 65 
Royal Portable Sales for December Break Records 66 
Woodstock Afield Blankets Quota 74 


Baker Joins Crown Ribbon at Toledo 
Los Angeles Stationer in New Home 
Grand Rapids Typewriter Concern Moves 
Stationery Market Active in the East 


§ 
8 
Legh Goes to Memphis for UEF 8 
¥ 
‘ 
8 


Ellisons Take Over Hurst & Ellison Business at Houston 2 
, 
Milner Extends Duties in IBM Corporation 2 
San Diego Typewriter Company Reports Good Business 4 
Gossard Organizes New Company at Fort Worth 82 
Cooke & Cobb Receive Interesting Visitors 85 
Two Royal Men Promoted 98 
Dallas Concern Distributes Autopoint Pencils 102 
Office Furniture at January Markets in Chicago 105 
DEPARTMENTS CLASSIFIED NEWS 
Editorial. ......-.+-++++eeeee 9 Adding Machines.............. 126 
Engagements ..........ceeeee. 102 B . 
Marcuse Ue, Pieeee.............. 49 usiness Opportunities. ........ 121 
ONS OO eS 49 PUR hos ac cncodewesccwens 122 
Meetings, Dinners, Conventions. 50 k 
New Machines and Devices..... 32 RBasting Diewiens. ...00+0000s: — 
News and Miscellany.......... 48 Other Machines............... 126 
Nat’! Stationers Ass’n.......... 52 ee ee ee ee we 7 
ag Lg eek oo? = . 7 — 7 56 Pa Oa PEs 6 kv cee concccs 126 
Office Furniture, Wood and Steel. 14 Ribbons and Carbons.......... 126 
Ce, Divi ca ccdascauees 40 
Pa  ageegeeaediaae edee 89 —, PPO TOT TT TTTITT Tit 122 
WEE cvutbvacosoneinatesd 47 po a eee ee 125 


© SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico one 
vear, $2.00; two years, $3.00. 
Canada one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of $3.00 
American gold for one year 
and $5.00 for two years. Re- 
mittances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 
Single copies, twenty-five 
cents. 

© CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired, In ordering 
such changes it is necessary 
that both old and new ad- 
dresses be given. 
“CONTRIBUTIONS are 
invited upon any topic of in- 
terest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will not 
be returned unless postage is 
enclosed by the sender. Cor- 
respondents should give their 
names and addresses, which 
will be withheld from pub- 
lication if requested. 

©“ ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

“ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
* ‘Office Appliances”"’ is 
registered in the United 
States Patent Office, Wash- 
ington, D. C. 

© COPYRIGHT. Contents 
covered by Copyright, 1934, 
by The Office Appliance 
Company. 








THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- 

facturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously can- 

not undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their service in resolving 

any disagreements which result from relations established 
through the journal. 





A 
Acco Products In SS Manifold Supplies Co 6 
Acme Card System ( 115 Markilo Co. . : 13] 
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Amer. Stentex Corp LOS Moore Push Pin Co senna 
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Armel Mfg. Co 128 Myrtle Desk Co 9°? 
Art Metal Construction Co. 87 
Art Steel Co., Ine 118 N 
Autom. Pencil Sharp. Co..106 National Blank Book Co 79 
Autopoint Company 111 National Brief Case Co .127 
Auto-Typist, The 128 Neidich Process Company R2 
Vv > 


yeva-Clog Products, Inc..102 


Bankers Box C 79 e 
Boamen ompan m4. Oakville Company . 75 
pases ea Comeens te Old Town Rib. & Carb. Co..106 
eeacn ubiisning —o -% Oxford Filing Supp! on > 
Boorum & Pease Company.112 1s ippiy ¢ 100 
Bristo St: ‘ : 28 
Bucke me Ribe & Carb Co ; AL . : P 
é Pacific Cb. & Rib. Mfg. Co. 89 
Parrot Spee 7a stenc . 
‘arpenter, E n Mf ‘o..128 Peerless Key Co “im Bercy 
* . §- CO . 44 
irt Phillips Process Co. Ine 0 
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Pronto File Corp 116 
: Pruitt, Ine . 11% 
Pry? William, of Ame l 
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Carter's Ink Co., The 80 
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(‘el-U-Dex Corporation 11 
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Clip-On Corp ] 
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‘odo Mfg. Corp 29 Quality Park Env. Co 74 
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olumbia Steel Eq. Co 105 R 
Colytt Laboratories 129 Reliable Tw. & A. M. Corp..131 
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Cook. H. C.. Co G5 Roberts, Weldon, Rub. Co..126 
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D 
Defiance Sales Cory 108 Ss 
Dick, A. B., Co } Scripto Mfg. Co 94 
Diebold Safe & Lock Co 115 Sengbusch Self-Cl. Inkstd 
Co 114 
EB Shaw-Walker Co ‘ £3 
Ellictt-Fisher.71, Back Cover Sheaffer, W \ Pen Co 64 
Engraved Staty Buftalk 123 Sheppard, C. E., Co : 96 
Evansville Desk (: R6 Sherman-Manson Mfg. Co..124 
Ever Ready Calendar Mfe Shipman-Ward Mfg. Co 63 
Ca . 113 Smith, Bradner & Co 120 
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Faber 4, W Inc 58 Speed Key Mfg. Co 130 
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Fulton Specialty Co 131 Stencilpress Co, In« 93 
Storms, H. M., Co 133 
Sturgis Posture Chair Co..129 
General Fireproofing Co Sundstrand A. M.. Back Covet 
The 7 
Globe-Wernicke Co 95 tT 
(iraff Geo Rt ar 4 Tenacit Mfg. Cx 120 
Grand Rapids L. L. B. Co..119 Tip-Top Mfg. Co 131 
Graphic Duplicator Co 121 Toledo Metal Furn. Co 110 
Guide System & Supp. ( G8 Triner Scale & Mfe. Co 124 
H U 
H. A. Ink Eradicator Co 131 Underwood-Elliott-Fisher 
Harding, Milo, Company 121 Co ...71, Back Cover 
Harriman-Welts Prod. Co..1306 l Ss. Tw. Rib. Mfg. Co 127 
Heyer Corporatior 135 
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Imperial Methods Co 124 Ww 
Indiana Desk C 104 Wabash Cabinet Co 0 
Wagemaker Co 27 
z Wahl Company : 99 
Jasper Chair Co 117 13 Warshaw Mfg. Co 122 
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For the benefit of the subscribers the lines advertised are here 

classified. Many of the requirements of the modern business 

office are represented. Should subscribers be interested in any 

article of office equipment not listed here, they are cordially in- 

vited to communicate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
letter, without obligation. 
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4 Defiance Sales Corp 108 


Automatic Typewriters 


Amer. Automat. Typewr. Co.128 Ever Ready Calendar Mf, Co.113 
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Globe-Wernicke Co 95 Art Metal Construction Co 87 
Shaw-Walker Co S35 Columbia Stee! Equip. Co 105 
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Art Steel Co 118 Globe-Wernicke Co 95 
General Fireproofing Co The 57 Imperial Desk Co 11° 
Globe-Wernicke Co. 95 Indiana Desk Co 104 
Weis Mfg. Co.. .67, 68, 69, 70 Jasper Desk Cx 133 
Book Cases Myrtle Desk Co 92 
Alma Desk Co 125 Shaw-Walker C: &3 
Art Metal Construction Co 87 Wagemaker Co 27 
General Fireproofing Co 57 Weis Mfg. Co.. .67. 68. 69. 70 
Globe-Wernicke Co . 93 Yawman and Erbe 107 
Shaw-Walker Co. . 83 Dictation Machines (Used) 
Wabash Cabinet Co oO Pruitt. In 119 
Weis Mfg. Co...67, 68, 69, 70 Duplicating Machines 
Yawman and Erbe 10% Dick, A. B., Co 53 
Book Rings : . ; e Graphie Duplicator Co 131 
Carpenter, E. W., Mfg. Co. 128 Harding, Milo, Co 121 
Oakville Company rh) Heyer Corporation. Th 135 
Bookkeeping Machines Mimeograph. The 53 
I -_ rwood, E —_ Fishe r si Pruitt. Inc 119 
’ . ‘ PacK VOVe! Rotospeed Co., The 129 
Box Letter Files Smith, L. C., & Corona Tws. 55 
Art Steel Co 118 Stencilpress Co., In« 93 
Globe-Wernicke Co U5 : . . . — 
Rockwell-Barnea Co 119 Duplicating Machine Supplies 
Weis Mfc. Co 67. 68. 69. 70 American Stentex Corp 1033 
Brief and Zipper Cases Armel Mfg. Co 128 
; ppe . . Columbia Ribb. & Carb. Co. 84 
Nat'l Brief Case Mfg. Co... 127 ; tig ' - 
. . : Dick, A. B., Co 53 
Stein Bros. Mf«. Co L16 Graphie Dupl tor C 8 
Calculating Devices Hi: ~ — Mit - — a et 
Meilicke Systems. Inc 120 ee I aac DY cater 11 
Reliable Tw. & A. M. Corp.131 Praitt — ation, The 135 
Caleulating Machines R. - H Dc 11s 
Sundstrand Add. Mch . Back Cover eeenanns y+ The = 


Caleulating Machines, Rebuilt . ; ; ~r 
liable Tw. & A. M. Corp.131 Smith L. ¢ & orona I'ws. 55 
Wholesale Typewriter Co 111 Engraving, Copper Plate 


Carbon Papers Viegins, The John B., Co. .131 
(See Ribbons and Carbons) Envelopes 


Card Index Boxes and Trays Globe-Wernicke Co 95 
Art Metal Construction Co 87 Quality Park Envelope Co 74 
Art Steel Co 118 Envelopes, Celluloid 
Columbia Steel Equip. Co..105 Markilo Co 131 
Corry-Jamestown Mfe. Corp. 81 Envelope Openers 
Globe-Wernicke Co The a5 Oakville Company 75 
Guide System & Supply Co. 98 Eradicators, Ink 
Imperial Methods Co 174 Carter's Ink Co I'he 80 
Shaw-Walker Co R34 H. A. Ink Eradicator Co 13 
Warshaw Mfg. Co 132 Heyer Corporation, The 135 
Weis Mfg. Co 67, 68, 69, 70 Erasers (Rubber) 

Yawman and Erbe 107 Automatic Pencil Sharp. Co.106 

Cash Boxes Faber, A. W., Inc 58 
Art Steel Co In 118 Oakville Company . FT 
General Fireproofing Co., The 57 Roberts, Weldon, Rubb. Co... 126 

Casters, Caster Bearings, Slides Expense Books 
tassick Company 76 Beach Publishing Co 128 


Kilian Mfg. Corp 127 Defiance Sales Corp 108 
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Eyelets 
Bates Mfe. Co Lo 
Oakville Company 75 


Fan Fold Form Tw. Attachment 
Miami Systems Corp., The i 
File Boxes, Collapsible Corrug. 


Bankers Box Co (- 
Globe-Wernicke Co The 5 
Guide System & Supply Co YS 
Oxtord Filing Supply Co 100 
Pronto File Corp 116 


File Boxes, Metal 
Art Metal Construction Co 87 
Art Steel Co. 118 
Rock well-Barnes Co 119 
Victor Safe & Equip. Co..60, 61 
Filing Cab. Ball & Roller Bearings 
Kilian Mfe. Corp 1” 
Filing Cabinets, Metal 
Art Meta! Construction Co.. 8 
Art Steel Co. 11 
Columbia Steel Equip. Co. .1 
Corry- Jamestown Mfg. Corp. 81 


General Fireproofing Co 5 
Globe-Wernicke Co 95 
Shaw-Walker Co 83 
Yawman and Erbe 107 
Filing Cabinets, Wood 
Acco Products, Inc SS 
General Fireproofing Co... The 57 
Globe-Wernicke Co 95 
Guide System & Sup. Co YS 
Imperial Methods €o 124 
Quality Park Envelope Co 74 
Rockwell-Barnes Co 119 
Wagemaker Co. 27 
Weis Mfe. Co 67. 68. 69. 70 
Yawman and Erbe L107 
Filing Supplies 
Acco Products, Ine &S 
Aigner, G. J., Co 129 


Art Metal Construction Co 87 
Corry-Jamestown Mfg. Corp. 81 


General Fireproofing Co a7 
Globe-Wernicke Co The 95 
Guide System & Supply Co 98 
Imperial Methods Co 14 
Oxford Filing Supply Co 100 
Rockwell-Barnes Co 119 
Shaw-Walker Co 83 
Victor Safe & Equip. Co..60, 61 
Wabash Cabinet Co 90 
Wagemaker Co 127 
Warshaw Mfg. Co 122 
Weis Mfg. Co 67. 68, 69, 70 


Yawman and Erbe Mfe. Co..107 
Folders (See Filing Supplies) 
Fountain Pens 


Autopoint Company 111 
Carter's Ink Co., The sO 
affer, W. A., Pen Co 64 
Vahl Co. : 99 
ethan Geographical 
Replogle Globes, In« 116 
Gummed Cloth Rings 
Graff, Geo. B., Co no 
Warshaw Mfg. Co 122 
Index Card Signals 
Cook, H. C., Co 65 
Graff, George B.. Co 59 
Moore Push Pin Co 130 


Victor Safe & Equip. Co..60, 61 
Index Tabs 


Aigner, G. J Co 129 
Cel-U-Dex Corporation 112 
Globe-Wernicke Co., The 5 
Guide System & Supply Co.. 98 
Markilo Co 131 
Victor Safe & Equip. Co..60, 61 
Warshaw Mfe. Co 122 
Inks, Adhesives, Ete. 
Carter's Ink Co., The 80 
Harriman-Welts Prod. Co 130 
Higgins, Chas. M., & Co 122 
Inkstands 
Defiance Sales Corp 108 


Sengbusch S.Cl. InkstandCo.114 
Leads for Mechanical Pencils 








Autopoint Company 111 
Faber. A. W., Inc 58 
Secripto Mfe. Company 94 
Wahl Company , 99 


Leather Goods 
National Brief Case Mfg. Co.127 


Stein Bros. Mfg. Co ..116 
Leather Upholstered Furniture 
Jasper Chair Co 117, 133 


Letter Trays (See Desk Trays) 
Letterheads 


American Embossing Co 123 
Engraved Staty. Buffalo .123 
Wiggins, John B., Co , 131 
Library Equipment 
Art Steel Co 118 
Corry-Jamestown Mfg. Cp al 
General Fireproofing Co 57 
Globe-Wernicke Co 95 
Lockers and Storage Cabimets 
Art Metal Construction Co R7 
Art Steel Co, 118 
Corry-Jamestouwn Mf Cp 81 
General Fireproofing Co 57 
Globe-Wernicke Co 5 
Shaw-Walker Co. 83 
Yawman and Erbe 107 
Loose Leaf Books and Systems 
Aigner, G. J., Co 129 
Boorum & Pease Co 112 
F. B. Mfg. Co... " 130 
Grand Rapids L. L. Bdr. Co.119 
National Blank Book Co.... 79 
Sheppard, The C. E., Co 96 
Tenacity Mfe. Co .120 
Wilson-Jones Co 91 


Loose Leaf ~weeeens Celluloid 
Markilo Co. . . — 


Loose Leaf Metals 


Wilson Sense Co. 
Mail Distributers 


Victor Safe & Equip. Co 


Art Metal Construction Co 
General Fireproofing Co 


Memorandunr Books 
Boorum & Pease 


Rockwell-Barnes Co. 


Wilson-Jones Co. 
Memorandum Devices 


Colytt Laboratories 
Sengbusch S.Cl. Inkstand Co 
Numbering Machines 


, Used and Re built 


Office Partitions and Railings 


Boorum & Pease 
Rock well-Barnes Co. 


Champion Coated Paper Co 
Rockwell-Barnes Co 


. Pencil Sharpener Co.106 


Rockwell-Barnes Co. 


Vail Manufacturing Co 
Paper Fastening Machines 


Hotchkiss Sales Co 


Parrot Speed Fastener Corp 


Pen and Pencil Clips 


Pencil —_y 


Carter's Ink Co. 


Sengbusch S.Cl. InkstandCo 
Pens and Penholders 
Sengbusch 8.Cl. InkstandCo 


Picture Hooks 
Moore Push Pin Co 
Pins and Pin Containers 
Oakville Company 
Prym, William, of America 
Vail Manufacturing Co 
Platens, Typewriter 
Ames Supply Co. ‘ me 
Shipman-Ward Mfg. Co 
Wholesale Typewriter Co 
Postal Scales 
Triner Scale & Mfg. Co 


Pressboard 

Case Brothers, Inc 
Publishers 

Modern Stationer 
Punches 


Acco Products, Ine. 

Bates Mfg. Co F 

Boorum & Pease Co 

Defiance Sales Corp 

Globe-Wernicke Co. 
Push Pins 

Moore Push Pin Co. 
Ribbons and Carbons 


ye ft rrr rie ce 
Buckeye Ribb. & Carbon Co 


Carter's Ink Co., The 
Codo Mfg. Corp... 


Columbia R. & C. Mfg. Co. . 


Crown Ribbon & Carb. Co 
Imperial Mfg. Co. ‘eae 
Manifold Supplies Co 
Mittae & Volger, Inc. 
Neidich Process Co 


Old Town Ribb. & Carb. Co. 


Pacifie Carb. & Rib. Co. 
Phillips Process Co., , 
Rockwell-Barnes Co. 
Stofms, H. M., Co. aim 
U. S. Typewr Rib. Mfg. Co 
Webster, F. S., Co.. 

Rubber Bands 
Faber, A. W., Inc 

Rubber Stamps 
Meyer & Wenthe 

Rubber Type Outfits 
Fulton Specialty Co 

Safes 


Art Metal Construction Co. . 


Diebold Safe & Lock Co 
General Fireproofing Co 
Globe-Wernicke Co. . 
Shaw-Walker Co. 


Victor Safe & Equip. Co. . 60, 


Yawman and Erbe. 
Scales 
Triner Scale & Mfg. Co 


Seals, Notary and Corporation 


Meyer & Wenthe........ 
Secretary Desks 
Art Metal Construction Co 


General Fireproofing Co., The 


Globe-Wernicke Co., The 
Shaw-Walker Co. .... ‘ 
Wabash Cabinet Co. 

Shelf Boxes 
Art Steel Co. 

General Fire proofing Co 
Globe-Wernicke Co 


Weis Mfg. Co. . .67, 68, 69, 


Shelving 


Art Metal Construction Co. . 
1 


Art Steel Co 


General Fireproofing Co., The 
Globe-Wernicke Co. ....... 


Sign Markers 
Fulton Specialty Co. 
Stamp Pads 
Bates Mfg. Co. ne 
Carter’s Ink Co...... 


Fulton Specialty Co..... , ; 
Meyer & Wenthe.......... 


Rockwell-Barnes Co. 


Victor Safe & Equip. Co. .60, 
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THRE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways per- 
forms useful service, all without charge. Subscri 
in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. Subscribers’ 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 
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OFFICE APPLIANCES 











f) 
| WA NTS AND $0OR SALE | 
The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 
SITUATIONS WANTED EXPERIENCED DUPLICATING machine and supplies salesmen wanted 
to sell the popular Hesco dry stencils, inks, et Must be apable of 
SALESMA AND EXECUTIVE, experienced he office appliance fleld financing yourself Protected territory Profitable repeat business EX 
lesire nhection will i stationer 1 office equipment retailer, t llent opportunity H. E. Smith Co., 135 S. 15th St Newark, N. J 
ina ft " ! Ha ed in tl i ur } 
atior rr . cs | " iW ’ Edip! , Dicta ALL CITIES New pencil sharpener introduced to banks ndustrial 
hone and Ne } fe . on plants, retail stationers Stands on desk like paper weight, simple opera 
Located now Middle W " , r aie Ad ' Address 0-135, care Office Appliances, Chicago 
dre B-19 e Of \ nee Cl EXPERIENCED SALESMEN to sell, in addition to other lines, our well 
known filing supplies and equipment direct to offices Address 0-134, care 
CAPABLE STATIONERY MAN tt roughl grounded in all forms of a Office Appliances, Chicago 
inting ! j ! ate wit XK pe ‘ iles inager nad 
ce eee, Ce een ne ee REPRESENTATIVES AVAILABLE 
. Arter se eal ' ence ! er nes ell acquaintet ! 
- ete ae : Oneny oS vaseeus MANUFACTURERS OF STATIONERY, Office Furniture or Equipment 
ee handle any connection it tems desiring representation Pacific Coast experienced Sales organization 
. a lealers. Not particular as t ddress B-195, care Office Appliances, Chicago 
‘ ‘ I 1 good ’ for rit ncer eeKiIng mproved contact 
vith the trace Addre B-196, care Office Appliances, Chicago CHICAGO MARKET: Established highly regarded Office Equipment Com 
pany wants an additional item for local or national distributior Write 
SALESMAN ad j ling tablishing and devel General Manager, Room 1140, 608 S. Dearborn St., Chicago 
it nt fT pe alti pen for new connection Fully 
Alife t e of work or t nage oa iffice Ex REPRESENTATIVES WANTED 
Viele ! r ntance { petent t iandle any office 
‘ tationer Address B-194, care Off \ REAL MONEY-MAKING opportunity for manufacturers’ representatives 
MI ‘ to sell our line of staples and stapling devices Liberal commissions 
Steady repeat business Exclusive territories now being allotted Please 
SALESMAN ‘ ' t ‘ xperience whicl nclude give complete nformation Address Box 0-129, care Office Appliances, 
t f tl ew ! ! Well grounded in loos Chicago 
t iw " r? igt ! t represent any manu 
t it j el dealers Addres WANTED TRAVELING SALESMAN for Central Western and Coast terri 
K- 188 or \ Cc) ig tory to sell full line of desk pads and work distributors, line well estab 
lished Commission basis only Address 0-128, care Office Appliances 
SALESLADY ‘ year experience le res connection with sta Chicago 
aaa @ agg yg angela Bam LEADING MANUFACTURER of high-grade office furniture seeks two 
, foe Addre R 189 , a Offic es ommission representatives, one for New England and one for the south 
. , eax a v east of the Mississippi Must be men acquainted with the office furniture 
trade and have some knowledge of the problems of high-grade furniture 
nstallation includir interior decoration A highly desirable line for 
< < \ lifieatior see} ne openitr th office 1. > _ 
—y gee er , H . _ - hed o = J & with ft properly qualified salesmen Prefer to hear from some who are now sell 
pe " 'y . M ‘ iblis ed exee le records s¢ Hing adding ng office furniture or some related line Give complete information Ad 
sleula ft iplicating " me \n exponent of the sur dress 0-130, care Office Appliances, Chicago 
a ‘ \ it busine inalyst ha worked out extensive 
Tice ind large rporations Unusually well it OFFICE CHAIRS Nationally known manufacturer of high grade office 
dl ' ' f Tee quipment Addre B-190. care Office | } rs desires active representation in Wisconsin, Minnesota the Dakotas 
( Nebraska and Kansas Prefer man of known ability now traveling this 
territory with comparable quality lines Must have intimate knowledge of 
SALESMAN w . nee a branct inager and sales promotion mat iffice equipment trade and a representative dealer following Must also be 
ipe pen for ‘ ! tion with pany anufacturing office ma ictive and aggressive on contract work Liberal commission Address 
pment Experier neludes duplicating, add 0-127, care Office Appliances, Chicage 
| ng ichine ( petent to manage branch office 
6 ee oe oe ee eee BUSINESS OPPORTUNITIES 
. . , ' ‘ mee piiance Cau 
re FOR SALE Office Furniture Business--In order to settle Trustee estate 
LADY WITH EXPERIENCE it Agazine pe desires to return to the business of an old, going concern may be acquired with cash investment 
busine ‘ evera eal ence Formerly handled factory inspectior f less than $25.000.00 Location, from standpoint of health and other 
ind re rw } ' re f the leading rt ifacturers Also familiar with wise n most ideal climate in United States Address Box 0-126. care 
al ! ! ne and t KKeeping Address B-192, care Office Appliances Office Appliances, Chicago 
‘ i 
SALESMAN ficial for check prot anufacturer and mors SALES PROMOTION 
entry i! vn busines n California eeks one additional line : . “— : : . 
Prefer ’ re ulty but will consider anything with good sales possi riM THRIFT Advertising and Sales Counsel and Service Specializing in 
bilities Ha ve rained rga ation Car ell direct to user or t vdvertising and sales promotion for office appliances Twenty years’ ex 
. sler as 1 y actur ght re Address B-193. care Offies perience in this field Send samples of present work for criticism, if de 
Pees s red No obligatior Address: Tim Thrift, 7016 Euclid Ave Cleveland, 


SALESMEN WANTED 
rYPEWRITER SPECIALTY s proving a very profit 
rite pee | ribbon & carbon men 
Our polices f establishis ne representative in a territory, in conjunctior 
with the we beral w makes our proposition very interestir 
Address 0-132 


“A ! alty alesmet ind 


are Office Appl nee c) 


SALESMEN WITH FOLLOWING among stationers to carry a good selling 
Lime f Desk Pad ind Desk Sets, side ne mission, state particulars 


Address O-131 re Office Appliances. Chica 


EXPERIENCED SALESMEN with trade following for our IMPROVED dry 


whicl ly n performance and repeat readily Pro 


o) 


FOUNTAIN PEN REPAIRING 


1904. Mail 


State St 


FOUNTAIN PENS REPAIRED (all makes) for the trade, since 
repairs for prompt Welty Pen & Repair Co i OS 
(chicago 


service 


SPECIAL TYPE FOR ADDING MACHINES 


MANUFACTURING year date type Burroughs posting ma 
stating amount needed for July Ist delivery pending agree 


McCoskey & Co., Box 57, Chickasha, Oklahoma 


CONSIDERING 
chines Writ 
nent on price oO. L 


FOR SALE AND WANTED TO BUY 


tected territory ( sion basi Give nplete record Duplicraft 
Company, 1709 W Austin Ave Chicag 
ELLIOTT-FISHER MACHINES, typewriters, Adding Machines, all office 
WELL ESTABLISHED DESK MANUFACTURER seeks new sales represet equipment, bought and sold. Chicago Office Appliance Co., 533 So. Dear 
tation n the east except in the New York metropolitan territory, also born, Chicago 
ith east desirable ne for fice furniture sales: o knows " 
, "= -y" oo ~ ogy Se = A slp “= ire salesman who know SELL US YOUR Kardex, Acme, Postindex cabinets, also Dictaphones 
: on oe Hed ; Shee thes weal ye a ss a, ~~ - Ediphones, Adding and Calculating machines. Highest prices paid, Uni 
‘ iandles ina erritorw ¢ vered l nfeor itior wi " handle« ir - “ “yar , m »4 oy , aad te 
rict nflidence Address 0-133, care Office Appliances, Chicago versal Office Equipment ¢ , 396 Broadway New York ¢ y 
ELLIOTT-FISHER machines bought, sold and rebuilt reeter-Warsh Co 
CONTROLLED LINES W have evera ffi ippliances selling fror Plankinton Arcade Milwaukee, Wis 
ne t five ! ‘ ! ve protect ilesmer! t i specified territory : : 
Give reference and other nes carried Reply 0-136, care Office Appl MODEL 10 DICTAPHONES, Ediphones, 200M series offered to dealers at 
7 oC 1g prices that will make real profits Visible filing equipment, all makes 
bought and sold Hanover Office Equipment Co Ine 80 Greenwich St 
SALESMEN: Established specialty (35 tail) selling to stationers, dé New York City 
riment tore Pon t imple Mention territor ( ines oO sellir . 
elemen Geethese, on W t ee Se es Se ling BILLING AND BOOKKEEPING machines, late models, Elliott-Fishet 
, ams cago Underwood, Burroughs, et bought and sold Maloney, Gilmore Co., 508 
rwoO 50c REPEATERS | en selling direct t flices Specify lines now So. Dearborn St., Chicago 
aeneee. Acurens U Office Appliances, Chicag MULTIGRAPH RIBBONS re-manufactured. Guaranteed work, quick serv 
t Send us your old ribbons today 144 yard reels of typewriter ribbon 
FINANCIAIT INDEPENDENCI AND INCOME FOR LIF hrougl ' fabric with handy winder a specialty Also two grades of excellent 
ANS, Ove mcrea B repea ssions without call-back The bus duplicator ink Lewis Co., %5la N. 4th St Milwaukee, Wis 
rhe ade 1 ! t ‘ ie ‘ ! Spare t e test will convince vou [ 
( ‘ t N. ¢ OS S. Dear Multigraphs, Dictaphones, Folders, Sealers. Write us 


ADDRESSOGRAPHS 
ave money Pruitt, 166 N 


LaSalle, Cl ine 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





(design patent). Design for a memoran- 
Cass Cennaway, Albany, N. Y. (Appli- 
Serial No. 49,506. Term of 


91,233 
dum device. 
cation Oct. 17, 1933. 
patent fourteen years. 

1,939,649. Fountain pen. Leon Hehi Ashmore, 
Collingswood, N. J. (assignor te The Esterbrook Steel 
Pen Manufacturing Company, Camden, N. J., 
poration of New Jersey). Application Dec. 7, 1931. 
Serial No. 579,605. Renewed March 8, 1933. 

1,939,666. Stapling machine. John 8B. Crofoot, 
Mount Prospect, ili. Application March 31, 1930. 
Serial No. 440,326. 


1,939,717. Paper feeding mechanism. Lawrence H. 
Morse, Cleveland, Ohio (assignor to Multigraph Com- 
pany, Wilmington, Del., a corporation of Delaware). 
Original application Dee. 6, 1927. Serial No. 238.- 
034. Divided and this application June 16, 1930. 
Serial No. 461,289. 


1,939,804. Combined adding machine and type- 
writer. Raymond A. Christian, Dayton, Ohio (as- 
signor to The National Cash Register Company, Day- 
ton, Ohio, a corporation of Maryland). Application 
May 22, 1932. Serial No. 539,225. 

1,940,006. Loose leaf binder. Fred W. Metzger, 
Los Angeles, Calif. (assignor of one-half te Henry 
Beck, Los Angeles, Calif.). Application Sept. 12, 1932. 
Serial Noe. 632,712. 


1,940,046. Typewriter desk. Clifford A. Cutler, 
Buffalo, N. Y. Application June 4, 1932. Serial 
No. 615,378. 

1,940,048. Adjustable holder for partitions. Clif- 


ford A. Cutler, Buffalo. N. Y. Application Dec. 14, 
1932. Serial Ne. 647,181. 

1,940,512. Label holder. Edwin S. Roscoe, Roch- 
ester, N. Y. (assignor to Yawman and Erbe Manu- 
facturing Company, Rochester, N. Y., a corporation 
of New York). Serial No. 585,273. 

1,940,632. Calendar and memorandum stand. 
Frank S. Schade, Holyoke, Mass. (assignor to Na- 
tional Blank Book Company, Holyoke, Mass., a cor- 
poration of Massachusetts). Serial No. 661,910. 

1,940,644. Typewriting machine. Fritz Eibert, 
Munich, Germany (assignor of one-half to Hermann 
Stark, Munich, Germany). Application July 2, 1931. 
Serial No. 548,368; and in Germany June Iti, 1930. 

1,940,691. Branding machine. Stanley B. Neff, 
Sandy, Utah, and William A. Neff, Riverton, Utah. 
Refiled for abandoned application Serial No. 488,632. 
This application March 6, 1933. Serial No. 659,818. 


1,941,223. Page end indicator. Martin M. Price, 
Orange, N. J. Application Feb. 10, 1932. Serial 
No. 592,035. 

1,941,318, Combined check writing and computing 
machine. Walter B. Payne (assignor to The Todd 
Company, tinc., Rochester, N. «+ @ corporation of 
New York). Application May 6, 1929. Serial No. 
360,889. 

1,941,634. Loose leaf book. Augustus Steinthal, 
New York. N. Y. Application July 15, 1933. Serial 
No. 680,617. 


1,941,667. Printing machine. Alonzo Eley. Hen- 
don, England, and Edward John Hodgkinson, Willes- 
den Green, England (assignors to Addressograph Com- 
pany, Wilmington, Del., a corporation of Delaware). 
Application March 14, 193i. Serial Ne. 522,610. 


1.941.823. Pencil sharpener. Carl P. Bohland, St. 
Paul, Minn. Application April 3, 1933. Serial No. 
664, 103. 

1.941.910. Filing device. Fred A. Pettis, Buffalo, 
N. Y. (assignor to Remington Rand, Inc., Buffalo, 
N. Y.). Application March 2, 1931. Serial No. 519.- 
530. 

1,942,008. Typewriting machine. Jesse A. B 


Smith. Stamford, Conn. (assignor to Underwood EI- 
liott Fisher Company, New York, N. Y., a corpora- 


tion of Delaware). Application May 25, 1929. Serial 
No. 365,849. 
1,942,026. Spirally bound sheaf. Samuel Groener, 


Paris, France (assignor to Frank Amato, New York, 


N. Y.). Application June 6, 1933. Serial No. 674,- 
492. 

1,942,043. Method of producing metallic fastener 
blanks. George A. Anderson, Worcester, Mass. (as- 


signoc to United States Envelope Company, Spring- 
field, Mass., a corporation of Maine). Application 
June 30, 1932. Serial No. 620,115. 

1,942,216. Paper carriage equipment for caiculat- 
ing machines. Robert L. Miller. Detroit, Mich. (as- 
signer to Burroughs Adding Machine Company, a 
corporation of Michigan). Application May 4, 1931. 
Serial No. 534,804. 

1.942.283. Eraser holder. 
ico, Mo. Application May 3, 1933. 


Frank M. Hale, Mex- 
Serial No. 669,- 


1,942,305. Typewriting machine. John L. Petz, 
Rochester, N. Y. (assignor to Electromatic Type- 
writers, Inc., Rochester, N. Y., a corporation of New 
pga Application May 23, 1931. Serial No. 539,- 

4s 


1,942,406. 
Bittman, Newark. N. 
Serial No. 656,723. 

1.942,716. Loose leaf binder appliance. Adolph G. 
Lotter, Milwaukee, Wis. (assignor to The Stationers 
Loose Leaf Company, Milwaukee, Wis., a corporation 


Line gauge for typewriters. Harry U. 
Application Feb. 14, 1933. 


of Wisconsin). Application Feb. 15, 1932. Serial 
No. 592,959. 
1,942,722. Manifoiding apparatus. Harold Thomas 


Mosfelt and Harold Schagerhoim, Chicago, Ill. (as- 
signors to Ross A. Beatty, Chicago, I11.). Applica- 
tion Feb. 20, 1933. Serial No. 657,534. 

1,942,999. Typewriting machine. Cloyd E. Burns, 
Buffalo, N. Y. (assignor to Remington Typewriter 
Company, Ilion, N. Y., a corporation of New York). 
Application June 16, 1930. Serial Ne. 461,367. 
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1,943,015. Typewriting machine. George G. Going, 
Glenbrook, Conn. (assignor to Remington Rand, tnc., 
New York, N. Y., a corporation of Delaware). Ap- 
plication Oct. 21, 1931. Serial No. 570,170. 

1,943,099. Locking device. Fred W. Tobey, Grand 
Rapids, Mich. (assignor to The Macey Company, 
Grand Rapids, Mich.. a corporation of Michigan). 
Application Oct. 31, 1932. Serial No. 640,434. 

1,943,428. Typewriting machine. Cart Gabrielson, 
Syracuse, N. Y. (assignor to L. C. Smith & Corona 
Typewriters, Inc., Syracuse, N. a corporation of 


New York). Application April 22, 1931. Serial No. 
531,993. 
1,943,792. Pencil eraser. Kenneth A. Garvey, Chi- 


cago, Ill. (assignor to The Wahi Company, Chicago, 
ill., a corporation of Delaware). Application May 4, 
1932. Serial No, 609,100. 


1,943,828. Check writer. James F. Koca and Otto 
A. Hokanson, Woodstock, Ili. Application Feb. 3, 
1928. Serial No. 251,478. 

1.943.997. Filing cabinet. Cart F. Wolters, Mar- 
jetta, Ohio (assignor to Remington Rand, inc., Buf- 
falo, N. Y., a corporation of Del ¢). Applicati 
Feb. 7, 1930. Serial No. 426,679. 
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Prepay Duty on Catalogues to South 
Africa 


Commerce Reports] American exporters con- 
tinue to disregard the warnings of the Depart- 
ment of Commerce on prepaying duties on cata- 
logues and advertising matter sent to the Union 
of South Africa. This often results in annoy- 
ing the addressee, and his refusal to accept such 
mailings. Thereafter the post office destroys the 
mailing. The duty on such mailings is forty per 
cent ad valorem or sixpence per pound, which- 
ever returns the highest duty. 


Stamps for prepaying duty on mailings to the 
Union of South Africa can be obtained from the 
Official Representative of the Department of Cus- 
toms of the Union of South Africa, 24 Whitehall 
street, New York, N. Y. 
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WE DO OUR PART 


EDITORIAL 





Our Frontispiece 
\ reduced reprint of the cover of The American Printer for February, 1933, 


reproduced with permission of the publisher. 
were drawn by Mr. Ray Dreher, a Boston artist. 


The impressive silhouettes 
In the larger original, the 


portion showing gray in the reprint was in red, which added much to the im- 


pressi mM. 


-o-> 


Visible Records Section 
The present edition of Office Appliances presents a section devoted to the 
discussion of visible records, their invention, development and sale by com- 


mercial stationers. 


One who reads the articles in the section referred to cannot fail to be im- 
pressed by the business potentialities of visible records both of the cabinet and 


the loose leaf book types. 
tillage has hardly more than started. 


The field for these products is immense, and the 


The articles on visible records come from retailers as well as manufacturers, 


and present useful and interesting data. 


They give the reader an idea of the 


training and preparation the salesman should have to be successful in selling 
these lines. Their advice should inspire men new to the visible records field to 
try for the honors and rewards that follow successful selling. 


Mimeograph Aids White House Economies 
@@A Washington dispatch in the Chicago Daily 
News reported that the President’s messages to Con- 
gress are no longer printed by the Government 
Printing Office. The annual message this year was 
done on the Mimeograph, the first time in history. 
These papers appear as Congressional documents, 
printed by the Government print shop, but the orig- 
inal printing was on the Mimeograph. A consider- 
able saving in costs is mentioned. As the White 
House has deficits in its travel and telephone bill, 
economies effected by the Mimeograph afford an 
offset. 


-o-> 


Quaker Oats Man Gives Selling Pointers 
@@In another column its a report of the January 
meeting of the Chicago Office Appliance Managers’ 
Association, wherein the reader will find a review 
of some remarks made by E. F. Terras, manager of 
the accounting department of the Quaker Oats Com- 
pany. 

Mr. Terras presented what he said were some 
fundamentals which, however, are ripe for repeti- 
tion. He made a frank talk, mentioning names and 
firms referred to. Some of the things that salesmen 


should not do, such as to enter an office smoking or 
with a hat on, were noted. He advised salesmen to 
do their own telephoning and not to make the other 
party wait while the salesman is called to the phone. 
Ile mentioned other fundamentals such as dark half 
moons under the finger nails, ashes on the vest, etc. 
He decried the attempt to force sales to make con- 
test points and registered objection to spectacular 
but useless demonstrations. He declared that the 
abuse of equipment is not impressive. The salesman 
should give the buyer credit for common sense. He 
advised the salesman not to go over the purchasing 
agent’s head, because there is a better way if his 
goods are needed. Buyers asa rule are not attracted 
by prices which they know involve a loss. The 
salesmen who win are those who are well informed 
and prepared to give personal service. Under the 
N. R. A. rules personal service counts more than 
ever. Above all things, the salesman should offer 
no gratuities for the purpose of influencing business. 
The salesman is necessary. Without him the buyer 
would have to go from door to door and the wheels 
of progress would be set back forty years. 

Mr. Terras took exception to national account 
salesmen who present special propositions unknown 








10 


to the regular salesmen in the territory and fre 
The buyer, he said, 
Hle wants to maintain his 
who 


quently even to the manager. 
objects to an outsider. 
contact with the salesman 
regularly. 


+e + 


State of Business in This Field 
SOG All things considered, it is apparent that busi 
Much of the equip 
that goes into offices throughout the United 


ness 1s taking on more activity 


ment 


- 


States 1s rather more than ready for replacement. 


Some companies record 


Krom them we hear of increasing sales and an en 
couraging outlook among individual concerns 
impulse sometimes arises from some favorable cir 
cumstance, such as a new and useful machine or 
other equipment, but even so, we learn of growing 
staple supplies which are some 
as business barometers. 

some considerable impulse in 


demand for those 
times regarded 


Chere seems to be 


Typewriter Pioneer to be Honored 


Union Post N 22 ot the American 
Legion has pledged itself to perform 
some outstanding community achieve 
ment during 1934 The historian of 


Percival, P. O 


mm, S. C., has interested 


imseit im ec project It is proposed 
t n John Pratt, an early inventor 
t a typewriter \ was born at 
Unior n April 13, 1831, and died at 
Chattanooga, Tenn., on July 21, 1905 
Fellow townsmen assert that if Pratt 


typewriter, 


It is the purpose f Post No. 22 t 
erect a stone to the memory of John 
Pratt, such memorial to cost sixty or 
seventy dollars \s the Legion is an 
ecleemosynary rganization, it is wit! 
out funds to nance such a project 
Mr. Percival suggests that there may 
be those in the typewriter industry 


who will be willing to contribute some 


thing toward the erection of a memo 


rial to the distinguished inventor 
Mr. Pratt's 


triends and relatives declare to 


“Pterotype,” which sur 


Vivineg 


have been the first typewriting ma 


chine to be later developed into a com 


mercial proposition, was patented in 


England in February, 1866, and his pat 
ent in the United States which covered 


the basic principles of the machin 


later widely known as the Hammond, 


now the Varityper, granted in 


There is a record in the U. S 


was 
1869 
states that a pat 
§1,000—on Aug 


whicl 
d—N 


ust 11, 1868, to J. /ratt for a mechani 


Patent ofhce 


cnt was grant 
| ] 

cal tvypographer, according to a letter 

from the chief clerk of the 
ce te Nr Percival, 


patent ot 


lated January 5, 


1933 

Ven ling e Columbia, S. ¢ 
Record of March 20, 1917. John Pratt 
studied law in the office of Judge Por 
ter, Tuscal sa, Ala... whose younger 
daughter he married While holding 
the offices f register in chancery, he 


calls 


considerable 


ditterent 
trade. 


upon him 


confidence 
activity 


The #@The 


Note and Comment 


began working out the idea of the 
typewriter, an early model of which 
was completed about 1859 after two 


vears of labor \bout this time the 
political tension between the North 
and the South was becoming acute, 
and Mr. Pratt found obstacles in the 
way of obtaining a patent After the 
Civil war broke out, he ran the block 


ade and took his machine to England, 


where he demonstrated it before the 

















JOHN PRATT 
Roval Society of Arts and Sciences at 
London in 1863. He 


patents in England in February, 1866, 


»btained his first 


but his means being insufficient to 


manufacture there, he returned home 
in 1868, 


obliged to sell his patent and found a 
Ne Ww 


cash con- 


rroubles multiplying, he was 
buyer in James B. Hammond of 
York who 
sideration 
chines sold. Mr 
in Brooklyn, N. Y., 


features of his machine 


offered a small 


and a rovalty on all ma 
Pratt spent the rest 


of his life develop- 


ing the 
Pratt's machine received mention in 


several English journals, and the 
American published a review 
This, 
attracted the attention of C 
Milwaukee, 


had been working 


screntiiic 


of one of the articles it is said, 


Latham 


Sholes of who tor some 


time on a device tor 


printing the numbers of pages in 


sections 
Reports of 1933 business by leading com- 


most 


first salvo of publicity 
Progress for 1934 has already been fired, following 
intensive work by the management. On another 
page is an interesting report of the exposition’s ac- 
tivities and the prospect of an even larger and more 
representative line of office machinery exhibits than 
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of the country toward livelier 


panies in this field are optimistic, and we are led to 
conclude that among the leaders in the office machin 
ery industry business is beginning to advance. 

The fact that trade is developing slowly augurs 
well for the nation. It indicates the employment of 
caution and foresight, without abating any of the 
of us 
contest in which we are all engaged. 


feel in the outcome of the 


oe ed 


Again the Century of Progress 


for a Century of 


was shown last year. 


bound books, and the Sugvestion Was 


why not letters?” 
that Pratt 


been more 


made, “If numbers, 

It is possible, of course, 
and also Sholes may have 
or less cognizant of a machine invent- 


Thomas Hall in 1861 and pat- 


1867 


ed by 
ented in . 

The machines of Pratt and of Sholes 
differed radically. The 
was a type plate or type segment ma- 
letters 


Pratt machine 


being embosse d or 


a small metal plate 


chine, the 
raised in rows on 
supported vertically and placed behind 
a sheet of paper held in a similar posi- 
tion. Means wert provided whereby 
the plate 
sired position so as to bring the select- 


ed letter 


could be moved to any de- 


behind a small hammer. 


Years after the invention described 
was demonstrated a much improved 
model was discovered and found its 
way into the national collection at 
South Kensington, England This in- 
strument carried a small type wheel 


on which letters were mounted. 


The 
wheel was connected to a train of 
clockwork that tended to rotate it, but 
it was retarded by a tooth mounted on 
a notched circular plate This, ap- 
parently, was a near forerunner of its 
well known successors, the Hammond 
and the Varityper 


- ——— 


Evolution of the Traveling 
Salesman 

About fiftv vears ago a young man 

in Detroit, Mich., 

of a convenient little book for a trav- 


in his pocket 


conceived the. idea 


eling salesman to carry 


and in which he could jot down ex 


penditures as they were made instead 


of trvine to remember them at the 


end of the day. He knew that sales 
men would appreciate having such a 
book and he felt sure that employers 
would also be glad to have a book 


available that would give them accu 


rate, itemized expense information 


Responsive to a conviction that ex 
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pense books for traveling salesmen 
would serve a useful purpose, the 
young man made up some in two 
sizes, one to last for a week and one 


for a month On the cover he put the 


picture of a typical “drummer” of 
those 
date in his checked suit and high hat 
The idea “took” 
little books 


equipment for 


days—very smart and up-to 


and before long the 


were as much standard 


“men on the road” as 


their railroad guides. 


rhe gay drummer on the cover of 
the books wore his checked suit for 
about fifteen years and then it went 


out of style. He began to look some 
what like a comic valentine. So he had 
his mustache trimmed and his trou- 
sers creased and changed to a derby 
hat and patent leather shoes, which 
marked him as a well dressed business 
man of the “gay nineties.” 

3y 1920 he began to look old fash 
ioned again and changed to a soft hat, 
comfortable collar and smooth shave. 
Right 


be kept going 


through the recent depression 
helping employers and 
salesmen to practice sensible and much 
needed economy 
The first of this 


clothes again and now he 


year he changed 
looks for a 
new day of increased opportunity. He 
is all 
mode for the 
his face to the East with renewed de- 


dressed up again in the latest 


business man and turns 
termination to be of service to sales 
men 

The young 
was E. H. Beach. 
and editor of “The Bookkeeper,” later 
“The Man's 
also published books 


had the idea 


He was publisher 


man who 


published as Susiness 
Magazine.” He 
and courses on bookkeeping and ac- 
Many old will re 


counting, timers 


ELL 


a success. 


If your prospect knew as much about 
what your product would accomplish for him 
as he knows about his own business, you 
wouldn’t have to sell him. He’d camp on your 
doorstep, waiting to waylay you and take it 
away from you. But he doesn’t know! 

That’s where your imagination must come 
in. Few men are self-starters. 
crank them up and set the spark so that it will 
explode in their mind and produce the power 


of their interest. 


As you, with your experience and your im- 
agination, paint the picture of what your prod- 
uct will do for them in their business, they, in 
turn, begin to visualize it through the eyes of 


WITH IMAGINATION! 

The salesman without imagination 
is foredoomed to failure. 
make a living, but he will never make 


member him as a brilliant after-dinner 
lo Detroiters he was a fa- 


briskly 


speaker 
down 


miliar t walking 


eure, 








THE FOUR STAGES IN THE “EVOLU- 
TION OF THE TRAVELING SALES- 
MAN.’’—Top, left A typical ‘‘drum- 
mer’’ of fifty years ago. Top, right: As 


he looked fifteen years later. Bottom, 
left His 1920 appearance Bottom, 
right: As he is today 


Fort street with a red carnation in his 
buttonhole, followed by his beautiful 
Irish setter, Ted, who always wore a 
collar. Ted 


bright red bow on his 


Tim Talks 


He may - 
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usually lunched on a thick, juicy steak 
at the Russell House or the old Cad- 
illac, and was an aristocrat from his 
long, silky ears to the tip of his plumy 
tail. Mr. Beach Ted have long 
since left this world but they are re- 
membered affectionately by many peo- 
ple in Detroit and neighboring cities. 


and 


E. H. Beach was the uncle of Miss 
Helen I. Beach, the present manager 
of the Beach Publishing Company, 


makers of Beach’s Common Sense ex- 
pense books. 

{Elmer H. Beach was a man of in- 
itiative, enterprise and industry. A 
bookkeeper and accountant, Mr. Beach 
forty sensed the 
change that office 
practice and procedure through ma- 
efficient 


about years ago 


was to come in 


chinery and more systems. 
To promote the new ideas, he launched 
his publication, “The Bookkeeper,” the 
first journal in the “office” field. 

For many years the writer of these 
lines had the pleasure of Mr. Beach’s 
friendship, meeting him frequently in 
Chicago, New York and Detroit, and 
at every contact learning something 
to the writer’s advantage. 

Not only was Mr. Beach with his 
Irish setter a familiar figure at the old 
Russell house or the old Cadillac, but 
he was also a familiar figure on the 
driveways of Detroit, holding the 
reins to a spanking pair of bays. The 
writer and “Mrs. Writer” have pleas- 
ant recollections of a gay ride up the 
avenue and across the bridge to Belle 
Isle. 

For good will, friendly counsel and 
for his example of intelligent industry, 
Elmer H. Beach will always be held in 
grateful remembrance by this writer. 


—E. J.] 


begin to paint a picture of their own in 
their mind, and in the combination of 
the two see the possibilities for them 
in the thing you have to sell. But until 


you supply the imagination that fires 


You have to 


derstood. 


their experience in their business. So they, too, 


(Copyright 1934 by Tim Thrift) 


their imagination, there is no under- 
standing of the advantages of your proposition 
to them—and, hence, no sale. 

You are not selling a product. You are sell- 
ing the service that your product will render. 
The thing you have to offer is not something 
made of metal, wood or paper, but what that 
something will do, with profit, for its possessor. 
Don’t mistake that point, for the resistance to 
a product is real; while the resistance to a sery- 
ice is only the resistance that comes through 
lack of understanding. And it is your business 
as a salesman to make the misunderstood un- 


TIM THRIFT, 





DEALER ASKS LARGER 
SPECIALTY DISCOUNTS 


Specialty Machines Should Afford as Good Dis- 

counts as Staple Stationery Items——Arranged 

and Selected from a Recent General Letter by 

T. A. Fulghum, President, Office Economy 
Index, Inc., Tampa, Fla. 


ANUFACTURERS who cater to the commer- 

cial stationery and office equipment industry 

will do well to reflect seriously upon the advantage 
to be derived from giving their dealers discounts 
equal to those accorded by leaf houses and 
many other manufacturers of products which are 
necessary in the stock of the stationer. Most of the 
major lines on the dealer’s shelves give fifty per 
cent off the list price, but many of the producers of 
specialties argue that the dealer ought to sell their 
lines at a smaller discount, because such lines will 
provide added revenue without increasing the deal 
er’s established expense. That this is a fallacy every 
dealer knows, because the sales cost of the specialty 
is much greater than that of staple goods. Staples 
can be merchandised. Specialties must be exhib 
ited, demonstrated and sold by men who have taken 
the time to study the best means of selling. In other 
words, the specialty salesman, if successful, is an 
expert along a comparatively narrow line, and for 
such service he must be well paid, either by the sta- 
tioner or by somebody else who can use his talents. 
It costs money to stock specialties, and their rate 
of turnover is slower than that of the staple lines 


ke MmOose 


which everybody needs. 

In the one case the market is constant—in the 
other it must be sought for and found largely by 
personal solicitation. Many dealers feel that it is 
unfair that the burden of dealer support should be 
placed upon the shoulders of those who produce the 
standard staples. It is admitted that specialties 
have become necessary adjuncts of the stationer’s 
stock, because they broaden the dealer’s contacts, 
so that, while many of them admittedly do not pay 
a sufficient proportion of the overhead, they do be 
come the means of attracting many people into the 
stores if properly shown, and their sale often results 
in the opening of profitable accounts not only in 
supplies for the specialty machines themselves, but 
also in fields far removed therefrom. Good service 
in handling specialties is good service by the store. 
It is a part of the building-up process which every 
business should seek. 

Despite the admitted advantages of specialty ma 
chines in the stationer’s 
stock, | do maintain that 
they should bear a propor- 
tion of the load equivalent 
to that of manufacturers in 
non-specialty lines. I do 


YOUNG MR NINETEEN THIRTY 
FOUR With hands and feet all work 
ing Master Nineteen Thirty-four is 
surely due to get somewhere This 
photographic illustration of a wholly 
charming and beautiful infant orna 
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not wish to be understood as “tarring all specialty 
manufacturers with the same stick.”” There are some 
who do pay adequate discounts—to them be honor 
and support—but there are many who do not—let 
us persuade and educate them, so that every por- 
tion of the trade may bear its due part. 

To my way of thinking, there is no valid reason 
why a stapling machine, a numbering machine, a 
duplicating machine, etc., that require servicing, 
demonstration and intensive selling should bear a 
smaller profit than ledger leaves, binders, blank 
books and the like. A study of the stationery busi- 
ness discloses the fact that its customs practically 
reverse those of other businesses in its pricing tac- 
tics, for in most other businesses, staples are car- 
ried on a smaller margin than the specialties for the 
reason that turnover of staples is faster and the 
selling methods less costly. Concerns which deal 
with stationers exclusively are under the necessity 
of passing along the full profit to the dealer, because 
without him they would have to get out of the pic- 
ture and build up a more expensive system, namely, 
direct selling and its costly organization. 

No mercantile business I know of has greater 
need for intelligent and well trained salesmen than 
the commercial stationery business. The salaries 
we are able to offer first-class men are not equal, 
unfortunately, to those earned by salesmen in other 
fields whose lines do not require the knowledge our 
men must have. Commercial stationery salesmen 
must devote several years of hard study even fairly 
to master the complete line, which includes ofttimes 
adding machines and typewriters as well as staple 
stationery products. On the other hand, an intelli- 
gent young man who applies himself to selling type- 
writers, adding machines, cash registers, etc., can 
inform himself within a year or less concerning 
everything that he needs to know about the ma- 
chines he is handling and with this knowledge and 
a suitable mind and personality, he can graduate 
into the salesman within a very short time 
after he starts. 

It is not too much for the stationer to demand 
well selected salesmen and an income commensurate 
with the service he gives to the community. For 
the manufacturers to be able to distribute their lines 
through such concerns would be of immense benefit 
to them because it would place the industry on a 
solid and substantial foundation. I am not alone in 
my desire for better discounts from manufacturers 
of specialties. The stationers of this state, indeed, 
the Florida State Association of Stationers, whose 
membership includes forty-eight out of a possible 
fifty-three stationers in Florida, met at Orlando on 
November 23 and unani- 
mously announced their 
position as opposed to of- 
fers of less than fifty per 
cent minimum discount to 
the stationer. 


class 


ments the top of the back cover page 
of the Royal Standard for January 
Below the picture is a toast to 1934 by 
W. A. Montgomery. It is a good toast, 
and we congratulate the author 
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STATIONER OBJECTS TO 
STEEL CODE 


J.H. Parkin of Little Rock, Ark., Declares 
Discounts as Provided in Steel Office Fur- 
niture Code Inequitable 


Note.—Mr. Parkin’s criticism centers upon the de- 
nial of cash discounts from dealers to customers, and 
to the quantity discounts permitted under the code of 
the Steel Office Furniture Division of the Business Fur- 
niture, Storage Equipment and Filing Supply Industry. 
Under the code it appears that terms are 30 days net, no 
cash discount allowed, and quantity discounts are al- 
lowed in general (with certain stated exceptions) ac- 
cording to the following schedules only: 

$1.00 to $999, no discounts ; $1,000 to $2,499, five per 
cent discount ; $2,500 to $4,999, ten per cent, and $5,000 
and over, fifteen per cent. 

Steel transfer cases, when bought on a one order, one 
delivery basis, are subject to the following discounts: 
One case to 49 cases, no discount; 50 to 99 cases, five 
per cent discount; 100 to 299 cases, 10 per cent; 300 
and over, 15 per cent. 

Steel storage cabinets and wardrobes, when pur- 
chased on a one order one delivery basis, are subject to 
the following discounts: $1.00 to $249, no discount; 
$250 to $499, five per cent; $500 to $999, ten per cent, 
and $1,000 and over, fifteen per cent. (The foregoing 
figures, wnderstood to be identical with all manufactur- 
ers in the Steel Office Furniture Division, were taken 
from Consumers’ Price Book No. 1434 of The Globe- 
IVernicke Company.) 

Mr. Parkin takes the ground that the foregoing dis- 
counts when applied down the line will put the office 
furniture dealers in something like a straight-jacket. 

The substance of his letter follows: 


N a letter to one of the members of the steel fur- 

niture industry, J]. H. Parkin of the Parkin Print- 
ing & Stationery Company, Little Rock, Ark., takes 
exception to the requirements of the code of the steel 
office furniture industry. He points out that he has 
always been a sincere advocate of organization and 
the honest observance and maintenance of profitable 
price lists. “I am asked to acknowledge the receipt 
of this code, and I am told,” said Mr. Parkin, “that | 
must abide by it.” 

He then went on to criticize the “impossible terms 
of payment” which he declared to be impracticable 
and several other things. “If a business man,” said 
Mr. Parkin, “buys one chair, it costs him $20, and if 
he buys forty-five chairs, he must still pay $20 
apiece. If he pays cash, he must still pay the $20, 
not even getting two per cent off.” 

Mr. Parkin asserts the foregoing to be unjust. It 
makes it impossible for dealers to remain in the fur- 
niture business, because their furniture sales will go 
on the books on open account payable heaven only 
knows when. The dealer’s customers will extend 
their payments beyond the ability of the dealer’s 
capital to finance them. “My complaint,” said Mr. 
Parkin, “centers around the refusal to permit a 
dealer to get cash by giving a discount for cash.” 
He continued: “Many dealers wish to handle furni- 
ture on a basis like the following: Mark a desk that 
lists for $50 this way: Spot cash, $45. Thirty days, 
$50 list. If first-grade rating, so state. On install- 
ments, $55. The charge for installments is justified 
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and is called a finance fee. It helps to show the cus- 
tomer at a glance what time payments cost and 
many gladly change their arrangements and give 
cash instead. The thirty-day price is stood up for 
as being the regular price of the article if sold on the 
usual thirty-day terms. In many cases, when selling 
to consumers who have no rating, this means thirty, 
sixty, ninety or one hundred twenty days. The cash 
price actually appeals to all classes. Big concerns 
demand it and we have proved that they pay cash, 
not necessarily before the goods leave the store, but 
immediately, as fast as their system can function. 
Such cash sales are put in the tickler and are watched 
and called up if check is not in on time. “The three 
prices,” says Mr. Parkin, “help to convince the pros- 
pect that the price set-up means what it says. The 
best proof is that it works. Eighty per cent of our 
larger sales are made for cash. Our equipment busi- 
ness has not decreased, but on the contrary, it has 
increased.” 

“Would you not,” asked Mr. Parkin, “resent not 
being given a substantial discount for buying forty 
chairs or a dozen desks over what you paid for one 
chair? Manufacturers know that the discounts I 
have mentioned are valid business, and are thor- 
oughly justified by actual conditions.” 

A 
Members of Sands Organization in United States 

Robert A. Sands, of John Sands, Ltd., Sydney, Australia, 
and W. R. Granger, sales promotion manager for the Sands 
company, have been traveling together through this coun- 
try several months investigating plans, systems and new 
John Sands, Ltd., was established ninety-seven 
Robert Sands is a great grandson of the foun- 


equipment. 


years ago 


——$——_—_—_—. 




















ROBERT A. SANDS WALTER R. GRANGER 


[Cuts made from passport photos] 

The company conducts an extensive 
stationery, printing, publishing, 
Some of its activities ex- 


der of the business. 
business in commercial 
bookbinding and manufacturing. 
tend to New Zealand. 

Arriving in Los Angeles, Mr. Sands and Mr. Granger 
traveled east to New York, stopping for a brief visit in 
Toronto. Their route was much the same on their return. 
In New York they attended a meeting of the Stationers’ 
Association and Mr. Granger addressed the group. In 
New York and Chicago they made their headquarters with 
the L. E. Waterman Company. They took occasion to 
visit commercial stationers in various cities to observe 
what lines were the most popular sellers. 

In response to a question about business conditions, 
they reported that the outlook was most encouraging and 
that their sales volume had increased consistently during 
the past year. Their trip was part of the company’s plan 
to be prepared for the opportunities the new business at- 
titude presents. 
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EN “RS and branch managers in the 
seieatiel held found themselves 


necessity ol f reducing personnel to a greater extent 


during the last three or four years than most other 


industries. The branch managers of the several 
manufacturers and the store managers of the office 
equipment dealers strove by means in their 
power to keep their organizations intact, feeling it 
necessary even at considerable sacrifice to prepare 
for the days when better marketing conditions would 
return. Local dealers exerted special efforts to keep 
their men at work in the hope that a trail of hand 
polished doorknobs might result in opportunities to 
submit new office layouts that would bring business 

to the manufacturer of the furniture, to the dealer 
and to the offices investing in new equipment. 

But the prolonged duration of the “depression” 
made it _tmposstb le for some retailers to maintain 
their organizations without reducing the number of 
persons employed and the salaries of those who re 
They their staffs slowly disintegrate, 


every 


mained. saw 


their men turning to other fields to obtain a liveli- 
hood. Many highly trained office furniture salesmen 


found it ne essary to make new connections. 

Where did these salesmen drift? In many 
they had been successful in their former fields of en 
Were they equally so in a new line? Some, 
trained to conceive and execute ambitious plans, 
with earnings and standards of living in keeping 
with the magnitude of their installations, faced heart- 
breaking experiences in their efforts to maintain 
themselves and their families. On the other hand, 
many entered new fields where with the same initia 
apphed to the new work that they 
they 


Cases 


deavot 


tive and enterprise 
had expended in the office furniture industry, 
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ottice 
under the 


There is sufficient evidence of an 


and be 





BRING BACK THE TRAINED 
FURNITURE SALESMAN 


Based on an Interview with A. C. 
Tobin, Manager at Chicago for The 
General Fire-proofing Company 


achieved greater results than before in point of 1n- 
and satisfaction. 
now finds itself fairly 
of distress stocks of office furniture and ready to 
right-about-face and meet the situation that 
fora sales campaign to lead business men to modern- 
ize their office layouts, to discard the obsolete and 
unsightly equipment and replace it by lines of new 
and better conception. This demands a thorough 
knowledge of the lines, desks, tables, files, floor cov- 
erings, drapes, etc., and more than this, an enthust- 
asm in selling that cannot be expected from the sales- 
man who is without experience in the office furni- 
ture line. This is a job that always has been dele- 
gated to the experienced office furniture salesman 
who knows values, who has ideas that are workable, 
and who can develop the confidence necessary on 
the part of the buyer to take the plunge 

To realize in this industry the recovery 
becoming evident in many others, dealers 
strengthen their sales staffs by a process of recruit- 
ing that will reach and attract experienced men who 
have drifted into other fields, completing staffs with 
men of little experience who can be 
those salesmen who have been retained 

nucleus of a new organization. Just 
what steps to take to get in 
touch with desirable men—lI do not pretend to say. 
The problem is one for the dealer to solve in the 
light of his individual conditions, his market, ete. 
awakening market 


come 
The industry well relieved 


calls 


that is 
must 


erway. 
trained by 
to form the 
how this can be done 


for new office furniture to justify every de: aler in set- 
ting his house in order so that he may be prepared 
to execute the orders which will be sure to result 
from more intensive sales work. There will be 
many business and professional men who will wish 
to change their surroundings and equipment. Al 
ready the tide is turning. Let us accept the fact 
ready to greet a better day. 
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types her stories on 
an Underwood. The 
machine fits in har 
moniously with the 
studio's decorative 


A MODERNISTIE 
SETTING FOR AN 
UNDERWOOD 
PORTABLE TYPE 


WRITER In this 

studio, which motif of combina 

breathes the spirit tions of straight lines 

of modernism, Miss and curves (Photo 
by F. 8S. Lincoln, 


Katharine Brush 
popu lar novelist 


New York.) 
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Sketch of Walter Dorwin Teague and His Offices forms as a fit background for executive ability, and a con 
Born in Indiana. Walter Dorwin Teague studied art at venient workshop, which is necessary when the designer 
the Art Students’ League of New York. He has created sees his designs through their several stages and into dis 
decorative designs for fine printing and advertising, and is tribution. The detail work of the executive is done in other 
interested in the use of machines and mass production as quarters. Mr. Teague has made his offices reflect in form 
artistic media. In the last three vears he has designed half "4d arrangement the activities referred to 
a hundred items of familiar use and is retained as consul The general scheme is one of large unbroken white areas 
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tant on product design by the Eastman Kodak Company, '™ walls and ceiling, against which are simple masses of 


favlor Instrument Companies, Corning Glass Works, highly polished lacquer. Mantel, cabinets, and desk ar 
Nineteen Hundred Corporation, and the A. B. Dick Com black lacquered with chrome-plated metal supports. Chairs 
pany Mr. Teague’s clients include such concerns as Of chrome-plated tubing with vermilion upholstery are used 
Marshall Field & Co.. National Radiator Corporation, Gen for accent. Lighting is indirect. Over the mantel the fix 
eral Register Corporation, American Gas Machine Com tures are of molded white glass; between them is a circular 
pany, Bausch & Ls mb Optical Company, Square LD Com mirror of black glass centered by a chrome statuette Phe 
pany, Thomas A. Edison, Inc., and many others black glass disc bridging the two cabinets against another 
Mr. Teague’s New Offices wall serves for indirect lighting. Behind this dise is a 
In his new suite Mr. Teague has developed an arrange lamp which throws light on the wall, to be reflected into 
ment and design suitable for many types of service busi the whole room, serving to silhouette the disc and giving a 
nesses. His office serves as a show-room for creative pleasing design effect Decorations are kept to the 
ability, including designs of many products; and it per minimum 








MODERNISTIC LAYOUT AND FURNITURE OF THE NEW OFFICES OF WALTER DORWIN TEAGUE, INDUSTRIAL DESIGNER. 210 MADISON 

AVENUE, NEW YORK, N. Y The center picture shows the outer office and reception room. At the right is the drafting room, and at the left Mr 

Teague’s studio office and studio. This room is done in a scheme of polished black, flat white and accents of vermilion, with furniture designed by 
Mr. Teague 
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VISIBLE SYSTEMS 


The Stationer’s Great Opportunity 


The visible system, rapidly increasing in favor, is destined to replace older methods 
of certain divisions of account and record keeping in general business. Its advantages 
are manifold. By form and signal it keeps constantly in sight important information 
that must otherwise be laboriously searched out. It is a “stop and go” sign for many 
transactions: an information bureau that functions at a glance. 


Right now there are two impelling reasons for aggressively pushing the sale of visible 


systems, 


One—that the new deal necessitates additional records in all business. 


The 


other—that under the impulse which general business is receiving, enterprising man- 
agement in all fields is setting forth for intensive cultivation in which visible systems 
can be employed for the elimination of many lost motions. 


In the special articles here presented, dealers will find suggestions for increasing their 
“yisible” sales to their greater profit and to their customers’ greater satisfaction. 


Visible Equipment—Its Origin and 


ISIBLE indexing systems are a real 

creation. Their origin or their first 
real impulse is credited to James H. 
Rand, Sr., of Tonawanda, N. Y. Asa 
cashier in a local bank nearly forty years 
ago, he conceived the idea of adding pro- 
jecting tabs to ledger pages bearing cus- 
tomers’ names. He felt that this would 
obviate much needless page turning. Out 
of this idea, which worked well as far as 
it went, the original Rand business was 
created. Mr. Rand before long resigned 
from the bank and organized and headed 
The Rand Ledger Company, incorporated 
in 1898. He pioneered the visible record 
keeping idea for ten years. 


With the development of the Rand 
business, the establishment and outstand- 
ing success of the Kardex Company 
founded by James H. Rand, Jr., and with 
the rapid evolution and expansion of the 
“visible” idea, readers of this journal are 
familiar. While the cabinet systems em- 
ploying trays or slides to hold the pockets 
or clamps in dustproof fire-resisting con- 
tainers was being developed to its pres- 
ent splendid efficiency, visible indexing 


was being applied to loose leaf books. 


Visible Index Loose-Leaf Type 


The first use of the visible index in 
loose leaf books is attributed to Alfred 
M. Martin, who about 1912 or °13 ap- 
plied the idea to a shifting mechanism 
on the Tengwall prong binder. After 
several years spent in perfecting the in- 
vention, patents were awarded and some 


Development 


Compiled from Interviews and 

Previously Published Data Brief- 

ly Outlining Historical Highlights— 
By a Staff Member 


time during the fall of 1920 the device 
was put on the market. 

Early in 1921 The Visible Record 
Equipment Company was organized to 
sell the loose leaf visible index. It is said 
that the first loose leaf visible index was 
sold by W. S. Traenkle, now secretary 
of the company. James McLaughlin is 
president and manager of the organiza- 
tion and C. H. McLaughlin is vice- 
president. Mr. McLaughlin believes that 
the invention of visible equipment has 
added $35,000,000 to $50,000,000 to the 
industry in the loose leaf system alone. 
They are valuable in a multitude of ways, 
as for sales and personal records, which 
is a new field; for comparative total sales, 
customers’ purchases by commodities; 
salesmen’s activities; personal history of 
customers; records of quotations; control 
of mailing lists, etc., etc. 


The visible index idea for loose leaf 
books was instantly recognized as a val- 
uable contribution to the industry. 

A visible index of the ring book type 
was brought out by the Irving-Pitt Manu- 
facturing Company under the name “Vi- 
dex,” in 1927. This article was further 


revised in 1929 when the Wilson-Jones 
Company brought out the “Pocket-ref,” 
a small book designed to go into a coat 
pocket. 

The Wilson-Jones Company handle 
both book form indexes and those of 
the cabinet type. 

Others among the leading manufactur- 
ers of loose leaf systems, including the 
National Blank Book Company of Hol- 
yoke, Mass., the Boorum & Pease Com- 
pany of New York, the C. E. Sheppard 
Company of New York, and the Sta- 
tioners Loose Leaf Company of Milwau- 
kee, soon added “visible” units to their 
respective lines. 

It is pointed out that visibility can be 
used in almost any type of record, but 
it cannot be applied to advantage in books 
of original entry, such as journal, sales 
journal, cash books, etc. If the record 
can be controlled by information appear- 
ing along the visible margin, it is suitable 
for the application of visible indexirig. 


A leading manufacturer who handles 
both types of visible records, divides all 
records into two classes working rec- 
ords, namely, those that must be worked 
on, and postings made continually, and 
reference records, which are those that 
are maintained primarily for reference 
purposes. They believe that, conditions 
being normal, working records when used 
in connection with visibility, should be 
in book form, whereas reference records 
yield maximum efficiency if placed in a 
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visible cabinet. They point out, too, that 
occasionally both types of visible are em- 
ployed in the same installation. This 
produces an ideal way of applying the 
visible record idea. 

It is evident that prong binders are 


larger than ring binders and will, there- 
fore, take a greater number of sheets. 
The ring book visible record on the 
other hand, is suitable for smaller unit 
records. Frequently the use of this de- 
vice in an office is the start of an extensive 
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visible installation of all types. The 
book records are often used in a device 
called the reference rack, whereby several 
books are used at once. This is for ran- 
dom posting. For consecutive posting, 
the vertical rack is recommended. 


Hints and Suggestions on Visible Systems 


N AN article entitled, “Office Spe- 
cialties Bring Attractive Profit,” pub- 


lished in the January issue of this journal, 
F. R. Maunsell of the Maunsell Com- 
pany, Montpelier, Vermont, after discuss- 
ing the office machines his company han- 
dles, pays the following tribute to visible 
index systems: 

“Visible index systems probably have 
as large a field of prospects as any item 
in the stationery or appliance line, be- 
cause every office, no matter how small, 
has some sort of a card index or record 
system that can be converted to the vis- 
ible equipment. 

“The secret of selling such equipment 
lies in the presentation of a simplified 
form to conform with some card system 
the customer is now using. It is very easy 
to draft a condensed form from some 
card which they use. Perhaps a little im- 
provement on the arrangement of the 
information on the card will bring the 
sale. We find that the price seldom dis- 
courages the customer from buying, if he 
is already sold on the ease and facility 
with which card records can be handled 
with the visible system. The designing 
of the form, too, always impresses the 
customer.” 

On another page is an article by Ray 
Larter, a pioneer in the sale of visible 
equipment. Mr. Larter arrives at the 
same conclusion as Mr. Maunsell, but 
goes into the subject with considerable 
detail, showing the processes through 
which the dealer can achieve satisfactory 
results. We are sure that readers will be 
interested, not only in Mr. Larter’s article, 
but in the other articles presented in this 
section by men of experience and ability 
in this field, articles which show that the 
possibilities of the sale of visible records 
have scarcely been touched. 


* * * 


That some stationers do not meet com- 
petently situations arising in the sale of 
visible records is evidenced by the experi- 
ence of a friend who is a salesman for a 
house which produces a part of the equip- 
ment used in connection with visible and 
other indexes. Standing in a stationery 
store one day talking to the proprietor, 
they were greeted by a customer who 


Some Incidents and Opinions 
Having to Do with Visible Records 
and Their Sale by Dealers 


asked to be shown a visible record as 
adapted to a loose leaf ledger. The dealer 
produced the type of index wanted and 
stated that the price was $16.00. The 
customer began asking questions and soon 
had the stationer in some confusion, 
whereupon to cover his embarrassment the 
dealer suggested that the customer could 
use an ordinary loose leaf book quite as 
well, and that the latter would cost only 
$4.50. Opportunely at this point the 
telephone bell rang and the dealer excused 
himself and went to answer the summons. 

While the dealer was talking over the 
phone, the customer asked the traveling 
man if he was familiar with the applica- 
tions of the visible record in question. 
The salesman replied that as he sold sup- 
plies for that type of equipment he had to 
have a fair knowledge of it, and pro- 
ceeded to give a rapid explanation of its 
main features and advantages. 

When the dealer returned the cus- 
tomer said he had decided to take the 
more expensive equipment. He then 
passed over a twenty-dollar bill, received 
his change and departed. 

The surprised dealer turned to the 
traveling man and remarked as the cus- 
tomer went out: “I wonder why he took 
that visible equipment.” 

“Tl tell you,” replied the traveler. 
“The reason was that I sold it to him, 
and I was able to do that because I know 
the uses of the system. The man was 
half convinced when he came in, and he 
asked you questions more to fortify his 
own ideas than anything else. It became 
evident that you were not familiar with 
the system, so when you went to the tele- 
phone he turned to me. I answered his 
questions and showed him how the sys- 
tem would fit into his needs. When you 
came back with the four-dollar ledger 
you were simply covering up your own 
embarrassment because you couldn’t 
demonstrate your newest line. The result 


is that you have $16.50 in the till instead 
of a possible four dollars, for I am by no 
means sure you could have sold him the 
cheaper outfit. I know you'll excuse me 
for butting in. I have made a little 
money for you which you might have 
made for yourself if you had been ready 
to meet the emergency. Excuse me, Jim, 
for the lesson, but you sure needed it.” 

The dealer turned a little red, scratched 
his head, and blurted: 

“Say, John, c’m here,” pulling out a 
book type visible. “Demonstrate this 
blamed thing for me, won’t you? And 
thank you for the hiding you gave me. 
I’ve been shying off from this proposition 
for days. I guess it is time for me to dig 
in. 

* * * 


The high esteem in which visible equip- 
ment is regarded by dealers all over the 
country is evidenced by the remarks made 
by the majority of those contributing to 
the specialties section of last month’s is- 
sue. We here present a brief digest of 
the opinions of the several dealers. 

Harry V. Bowman of the Bowman Sta- 
tionery Company, Muskogee, Okla., de- 
clared that one of the most versatile 
articles in the whole specialties field is the 
loose leaf visible index. It has a multi- 
tude of applications and develops knowl- 
edge and ingenuity on the part of the 
salesman in the preparation and adapta- 
tion of forms. In no other department is 
knowledge more necessary and in hardly 
any is it better rewarded than in the sale 
of visible records. 

Robert H. Slye, manager of the supply 
department, Tribune Printing & Supply 
Company, Great Falls, Mont., says that 
visible systems they find have great possi- 
bilities as specialties. Their interest has 
been in the cabinet type and they have 
sold some profitable installations. He 
declares that the line has possibilities 
under all conditions and can be sold in 
times like these when other equipment is 
difficult of disposal. He advises that 
dealers use a panel equipped with sample 
cards and signals as a stimulator of inter- 
est among those using card records. 
“Now that we have gotten into the mat- 
ter and have acquired some experience,” 
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said Mr “we have become enthu 
siastic and 
creative selling and that a portion of our 
sales Visible 
is coming more and more into use and 
the commercial stationer should supply 


Slye, 
find that our work is real 
real volume.” 


runs into 


the market 

G. B. Bingham, president and general 
manager, The Burrows Bros. Company, 
Cleveland, points out that his house was 
one of the first in that part of the coun- 
try to feature visible record books which 
have become an important factor in their 
business 

L.. E. Woolf, manager of dealers’ sales, 
Acme Card System Company, Chicago, 
discussed visible equipment and its mer- 
chandising through dealers. He pointed 
out that in the earlier years of the indus- 


ISIBLE indexing, like the bright 

scholar anxious to recite, is prompt 
with its information. Availability is its 
outstanding feature, and the justification 
for its use; but, like a good scholar, needs 
preparation, too 

Visible indexing is, aside from purely 
machine made office records, the one most 
outstanding business information service 
that we have. It is greatly more than a 
system, it is a service of many-sided ap- 
plications, with the indexing of it prac- 
tically automatic, and signaling definite 
and simply applied. 

Visible indexing invades as a whole the 
entire range of business effort, though in 
instances we May except the various ap- 
plications of machine posting. Whether 
a simple sales record, or a gathering of 
statistics designed to picture varied con 
ditions, the test to be applied in consider 
ing the use of it, is, Will it show and 
make of immediate use, facts that will 
forward business management? To speak 
in the modern manner, it streamlines in 
formation 

Visible indexing is “three dimensional” 
in its desirability: 

For the manufacturer to make; 
For the dealer to sell; 
For business to use 

It would be unfortunate if the sim- 
plicity of this statement should cause you 
to overlook the importance of the thread 
of interest which must bind these ele- 
ments: 

The maker has the responsibility of 
making so perfect a product that there can 
be no come-back. May I remark that in 
the light of newer things, casing is too 
heavy. Trays are too heavy, sometimes 
angular and sharp, and lessening height 
of them would afford more space for in- 


try, the leading manufacturers did not 
make their lines generally available to 
dealers. The idea was so new that it was 
necessary to bring visible equipment and 
achievements directly to the attention of 
the business executives. A highly trained 
and specialized sales force was, therefore, 
necessary. The visible equipment manu- 
facturers had a fine job of introducing 
their product quickly. Visible equipment 
is the youngest major office equipment in 
the field. Yet its use is widely dis- 
tributed. Progressive office equipment 
dealers should take on a line of visible 
equipment. They need it possibly more 
than visible equipment needs them. It 
adds substantially to volume and net 
profit, and it also adds prestige. 

It is the opinion of most dealers that 
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The “Three Dimensional” Desir- 
ability of Visible Indexing—For the 
Manufacturer to Make, For the 
Dealer to Sell, For Business to Use 
—By HOWARD MILLS 
GOLDTHWAIT 





MR. GOLDTHWAIT 


creased card capacity in the space allotted. 
Most of all, a smoothly fashioned tray 
of aluminum alloy would make handling 
infinitely easier. With aluminum kitchen 
ware, Pullman cars and even trains 
of aluminum alloy, some consideration 
should be shown the office worker. As a 
matter of fact, its use could well do away 
with enameling. In other words, in this 
highly competitive age, perfection of de- 
vice as well as appearance may well fol- 
low the modern manner, for the visible 
idea with its compression and availability 
of data must take an even more important 
place. 

The dealer on his part has the oppor- 
tunity to set up a department of compel- 
ling interest. Many such departments may 


OFFICE APPLIANCES 


visible equipment is no harder to sell than 
other major lines. 

With regard to most of the dealers 
whom the writer has interviewed, it is ap- 
parent that shrinkage in volume of visible 
equipment sales has been iess of late 
years than on almost everything else. 
The factory is always available to assist 
dealers in working out unusual situations. 
The selling of visible differs from that 
of files or office furniture. With the 
latter, the talk and demonstrations are 
along lines of construction, but when pre- 
senting visible equipment, the talk should 
be about accomplishments, earnings, sav- 
ings and profits. With business improv- 
ing, there is greater need than ever for 
visible records. We detect an urge begin- 
ning to express itself for better record- 
keeping methods. 


be greatly improved. And to make this 
effort complete, maturely experienced 
salesmen should be assigned to cover vis- 
ible applications only. Visible started as 
a specialty and its greatest usefulness will 
be enhanced by further building on that 
principle. Possible users will not take 
to it readily if the dealer and his sales- 
men do not show beyond question that 
they believe in it, too. This department 
should be an encyclopedia of applications. 
The customer is the final knot to be tied 
on to this thread of interest, and he will 
tie in with that maker and dealer who best 
solve his visible applications. I do not 
favor “high-powering” most visible pros- 
pects at any point. To secure an un- 
broken thread of satisfaction, nothing can 
beat the combination of right suggestions, 
complete surveys of procedure and results 
desired, reports with form or forms if 
important. Then if the customer gets 
“price minded” you can give that too, 
but over against that, outline the savings 
and advantages to be secured. 

Visible indexing is unbelievably simple 
to sell, provided you make the right ap- 
proach; disgustingly hard to sell if you 
rely only on “high-powering” without jus- 
tification of use. Later I shall ‘give a 
two-way example of this. If anywhere, 
maturity of sales experience should be ap- 
plied in the visible field. Immaturity in 
this field may account for much sales re- 
sistance to this valuable equipment service. 

Visible equipment selling also may be 
said to be “three dimensional,” set up as 
follows: 

The Maker: Plus outstanding perfec- 
tion, a department of mature experience at 
the factory; and in the field, mature trav- 
elers specializing on visible equipment, 
and who, instead of making trains as fast 
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as they can, select the best equipped dealer 
in the most fertile field, work adequately 
in that dealer’s field with the dealer’s sales- 
men, and secure outstanding position as 
a basis of further development. Such a 
position reflects into further development 
in adjacent fields of other dealers. 

The Dealer: Everything except mak- 
ing said of the maker, applies equally well 
as a policy to the dealer. Perhaps many 
dealers, in the interest of the immediate 
sale, have developed merchandising to the 
point where they overlook the important 
and accessory field of specializing, too, 
where it is justified, as it surely is justified 
in the selling of visible equipment. May 
I suggest, that to round off the specializa- 
tion, the professional attitude be devel- 
oped. This means simply, diagnosis that 
will insure cure of the patient, building 
a case that will win the suit, assembling 
data so completely that the bridge will 
stand the traffic. 

The Dealer’s Salesmen: Mature sell- 
ing experience, ability to survey, analyze, 
visualize and apply, which is another way 
of emphasizing professional approach. If 
the illustration is not clear, take a per- 
sonal problem to your doctor, lawyer or 
architect, and observe their methods. A 
great deal should happen before the price 
is discussed. In any constructive effort, 
to name the price first and follow with 
the discount, places the salesman up a 
blind alley. Ability to draw expertly the 
needed forms will be of immense help. 
These may be ok’d as proof, for you know 
it is impossible to submit a complete proof 
which includes cross ruling. This method 
is full of unobservable “high-powering,” 
but is the real influence in closing. The 
greatest of the auto concerns is now dem- 
onstrating power and accomplishment 
rather than using it as a personal sales 
force. National advertising appears now 
as the big double bow knot of red ribbon 
to tie these threads of interest into a big- 
ger and better sales package. It is, in- 
deed, a matter for some wonder, that this 


immense force has not been turned into 
the channel of visible selling, more gen- 
erally. As it stands, the burden of dis- 
tribution has been placed largely on the 
shoulders of the dealer. He is expected 
to prepare the ground, sow the seed and 
reap the crop aes It is not unkindly 
mentioned that in so many cases the 
dealer is not set up to carry this load. 
He with other things must include visible 
with other efforts when the need arises. 
It is much like trying to water an 160 
acre farm with a garden hose. He needs 
a system of complete irrigation of visible 
ideas, and national advertising is the sys- 
tem. 

It is not so much that possible buyers 
have not some knowledge of visible, but 
national advertising stands up before the 
whole field and says, We have it, it will 
perform this and that function which will 
clear your business record path. It takes 
on the nature of a guarantee, it is a recog- 
nized product, and we are squarely behind 
it with our best efforts. The field of 
contacts is enlarged and eventually a 
chance thought becomes a conviction that 
visible is worth while. Instead of the 
dealer stirring up prospects inadequately 
here and there, interest begins to yt to 
the dealer in that product. And as a very 
important by-product, it would double 
the advertising value to the dealer which 
is placed in Office Appliances. It is a 
reinforcement of trade advertising. 

Briefly, in closing, here is the illuminat- 
ing two-way sale I promised. When the 
State of Colorado adopted the census for 
all children of school age, and from then 
up to 21, it involved in Denver a start 
with records of 52,000 children. “Pat” 
Patterson of the Patterson Office Equip- 
ment Company asked me to drop my 
building supplies for the moment and look 
into it. Ha! Ha! The order was just 
about to be signed off to a competitor 
and we did not have a visible in the as- 
sortment of lines. 
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The proposed system as then worked 
out comprised 5 x 8 cards for pupil’s his- 
tory, white and buff divided among boys 
and girls, to be filed alphabetically, cor- 
rect. But the salesman had advised that 
pending entry, memo slips could be filed 
behind the cards until time was found to 
make entry, wrong, so very wrong. A 
subsidiary street index with pupil’s name 
and street number, on 3 x 5 cards, in se- 
quence of street number, was to be set up. 
But just walk around that idea and take 
a good look at it, and you will see that 
every move of a pupil “shot” two cards, 
as there were to be ten names. 

I quickly suggested the celluloid tube 
system for the street number index, and 
if you know your tubes, you will see how 
easy that one was. In fact, that change 
was immediately adopted, and with that 
much of the road paved, I had a demon- 
stration to show how impractical it would 
be to file memos behind the cards. And 
that pudding was spoiled. I think the 
aggregate of the whole order was some 
$10,000.00, hooked on two seemingly un- 
obtrusive points, which enforces to a de- 
gree what I have said of analyzing a sit- 
uation. 

But before the order was signed, our 
competitors came forward with a 20% 
reduction in their bid. What the school 
superintendent said about that I did not 
hear, but I did get the report. The gist 
of it was that apparently the set up was 
not worth what it was supposed to be. 
When I was asked what we should do, I 
merely said, “We shall stand on our bid.” 
And we got the order. Keeping in touch 
with it for several years, it was always 
performing perfectly. That visible system 
has now graduated into the W. H. Kist- 
ler Stationary Company of Denver, and 
I trust those good friends of better meth- 
ods will have great success with it. 

Good friends of the profession, do spe- 
cialize, and then analyze, but do not for- 
get to specialize. 


Signals for Visible Records 


 jatee STEADY growth of the visible 
record during recent years gives it an 
ever increasing important place in our in- 
dustry. The product is so necessary to 
modern business and its use has become 
so general that no progressive dealer has 
any choice as to whether or not he will 
make it available to his customers. How- 
ever, making it available to a customer is 
one thing, and selling it to a customer is 
quite another. It is suicidal to make de- 
livery of the physical equipment, collect 
your money and call it a sale. It is, 
moreover, unfair to everyone involved in 
the transaction, for dissatisfaction usually 


Making Visible Record Even More 

Visible with Signals—By LELAND 

S. GRAFF of the George B. Graff 
Company, Cambridge, Mass. 


results. The dealer must study his cus- 
tomers’ requirements, provide the equip- 
ment best suited to the conditions and 
then teach the customer how to use the 
equipment. To do this, the dealer him- 
self must know his subject. 


The true meaning of the term “visible 
record” is often lost with the frequency of 
its use and the glibness with which it 
rolls off the tongue. Defined, it should 
mean “A Business Record Made Vis- 
ible.” Naturally, the degree to which vis- 
ibility is provided marks the value of the 
record and to a large degree determines 
its success or failure. It further follows 
that anything which contributes to, or 
enlarges upon, that desired visibility, 
plays a most important part in the entire 
field of visible record keeping. It is for 
this reason that signals assume such an 
important role in this picture. 
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Colored signals for follow-ups have 
long been a familiar item with the dealer. 
In the case of visible records, however, 
the use of signals changes from one of 
importance to one of necessity. Bear in 
mind that we are concerned with making 
visible records even more “visible” and 
hence more valuable to the user. 

Broadly speaking, visible records are 
offered in two styles; the tray type visible 
card file in which cards lie flat in a tray, 
one card staggered above the other and 
the visible book type in which loose leaf 
forms are staggered one above the other. 
In either case with the exception of the 
top card or form, the only part of the 
record actually visible is the margin. It 
must be clear, therefore, that the more 
information that can be brought to the 
actual visible margin the more visible the 
record becomes and the more valuable to 


Visible 


ITH ever enlarging 

man’s power and capacity, we must 
be prepared to meet entirely new forces. 
We remember the past by the lessons it 
has taught. Patrick Henry said: “I 
have but one lamp by which my feet are 
guided, and that is the lamp of experi- 
ence 

That which makes people happy, pros- 
perous, intelligent and conservative, makes 
them the best customers. Unfeeling sta- 
tistics of the past three decades show that 
the independent business man has been 
running a losing race. Why? 

The heart of any man’s business is his 
books, but how many business men have 
run their business on facts and figures? 
As a captain of a ship uses his compass 
to guide the great sea-going vessel 
through uncharted waters and brings all 
entrusted to his care safely into port, so 
must the business man have his compass 

a visible record of facts and figures. 
often travel slowly and 
ado. This was true of 
visible records. They have slipped into 
business, have gone along with it, ex- 
panded, and now they control and oper- 
ate it to an extent greater than most of 


machines 


Great ideas 
without much 


us realize. 

A successful laundry owner recently 
said the visible record he installed to 
check the activities of his customers to see 
that he did not lose any, and that all 
claims for loss of items or damage to 
clothes were adjusted promptly, was 
given credit for an increase in business 
that required a $50,000 addition to the 
plant. 

There is profit opportunity for the sta- 
tioner in the sale of visible records, and 
there is a huge market. It is possible for 
a local office equipment dealer to build 


its user. It is for this reason that signals 
are of such vital importance in the keep- 
ing of visible records; their use places in 
plain sight, information that would other- 
wise be hidden. 

There are many different types of sig- 
nals ranging from the simple check mark 
of a colored pencil to signals made of col- 
ored paper, metal or celluloid. Signals 
made of colored metal have been the 
most common, but recent improvements 
in the use of celluloid have widened the 
scope of this material whose properties 
are ideal for work of this type. Celluloid 
will play a much larger part in record sig- 
naling in the future than it has done in 
the past. 

All signaling must provide the desired 
information in the easiest and quickest 
manner. In the enthusiasm of making a 
new installation the salesman will some- 


Father Time Speeds the Parting, 
Hails the Coming Guest—By H. E. 
HAWKINS, Sales Manager, Sta- 
tioners Loose Leaf Company, 


Milwaukee, Wisc. 
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up a steadily increasing business on 
visible records. 

There are over two hundred types of 
organizations, including banks, churches, 
government, insurance companies, stores, 
factories, societies, laundries, etc., that 
make extensive use of visible records of 
every type and in every community there 
are hundreds of opportunities to apply 
the system. 

Many stationery and office equipment 
dealers have considered at some time or 
other taking on visible record equipment; 
some have let the opportunity pass, be- 
lieving it requires a specialty salesman to 
sell the system. 
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times “over-signal.” The result presents 
a beautiful picture of the customer’s busti- 
ness but after the salesman has gone and 
the customer tries to operate it himself, 
trouble starts. The customer finds the 
labor and expense of “working” the sys- 
tem far exceeds its value and he becomes 
dissatisfied. 

The proper signaling of visible records 
enhances and renders more valuable a 
splendid piece of equipment. Improper 
signaling reduces it to junk. 

Study your customer’s needs, study the 
equipment of the manufacturer you rep- 
resent, study signaling and then sell your 
customer an installation showing a true 
picture of his business that is easy to un- 
derstand, easy to operate and to which it 
is a constant pleasure to refer. Success 
will reflect itself not only in your profits 
but in the goodwill you will be building. 


Record Opportunities 


The contrary of this was proved by the 
experiment of one of the /argest station- 
ery stores, who decided to allow one of 
their junior salesmen to use half of each 
day, the afternoon being selected, to make 
a cold canvass of business firms to dis- 
cover if visible records would be con- 
sidered. 

The usual catalogues of the manufac- 
turer and the system material to aid deal- 
ers’ salesmen were the only helps this 
junior salesman had. No one in his firm 
knew any more than he did about the 
subject, but he did study the material 
given to aid the dealers’ salesmen and 
daily he learned from each contact he 
made. 

If a salesman just keeps on pegging 
away and doesn’t lose his courage, things 
always take a turn for the better. They 
did for this salesman. He learned the 
facts about various kinds of business. 
Then he was able to explain the benefits 
of visible records to those business firms 
and sales were made, then increased. And 
now in a little over a year’s time, he is 
promoted to specialize on sale of visible 
records, and he really knows all the an- 
swers because he has studied his subject. 


Why Records Should Be Visible 


There was a time when records were 
considered merely as a storage place for 
facts, but in today’s business they are 
used much more actively than that. Per- 
haps the best illustration of the reason 
for visible records is in a hand of play- 
ing cards. No one thinks of placing 
cards on the table and fingering them the 
way they do a card index. Play the game 
of business with all the cards in sight. 

Visible records are speedy. The old 
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way involved sixteen movements to each 
posting. In the visible records way, post- 
ing is as quick as writing; almost no time 
is lost locating information. Many visible 
records are purchased for this reason 
alone. 

Signals permit better control of any op- 
eration, and visible records permit sig- 
nalling of any and every kind desired. 

There are over five hundred record 
classifications: sales, ledger, employees, 
purchase, stock, prospects, collection, pro- 
duction, etc. Almost every record that 
is kept has by this time been placed on 
visible records by somebody. 

Some applications are more practical 
than others, but you will find people who, 
when they get the idea, will want to put 
all of their records on visible equipment. 

It is a repeat business. Every user 
of visible records is a prospect for more. 
There are two factors that make visible 
records an important repeat item. The 
first is the necessity for extending the 
record which was originally sold and for 
sheets and other supplies for the record. 

The second is the fact that a single 
record, once installed, demonstrates its 
value and other installations follow al- 
most automatically. 

In the last few years the laws of sev- 
eral states have been changed so as to 
require permanent electie1 registration. 
The tendency is growing and will rapidly 
spread throughout the nation. 

It saves taxpayer’s money and enables 
the elections to be conducted with less 
irregularity. In our last presidential elec- 
tion, there were something over thirty mil- 
lion voters. When you take into consid- 
eration that many more people vote on 
local matters than national, it is easy to 
assume that there must be forty million 
registered voters in the United States. 

Considering the states which have 
adopted permanent registration, this field 


has only been scratched, and where visible 
records have been adopted for the perma- 
nent listing of registered voters, dealers 
have in most cases made sales. 

This opens up the question of tax rec- 
ords, which means that there is a pos- 
sibility that all of the real estate in certain 
states will eventually be placed on visible 
records, with the result that another tre- 
mendous market will be opened up. 

Let us consider another character of 
record: Membership. Because of the fact 
that each individual is listed with quite a 
number of different organizations, such as 
church, educational, fraternal, social and 
political, it is easily possible that there is 
an average of five listings to every one of 
the hundred and twenty million people in 
this country, making a total of a possible 
six hundred million listings, another field 
that has hardly been scratched and is open 
to dealers in every community. 

Now for the commercial field, no con- 
cern that sells goods is so small that it 
doesn’t need some sort of a prospect and 
sales record, and most business firms who 
sell goods should also have an activity 
record. 

When the repeal law became effective, 
the breweries responded to modern busi- 
ness methods to again rebuild their busi- 
nesses, and the outstanding record they 
first developed was a sales activity visible 
record, on which there is a frequency 
chart to keep them constantly informed 
whether or not they are retaining all 
their customers. 

The fact that it is so easy to post on 
visible records and that it takes so little 
time encourages the operator to keep the 
records posted to date. 

That makes them a great deal more 
valuable and contributes to the success of 
the purpose for which the records are 
kept. 


Some of the manufacturers have pre- 
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pared a series of educational sales pro- 
motion bulletins designed to inform sales- 
persons on applications and selling of 
visible record equipment. 

Each one of these bulletins presents an 
opportunity for a visible record salesman 
to go out and get business. 

In the sale B visible records, your cus- 
tomers gain a great deal of confidence in 
your opinions and advice on other sub- 
jects which will increase your sales of the 
heavier type of office equipment special- 
ties. 

In the sale of visible records there is 
no reason to neglect other lines. They 
just naturally fall in by reason of the 
increased number of contacts. 

While it is true that practically every 
record can be kept on visible equipment, 
there are certain types of records on which 
visible equipment gives greater advantages 
than others and are, therefore, more easily 
sold. It is safe to lay down a rule that any 
record comprising a large number of 
names or items to which there is a great 
deal of reference or posting, should be 
placed on visible equipment. 

As a second classification, any record, 
regardless of size, which is used to con- 
trol any business function by analysis, 
classification or progressive chart, should 
be on visible equipment. 

Where there is an opportunity to use 
signals of any character on the visible 
portion of a sheet ti. te is an application 
for visible equipment. 

With these principles in mind, a sales- 
man may study any type of record and 
quickly determine whether or not he is 
justified in recommending the visible sys- 
tem. 

Cheap merchandise means cheap men 
and cheap men, poor sales. Do not for- 
get you must face your customers after 
the goods are delivered. 

America is still the land of opportunity. 


Business Eyes for 1934 


geen keeping the visible way is 
synchronized with the tempo of 1934 
business. As the new streamline auto- 
mobile body cuts down air resistance, so 
the visible index cuts down time, effort 
and guesswork in record keeping. 

Now that upwards of 200 industrial 
codes have been passed by the Govern- 
ment, mostly all of which provide for a 
uniform method of cost accounting, vis- 
ually controlled record-keeping becomes 
a real necessity. This is only one reason, 
however, for keeping more accurate and 
instantly available information. 

Visible records present visual evidence 
of true conditions from which we make 
accurate reports and timely decisions. A 
visible record emphasizes negative facts, 
bringing to the front in time, conditions 


The Value of Visualized Records 
Is Being Realized—By WILLIAM 
M. ST. JOHN, Manager, Visible 
Index Division, Yawman and Erbe 
Manufacturing Company, 


Rochester, N. Y. 


that otherwise may prove disastrous to a 
business. 

The general upturn in business is pre- 
senting a great problem to the manufac- 
turer and distributor. They are finding 
their present stock, purchase and sales 
records inadequate, consequently, con- 
structive worth-while information regard- 
ing the results of visualized records is 
most welcome. 


The cost of doing business is increasing. 
Therefore, management is interested in 
whatever it can be shown that will cut 
these rising costs. The speed of record- 
ing and ascertaining definite facts is vital 
to every business. 


The visible file has great flexibility and 
can be made to combine many records and 
show a variety of conditions and statis- 
tical facts. For example: A visible sales 
record will show at a glance, (1) Com- 
parative total sales for any period; (2) 
Customers’ purchases by commodity; (3) 
Salesman’s activity as to proper frequency 
of calls; (4) Salesman’s activity as to 
presenting complete line; (5) Customer’s 
personnel history by departments; (6) 
Complete record of quotations; (7) Auto- 
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matic follow-up; (8) Automatic control 
of mailing list. 

These definite pictures of conditions 
save time in making statistical reports, but 
more important still is their timely visible 
presentation of conditions that make for 
better management, greater sales and 
profits. 

The physical construction of a visible 
file has much to do with its efficiency. 
Compactness and ease of operation should 
receive first consideration. 

Every square inch of card or sheet 
space should be available for record work. 


The forms used must be planned so as to 


present the greatest amount of informa- 
tion possible on the visible edges, both 
front and back. Positive alignment of 
cards or sheets must be obtained so that 
there is no possibility of impaired visi- 
bility. 

The file must be built to permit the in- 
sertion, removal or shifting of cards 
quickly and with a minimum amount of 
effort. Visible files naturally get hard use 
and have to be constructed of high grade 
steel and assembled by experienced and 
skilled workmen. Every operating part 
must be able to withstand hard, continu- 
ous use. 
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The Dealer must consider three factors 
when choosing a visible line: 

First, that this equipment be mechan- 
ically perfect and efficient in every detail 
of operation to give his customers the 
maximum of service. 

Second, that the 
equipped to give a complete service in 
devising forms and indexing systems for 
any requirement. 

Third, that the merchandise and serv- 
ice will return to him a reasonable profit, 
and that every sale will result in a satisfied 
customer. 


manufacturer is 


How the Dealer Can Sell More Visible 
Filing Equipment 


OST dealers look upon the sale of 
visible card filing equipment as 
something very technical—something that 
requires the expert ability of a man thor- 
oughly trained and grounded in the use 
and operation of the line. They feel that 
they should not attempt to push the line 
unless and until they are in a position to 
departmentize this class of business. De- 
partmentization is a fine thing if the vol- 
ume of possible business in one’s field is 
sufficiently large, but it is not essential to 
success. 

The sale of visible filing equipment is 
much easier than that of vertical filing 
equipment or of loose leaf ledgers. This 
statement will be questioned by many 
dealers, and understandably so, because 
their regular territorial men who sell sta- 
tionery, vertical filing and loose leaf de- 
vices are insufficiently informed as to the 
proper procedure in selling visible equip- 
ment. They do know, however, that 
visible filing equipment has been sold 
and is being sold, and that it is a fine 
thing for a user. In selling vertical 
filing equipment and loose leaf they sim- 
ply satisfy a want already established, and 
they have very little “dollar saving” or 
“profit producing” benefits to sell as com- 
pared with the benefits arising from the 
sale of visible filing equipment. The 
benefits which the user derives from his 
vertical filing system and from his loose 
leaf accounting layout are generally 
known and understood, whereas those 
arising from the use of visible equipment 
must be explained and demonstrated. 

It is not the intention of the writer to 
underrate the value of established systems 
of record keeping. They have their 
proper place in the scheme, but the ad- 
vent of visible records has brought about 
a new alignment in which the new way 
has been substituted for the old with great 


Some Points on the Value of Vis- 
ible Card Record Systems to the 
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advantage to the user in many record- 
keeping operations. 

In selling visible filing dealers offer to 
their trade economies in reduced inven- 
tories—in the case of such records 
speedier collections in the case of ledger 
and collection records, more accurate cost 
figures, etc., besides achieving for them- 
selves greater profits in sales, followup 
and salesmen’s records. It is understood, 
too, that if the dealer himself installs 
the visible system, he is heir to all the 


advantages he confers upon his customers, 
besides having at all times a means of 
visual demonstration instantly available to 
every customer who may become inter- 
ested. 

The dealer himself must first be sold 
on the advantages he and his customers 
will derive from the sale and use of 
visible equipment, for without such knowl- 
edge and a certain enthusiasm for the 
proposition, he cannot effectively pass 
the argument on to his salesmen. Lack- 
ing knowledge of the proposition, he feels 
that there is no way for him to proceed, 
however much he would like to undertake 
the matter. 


How to Acquire the Knowledge 
Quickly 

Such, however, is not the case, for all 
that it is necessary for him to do is to 
select a fairly representative list of the 
concerns who use visible filing equipment. 
It matters not whose equipment they use. 
Then let him pick out one or two of these 
concerns for each of his regular salesmen 

-concerns which are in the territories or 
are customers of these men—they say to 
the men individually something like this: 
“Bill, I understand that the Blank Com- 
pany has an installation of Universal 
visible filing equipment on their sales 
record. I am personally interested in this 
customer. The next time you call on 
them I wish you would make it a point 
to ask them how they use their visible 
filing equipment, and why they bought 
it; that is, just what advantages they get 
from it. When you have this informa- 
tion, give me a report of it.” 

Under such a procedure the dealer will 
soon find out new angles on the efficiency 
of his men from the little or much in- 
formation they bring back. He will know 
how many accounts there are, where the 
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different concerns buy their cards and 
printing, and what the difficulties of the 
system are as applied to the customer’s 
business. In addition, the dealer will 
have all the information for which he 
asked. The foregoing prescription fol- 
lowed faithfully soon causes the develop- 
ment of a feeling of keen enthusiasm for 
the visible system on the part of the 
dealer and his live salesmen. 

Up to this point the dealer will prob- 
ably agree that the idea is very good, but 
still feels that it does not solve the prob- 
lem of applying the equipment to the 
business of someone else—of selling the 
equipment, in other words. Probably the 
dealer is right, but still, being enthusias- 
tic over a proposition is a long step in 
the right direction. 

The next step is simpler than it looks. 
The assumption here is that the salesman 
knows little or nothing about selling 
visible filing equipment. But after he has 
made a few investigations and reports he 
will have a better idea of where to look 
for just such possibilities, and will more 
fully appreciate the necessity of getting to 
the files. 

Get to the files. Let the salesman ob- 
tain the same information about the user’s 
files that he obtained on investigations of 
equipment already installed. That is all 
there is to it. Don’t worry about how 
you are going to be of benefit to the cus- 
tomer through visible filing. If he asks, 
tell him you do not know now. It is 
only the very experienced visible filing 
man who can say offhand just what is to 
be gained, and arrange matters at once to 
get an order. All that the experienced 
man has accomplished, after all, is to save 
himself a little time. The sale of visible 
filing equipment is not a life and death 
matter of the moment. If there is a pos- 
sibility of doing something beneficial to 


his business, the customer will wait a rea- 


sonable length of time to make sure of 
the benefits. 

Every manufacturer of visible filing 
equipment has a systems department or 
some individual who makes it his business 
to solve visible filing applications. Send 
the information regarding your prospec- 
tive customer to your manufacturer, to- 
gether with a sample of the card or sheet 
he is using. Give all the information— 
everything pertaining to the prospective 
customer’s present arrangement, includ- 
ing the difficulties he is having. Any in- 
telligent salesman should be able to do 
this. 

The manufacturer will solve the prob- 
lem for you, and more: He will send 
you substantiating reasons found in the 
practice of users of similar installations, 
showing just why the customer should in- 
stall visible filing equipment and what ad- 
vantages he will gain by so doing. 

By following a procedure such as out- 
lined, and after a 8 problems have been 
submitted to the manufacturer, the time 
will soon come when the dealer’s sales- 
man will be solving the problems himself 
and showing a nice increase in the visible 
systems department. 

A final suggestion: It is well to prac- 
tice what you preach and use visible 
equipment on your own sales record. 
Your manufacturer has a good one for 
you if you will but ask him. We have 
mentioned this before, but it will bear re- 
peating. 

The possibilities for the sale of visible 
filing equipment grow in proportion to the 
familiarity of the dealer and the users 
with it. It is doubtful if there is any city 
in the country that can show a more thor- 
ough coverage of visible filing equipment 
than Los Angeles, and it is likewise 
doubtful if any city can show a more 
consistently good volume over a given 
period of time. The more you sell, the 


more you sell. 
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When one considers the sales of type- 
writers, cash registers, adding machines, 
etc., of the several makes, aa recalls the 
length of time they have been on the 
market, and compares this activity with 
the short life of the visible filing industry 
to date, he will realize how very little 
has really been done in this field. There 
are as many or more opportunities for 
the sale of visible filing equipment as for 
any one of these other office specialties, 
yet they have been sold for over sixty 
years, while visible filing equipment was 
new but twenty years ago. 

As one | back over these short 
years he finds that every manufacturer’s 
equipment developed into many models, 
and the end is not yet; nor is there an end 
to the many applications for visible filing 
devices. 

With the concentration by the dealer 
on his particular line of visible fling 
equipment only to the extent mention 
above, he will find, as time goes on, a 
very satisfying increase in this depart- 
ment. It is a long time pull, but it is no 
longer than that of some other depart- 
ments of his business. The difference 
may lie in the fact that the dealer is more 
familiar with what to expect from these 
other departments, and when visible filing 
does not go all in a minute, he becomes 
discouraged with it. 

The assumption here is that you have 
a line of visible filing equipment. If you 
do not have it, you would better get one 
as soon as you can, for if there is one 
available in your community, someone 
is going to sell it, and that “someone” 
might as well be you. All visible filing 
equipment is good, and the advantages of 
one type over another today are of little 
consequence to the one who has a sales 
plan based upon “objective” selling—that 
is, selling the results to be accomplished 


by the use of the system one carries. 


Why Visible Record Business Will Be 
Profitable in 1934 


- IS predicted by the best authorities, 
that during the next six months, this 
country is going to witness the greatest 
wholesale revamping of records and sys- 
tems in its history. And it is easy to see 
why this is so. Rapid and gigantic 
changes in our business structure make it 
imperative that records and systems must 
be changed to keep pace with the new 
deal. 

For example, witness the NRA Indus- 
trial Code which called for new and more 
detailed records and reports; state sales 
tax will also multiply bookkeeping and 


record problems for the business man. 


Business Needs the. Quick Refer- 
ence Feature of Visible Records— 
By D. C. HEGARTY, Advertising 
Manager, National Blank Book 
Company, Holyoke, Mass. 


Of course, the repeal of the 18th Amend- 
ment will in itself call for many require- 
ments for records and record-keeping 
equipment. 

In other words, all types of business 
men and businesses will have to conform 
with these new requirements and regula- 


tions which will certainly create a very 
definite need for new record-keeping 
forms and equipment. 

This situation makes a wonderful op- 
portunity for dealers to get increased vis- 
ible record business by aggressively going 
after it while definite a. are evident. 

In fact, the quick reference feature of 
visible equipment is made to order for 
many of these new record requirements. 
For example, sales managers will need vis- 
ible records for better customer control; 
credit managers have a very definite need 
now for more complete credit and collec- 


(Turn to page 26, please) 
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LEFT Illustrat 
ing the ease with 
which card holders 
can be inserted or 
removed in the 
Globe Wernicke 
visible record 
equipment. The 
holders may be re 
moved either sin 
giy or in groups 
with or without 
the cards inserted 
It is not necessary 
to keep the tray 
filled with unused 
ecard holders, as 
the follower block 
moves up when the 
cards are removed 








ABOVE A typical loose leaf visible record book made by The 














Stationers Loose Leaf Company Notice the large rings which per 

nit easy shifting of the record sheets from one side to the other 

for reference The large rings also provide unusually generous 
capacity 


AT RIGHT AND 
BELOW Two 
Rand visible re 

ord units offered 
by The Victor Safe 
& Equipment Con 

pany The card 
cabinet sectior t 
the right has the 
celluloid protected 
pocket type if 
card records The 
cards in this unit 
are particularly 
idapted to use of 
colored trans 
parent signals 

The visible book 
unit shown below 
s for any record 
where detail must 
be referred to con 
stantly The unit 





AROVE Compact and economical is th Wilson-Jones visible record 


book Every heet in the book has a marginal heading, visible on each 
side The ring ure t ets of three each, every group operating inde closes like a book 
pendently Tr enable the user to insert or remove sheets without ind may be kept 


in a desk drawer 


listurbing thers 
rina safe 
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ABOVE A ¢ E. Sheppard Company visible record binder open for uss 





This is a three-; tion binder rhe first position is as illustrated, open for 
reference purpose rhe ‘ nd position is with the prongs pulled partially 
ipart tha flat for pos ¥ The third position is with the 
i ru ! i so that record sheets may be inserted or th 

| he bind re-arranged 


Several Types of Office Equipment 
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LEFT.—-A Postindex visible rec ABOVE.--A Boorum & Pease visible record book. A de 
ord unit. This drawer cabinet, pendable mechanism coupled with carefully designed record 
designated Model 2, is equipped sheets present in this binder an efficient and practical 
with new Artindex hinge clips visible record unit. Great capacity is evident in the illus 
which provide an exceptionally tration. 


flat lay-back of cards, permit 

ting greater ease in posting and 

reference work. A feature of this 

unit is that vertical file cards can 

be slotted and transferred to the 

hinge clips and thus become 
visible records 
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ABOVE AND BELOW.—Yawman and Erbe pocket type of visible 

sales record. These two forms are used for a prospect follow-up 

system. Information gathered by the salesman is recorded on the 

card and when this card is turned in at the office after a day's 

work, the information thereon is posted to the pocket to serve as a 
duplicate or office record 





ABOVE Visible card ledger offered by the Acme Card System Company 
In the Acme visible system, each card is always in one of three positions 
left, neutral, or right, as desired For example, with credit postings on a ’ 
given day the card is moved to right position. For a debit posting, to left 
position, while the remaining cards are maintained in a neutral position 
The new Acme catalogue gives details 
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LEFT.—A National Blank Book Company straight post visible 
record binder in use. The back of this binder is flat and expands 
at the touch of a thumb-lever, for ease in posting. The broad, flat 
back precludes rocking of book during posting. The posts are 
straight, polished and frictionless, allowing sheets to be turned as 
easily as in a bound book, thus minimizing wear of sheets 
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yy Which Business Records Are Made Visible 
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Why Visible Records Will Be 
Profitable in 1934 
(Continued from page 23) 
tion information at their finger tips to 
speed up collections, thus improve credit 
control; purchasing agents need a visible 
vendor record, that will give them in- 


stantly every fact regarding price, deliv- 
ery, service, etc.; shipping managers will 
need visible records to maintain accurate 
control of every outgoing order; the of- 
fice manager will need visible records to 
keep every detail of personnel which will 
be more important than ever this year; 
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store managers will need visible records 
to keep track of steck control, turnover, 
etc.; installment managers have a very 
definite need for visible records to keep 
track of deferred payments, etc. So it 
goes in all lines of businesses, pointing to 
a very broad and profitable field. 


Visible Sales Dependent on Specialty 


¥ IS our opinion, based on experience, 
that steady visible record sales are ab- 
solutely dependent upon specialty type 
selling. In order to sell the very highest 
degree of service to our clients, we must 
know in every detail what each piece of 
equipment can do, and perhaps, more 
important, what it cannot do. Ik is es- 
sential for one to saturate his subcon- 
scious mind with the mechanical possi- 
bilities and limitations of all the various 
lines of visible equipment so that under 
actual selling conditions one can forget 
equipment and place all conscious effort 
upon the client in giving him real service. 

By approaching predetermined pros- 
pects with a definite knowledge both as 
to the type of records used by his or- 
ganization and the best methods by 
which they can be controlled, we auto- 
matically create respect and secure inter- 
ested attention. From this basis a steady 
drive for sales is bound to produce re- 
sults in direct proportion to the sales- 
men’s ability and intelligent use of the 
facts gained. 

Too many salesmen want and expect 
the desirable results gained through spe- 
cialty selling without hard work, but the 
ones willing to make the sacrifices of time 


Type Selling 


The Experience of a Southwestern 
Stationer in the Sale of Visible 
Records—By CLAUDE F. MYERS, 
President, Myers Office Furniture 
Company, Kansas City, Mo. 
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and effort in preparing themselves are 
rare. A thorough knowledge of both 
functional and vocational type records is 


essential; and the man possessing this 
knowledge and using it intelligently will 
greatly increase his sales volume. 

It has been our experience that straight 
visible equipment does not readily adapt 
itself to machine work. In some in- 
stances it has proven successful, particu- 
larly a vertical type visible, and is used 
in bank commercial departments and for 
accounting work in ordinary commercial 
departments with machines, although the 
visible margin has been the outstanding 
feature, providing as it does better con- 
trol of follow-up, credit limits, etc., rather 
than its contribution to speed from an 
operation standpoint. 

There have been a number of visible 
records sold where they were to be used 
with specialty machines as supplementary 
records, for example: specialty machines 
have been sold in many instances to han- 
dle installment accounts, bank savings 
ledgers and building and loan ledger rec- 
ords. These ledgers for the most part 
run numerically by account number, and 
various types of visible equipment have 
proven to be very speedy and accurate 
where used as the alphabetic cross refer- 
ence record to these ledgers. There is a 


broad field for this application. 


The Growing Popularity of 
Visible Records 


Note.—Mr. Gormley has helped 
many Stationers to a broader understand- 
ing of the possibilities offered by visible 
equipment. He is well versed in both 
loose leaf and cabinet types. He has 
worked out uses for signals in connec- 
tion with visible systems which have re- 
sulted in installations which involved 
much more than the cost of the signals 
which were included. He believes in 
complete cooperation between the manu- 
facturers’ representatives and the re- 
tailers. 


N THIS day, when speed and more 


speed are the watchwords, we hear 


System Finds Multiplicity of Uses 
in Business World—As Told to 
Office Appliances by WILLIAM 
T. GORMLEY, Middle Western 
Representative of The H. C. Cook 


Company, Ansonia, Conn. 


much about streamlining. Boats of every 
kind are streamlined to reduce water re- 
sistance; automobiles are streamlined to 
reduce air resistance; for a like reason 
airplanes are streamlined, and now we 
have railway trains streamlined to the 


limit and built of light metal to attain 
almost incredible speeds. Engineers have 
found that the greater the speed of a 
vehicle the greater is the resistance in 
proportion. 

Speed today is demanded in business 
operations as well as in travel, and the 
visible record in one or the other of its 
forms constitutes the streamlining of 
modern business record-keeping. It is so 
complete, so condensed, so simple and so 
speedy in operation that it reduces resis- 
tance to the minimum. Its superiority 
resides in the almost magical ease and 
precision of its operation and in the prac- 
tical and universality of its application. 
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The system can be applied to any busi- 
ness. 

Practically every loose leaf manufac- 
turer whose mechanisms make the adapta- 
tion possible is making loose leaf visible 
indexes. There are two types: The first 
is designed with prongs and a shift mecha- 
nism, and the other is of the ring book 
type. We are told that the many valu- 
able features of the loose leaf visible 
records are causing them to be used in 
many offices in preference to older types 
of loose leaf books. 

The features of the visible index make 
it a specialty par excellence for the com- 
mercial stationer. The greater cost of the 
visible record outfit is much more than 
offset by the swift availability and com- 
pleteness of the information it supplies. 
Its adaptability arises from the fact that 
any rulings and headings may be used, 
according to the information wanted, and, 
in the loose leaf form, any number of ac- 
counts may be shown under a name or 
classification up to thirty, all of which 
are in sight and available for instant ref- 
erence without turning the dividing 
sheet. One book will hold several hun- 
dred accounts. 

Contrary to the view apparently held 
by some dealers, the system is not com- 
plicated, and a little study will enable the 
dealer and his salespeople to master the 
demonstration. The services of a special 
man are not necessary. The salesman of 
the manufacturer will teach the demon- 
stration to the dealer and his staff if asked 
to do so, and all may thus become rea- 
sonably proficient. Once the customer is 


interested his own intelligence will sup- 
plement that of the salesperson, for the 
system, once understood, in many cases 
sells itself. 

I have known of cases where the sta- 
tioner, not having a special man to 
demonstrate visible records and distrust- 
ing his own ability to do so, has referred 
the prospect to someone who makes a spe- 
cialty of the line. This is unfortunate, 
because the would-be buyer loses confi- 
dence in the dealer when he is directed to 
go to someone better informed than his 
dealer on a sale that the dealer ought to 
be able to handle himself. 

These systems should be used in every 
line of business. They are available for 
merchants, manufacturers, insurance and 
real estate offices, time payment houses, 
and others. When properly equipped 
with signals they get information in a 
hurry, the data is ready at a glance. 
Entries are easily made and the system is 
practically fool proof. 

In using the system with signals it is 
possible to get in thirty minutes a list of 
past-due accounts that it formerly took 
two days to compile, because one glance 
at the open visible record ledger shows 
from twenty to thirty open accounts and 
just what their standing is. 

When used in installment accounts, a 
glance at a card or slip indicates by the 
color of the signal attached to the slip 
whether one, two or more payments are 
past due. 

It is well known that under old systems 
returned goods have sometimes been held 
up for inspection and then forgotten. At 
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the end of the month, no credit having 
been entered, the purchaser is under the 
necessity of making a protest and getting 
the matter straightened out before pay- 
ing his bill, or of paying the bill less the 
credit that should have been allowed for 
the returned goods. An auditor for a 
large concern told me not long ago that 
the single suggestion just nae | Pad re- 
sulted in a eis of $65,000 to $125,- 
000 in the bank rather than on their 
books. 

The system is valuable to the insur- 
ance man who must keep a record of 
policy expiration dates, due dates of pre- 
miums, etc. It is of use to the garage 
man who notifies his customers when they 
should have the oil changed in their cars, 
and it is of almost inestimable value to 
business and professional men generally, 
making easy a multitude of operations 
which under old systems were cumber- 
some and slow. 

The dealer should pass on to the sales 
force all the information that comes to 
him regarding the uses of visible systems 
of the type he handles, whether loose leaf 
or cabinet, and the manufacturer’s sales- 
man should be asked to drill the dealer’s 
salesmen in the selling points of the sys- 
tem. The entire subject cannot be cov- 
ered, but enough can be said in one eve- 
ning to set the men to thinking, after 
which they will work out other applica- 
tions of the system for themselves. As 
they begin to think visible they will soon 
begin to sell visible. After this the go- 
ing is not difficult. 


Finger- Tip Control Necessity of 


Modern Business 


ACK in the days of the horse and 

buggy, record control consisted of a 
few books, a pen, and a bookkeeper who 
served as an adding machine. In fact, 
the term “business control” was unheard 
of at that time. Then came the auto- 
mobile to speed up things and about the 
same time loose leaf systems were intro- 
duced in the office. This method of rec- 
ord keeping was an improvement over the 
old bound books because it made records 
more flexible, but still it did not give 
business a means of control. 

It was not until the advent of visible 
records that business control reached a 
point of efficiency in keeping with the 
pace set by business. Then business con- 
trol became recognized as of extreme im- 
portance to those industries, businesses, 
and other institutions that were being 
carried along with the tide of expansion. 

At first many executives thought the 
purchase of visible records an extrava- 


Some Valuable Advice on Selling 
Visible Record Equipment—By J. 
S. SPROTT, Vice-President, The 
Globe-Wernicke Company, 
Cincinnati, Ohio 
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gance, but before these methods were in 
use very long it was proved beyond doubt 
that finger tip control was a necessity 
and had come to stay. Every executive 
must have a closer control of sales, stock, 
overhead, costs, etc., and give improved 
service to his customers, because these are 
most vital factors in this day of keen com- 
petition. This is true of not only the 
large business—the small concern is equal- 
ly affected by these conditions. 

The dealer who is intelligently han- 
dling visible records is adding consider- 
able to his profits. Such a dealer is well 
acquainted with his visible equipment; he 
systematically goes into the highways and 
byways of business seeking opportunities 
to unearth hidden facts and presenting to 
his prospects ideas and methods that will 
put these facts where they belong—where 
they can be seen instantly when desired. 

Dabbling in selling visible equipment 
will not produce the desired results. Time 
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and money are often wasted because of 
the unorganized methods employed. Dab- 
bling is fatal to any selling effort. It 
takes various forms. One can dabble in 
method: By trying first one way to sell 
visible equipment, and then another, with- 
out giving any method sufficient time to 
be demonstrated and by scattering efforts 
over a much wider field than it is sufh- 
cient to cover with any prospect of effec- 
tiveness. 

A leaky cylinder on an engine may 
drive the machine, but a larger machine 
could be driven or the same machine 
with less fuel, if the leak were stopped. 
Efficiency in selling visible equipment in- 
cludes the stopping of leaks as well as 
the intelligent application of the power. 
Efficient selling will produce an equal 
effort in the development of sales and 
good will for less expenditure than will 
inefhicient effort, or greater result at the 
Same cost. 

Dealers in visible equipment should 
have a definite, well-considered plan. 
Manufacturers of visible equipment are 
anxious to help dealers work out a result 
producing plan. The manufacturer is 
spending time and money, not alone to 
improve his product, but also to make it 
as easy as possible for the dealer greatly 
to increase his visible volume and profits. 
The dealer who cooperates fully with the 
manufacturer is generally the one whose 
business shows a considerable growth. 


The dealer handling visible equipment 
can make very little headway selling from 
a catalogue. Some lines can be sold in 
this way, but not visible equipment. It 
is necessary to have some demonstrating 
equipment. The dealer should not al- 
ways agree with the prospect when handed 
a form with the words, “This is what we 
need,” unless the dealer is quite sure that 
the prospect is right. A few questions 
asked of the prospect and a little intelli- 
gent thought might result in an idea 
which, when presented to the prospect, 
would mean an immediate order. 

I remember the sales manager of an oil 
company who some time ago called in a 
dealer handling a certain make of visible 
record equipment. The sales manager 
told the salesman that business had fallen 
off; that he wanted to keep in closer touch 
with prospects and customers, but that 
their present method of filing cards con- 
taining valuable data meant drudgery, 
mis-filing, and a considerable waste of 
time, and, as a result, these cards were not 
referred to very often. 

He thought that arranging them in a 
visible file might help. The sales man- 
ager gave the salesman a sample of the 
card they were using. The next day the 
salesman returned with a new card which 
contained exactly the same information 
as on the old card. The only change made 
was in putting the title margin at the bot- 
tom instead of at the top. The sales 
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manager did not feel justified in asking 
his company to spend the necessary 
amount just merely to have the cards 
visible. 

A few weeks later a different type of 
visible record salesman happened to drop 
into the sales manager’s office while can- 
vassing in the same building. The sales- 
man upon bringing up the matter of vis- 
ible records was told by the sales manager 
that he had already discussed visible rec- 
ord equipment, but would do nothing for 
some time. The salesman, feeling that 
the sales manager from his conversation, 
was interested at least to some extent, be- 
gan asking questions. The result was 
that a couple of days later the second 
salesman, after some thought, presented 
to the sales manager a card containing 
visibly, information—vital information, 
that no one had seemed to think of before. 
The salesman explained his idea in detail 
and when he was through, the sales man- 
ager exclaimed, “This is just what I have 
been looking for for a long while.” The 
sales manager and the salesman explained 
the idea to the president who immediately 
authorized purchase. 

Now, here is an actual case where a 
concern really needed something—they 
didn’t know exactly what—called in a man 
whom they thought could help them, but 
because a second salesman did some think- 
ing, he and not the first salesman, secured 
quite a large order. 


Profit Opportunities in Visible 
Record Equipment 


Note.—In his introduction to the main 
part of his article, Mr. LeBeuf says: 
“Were you to come into our store, in- 
troduce yourself and ask for the low- 
down on the profit opportunities in v15- 
ible record equipment, I'd give you the 
biggest old smile, shake your hand a 
couple more times, and sell you the idea 
of staying over until evening so that we 
could go into the details and the true 
worth and amazing opportunities of this 
equipment. All this because business is 
back and we are seeing to it that there 
is no swivel-chairitis in this store. Until 
recently our girl had time to take my 
letters, but now I write them myself. Mr. 
Walker had time to be district governor 
of West Texas Lions, chairman of the 
welfare board, chairman of this, that and 
the other, but now he is just General 
Johnson’s chairman of our local NRA, 
and is finding that we need his appear- 
ance around here at the store every morn- 
ing at eight. Yes, sir, business is back. 
Our present methods of in they come, 
out they Zo, could be told in a very fen 
words. Now, on have 


your visit you 


Texas Man’s Attitude Toward 

Visible Equipment—By PAUL M. 

LeBEUF, Assistant Manager, 

Pampa Office Supply Company, 
Pampa, Texas 


seen that between answering the phone, 
selling a twenty-five cent greeting card 
instead of a ten-center, planning the new 
reception room for some doctor and de- 
livering a typewriter ribbon, I am really 
burning up a few of Mr. Walter B. Pit- 
kin’s famous calories and you wouldn’t 
blame me for asking you to stay over.” 


HAT can I tell you in regard to 

profit opportunities in visible record 
equipment? I can assure you that it can 
be profitably sold by any stationer with- 
out the aid of a specialty salesman pre- 
viously trained, and that the scope and 
sales potentialities of this equipment are 
thoroughly covered by the slogan of one 


of the manufacturers: “Where there is 
need for a record, there is need for vis- 
ible equipment.” We can go a bit 
farther. Sometimes we can create a need 
and it is quite obvious that it is essential 
that we create a desire. But somehow 
there are so many stationers that are con- 
tent to dish out the lines of least resist- 
ance and pat themselves on the back 
when they have sold a few pencils, paper 
clips and a loose leaf binder. Arthur 
Brisbane says, “People hate what they 
don’t understand,” and a good many sta- 
tioners throw up their hands when visible 
equipment is mentioned. When I say 
visible equipment, I refer to visible record 
keeping equipment of the cabinet type. 
There is nothing mysterious about this 
way of keeping records; it is a simplified 
method that anyone can understand. In 
the great majority of installations of “vis- 
ualizing” the records of a concern, the 
system employed remains unchanged or 
else it is made more simple. The proce- 
dure is merely to transfer the record in 
question from some antiquated, lost-mo- 
tion compiling system to a modern, in- 
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stant reference equipment. This does rot 
call for the stationer to be equipped with 
specialty salesmen who must devote their 
entire time to these transformations. It 
does call for the stationer to employ 
salesmen with a versatile type of mind; 
with a thought instilled to sell what is 
best for the customers; to effect econo- 
mies for that customer no matter what 
the initial cost may be; with a love for 
his work and enough common sense to 
grasp the new. Profits? Yes! Of course 
there are still to be found manufacturers 
of this equipment whose discounts are so 
small to the dealer that it is impossible 
for him profitably to handle the line, but 
most of the manufacturers believe in vol- 
ume business through stationers and with 
one of these lines the stationer uncovers 
a veritable field of repeat business. The 
house that is located in a city as small as 
10,000 population will find average in- 
stallations amounting to some $175; in 
cities of 100,000, the installations will 
perhaps average around $300 or more, 
while in the larger metropolitan centers 
the single sales mount to five figures. As 
true as evolution, these installations spell 
repeat business as easy as supplying a 
business with additional sheets for their 
loose leaf ledger. 

How do you make contact with pro- 
spective customers? Easy! Any business 
man will lend a willing ear to the sales- 
man who approaches him as a help. The 
optimistic cheerful salesman with a knowl- 
edge that he can be of real assistance to 
the customer, will have little difficulty in 
securing permission to make a survey of 
a certain record from which he can make 
a definite recommendation. However, 
should we have a likely prospect in mind 
and be unable to make a personal call, 
we have a very good medium in the pos- 
tal card or letter. A few years ago, while 
I was district manager for one of the 
manufacturers, we had a series of very 
effective postal cards. Each carried a lit- 
tle picture in the corner which tied in 
with the heading; such questions as: “By 
what ‘barometer’ do you guide your busi- 
ness?” and “Can you see every inch of 
it?” The cards made provision for the 
prospect to fill in the type of records he 
was most interested in improving. Of 
course, anyone interested enough to sign 
would certainly be a potential customer 
for visible equipment. The well-directed 
letter, personally addressed, appealing to 
the prospect to avail himself of the added 
earnings that visible equipment has cre- 
ated for thousands of institutions, is an- 
other very good start to obtain that priv- 
ilege of making a survey. What I mean 
by “survey” is the examination and ob- 
servation as to how and where the rec- 
ords are kept, and to determine which of 
the records should be visualized first. 
This is comparatively easy for any sales- 
man. Here the “line of least resistance” 


may be used; we note hundreds of cards 
vertically filed in boxes. We see the 
operator thumbing through them, taking 
minutes to find some record card on 
which an entry is to be made. We know 
that with our modern visible card system 
all that would be necessary would be to 
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pull out the tray and flip back the card: 
minutes saved; minutes over weeks mean 
hours and hours over months spell dol- 
lars in big figures that will be saved that 
concern with our help. We make these 
notations and proceed to draw up in 
written form what we may call a “sur- 
vey.” This “survey” may be neatly type- 
written and bound with a manuscript 
cover. Its contents contain a summary 
of the present system employed in keep- 
ing the record in question. Directly be- 
low this we may summarize the working 
of our proposed installation of visible 
equipment; next the results to be ex- 
pected from the change-over; last the 
cost of the equipment. It is very im- 
portant at this point that we show rather 
than the total amount, the annual cost of 
this installation. This is done by divid- 
ing the total amount by the number of 
years of service the equipment will last 
and adding, say six per cent, for interest 
on the money tied up. To this we add 
the cost of labor to keep the record— 
two clerks can now do the work that five 
were required on the former equipment. 
Now we summarize the expense that was 
necessary on the old system. The cards 
cost so much, and because of their han- 
dling in the antiquated methods, had to 
be replaced so often. This necessitates 
re-copying, etc. Clerical help was so 
much more. These constitute tangible 
costs that may be put down against the 
annual cost of the modern equipment. 
It is needless to say that these figures 
will be of real interest to the prospect. 
He feels that you understand your Busi 
ness and that you know his needs. The 
salesman has created interest, desire and 
confidence. What else is there for him 
to do but very naturally close the deal? 
And the stationer has another real friend, 
a source of repeat business not only for 
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visible supplies, but for hundreds of other 
miscellaneous items. He has furnished 
the customer a service and something 
that without doubt his competitor can- 
not furnish, because he, the competitor, 
is one of those stationers we mentioned 
who is satisfied to sell his pencils and 
paper clips, while the world marches on. 

How does the visible record equipment 
affect the sale of loose leaf account 
books, if at all? This largely depends 
on the salesman who is pushing visible 
units. A stationer has decided to take 
on visible equipment. The manufacturer 
sends his field man who demonstrates its 
scope, mechanical features and the pos- 
sibilities for profit. The stationer’s sales- 
man likes it. He is a wide-awake fellow 
and grasps the new idea. He knows of 
so many places among his wide acquaint- 
ance that are in need of this modern 
equipment, and perhaps he thinks of poor 
systems of inventories that Brown & 
Company employ. He knows these 
places because he has furnished them with 
cards and an occasional card filing box. 
The thought comes to him that if he 
could change them over to this new 
method of record keeping he would save 
them quite an annual sum, to say noth- 
ing of all the added convenience Brown 
& Company would enjoy throughout the 
organization, and too, the unit sale will 
run into three figures. He'll be able to 
use that added commission! So Mr. 
Salesman works on this deal during every 
extra minute that he has. He plans it 
out at home and finally executes the 
deal. From then on, he shows a prefer- 
ence for converting inventories to visible 
equipment. There may be occasions 
when he gives more or less concentration 
to visualizing of other types of records, 
but likely as not you will find this sales- 
man keeping his eye open for inventories. 
The point I am trying to bring to light 
is that in a case of this kind the loose 
leaf industry suffers none from this sales- 
man’s activity. This condition is not 
wholly true of the manufacturer’s repre- 
sentative that is selling direct. He comes 
in contact with every type and kind of 
record. It is his sole duty and he con- 
centrates as hard on one installation as 
on another. His joy is to equip every 
record with modern record keeping equip- 
ment. However, the changing of the 
usual loose leaf records such as gen- 
eral ledger and journal to visible card 
records is by far in the minority in com- 
parison with sales, collections, inventory, 
costs and credits. In the great majority, 
these departmental records have been 
kept, prior to their being put onto vis- 
ible card records, on vertically filed cards 
and so, literally speaking, these newer 
systems do not affect loose leaf account 
books. 

In closing, I would like to say that 
although I have pointed out the possi- 
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bilities to some extent that the stationer 
without a specialty salesman may attain, 
it will be well to call the readers’ atten- 
tion again to the article appearing in the 


January issue of Office Appliances, “Spe- 
cialty Selling Without Specialty Sales- 
man,” by G. B. Bingham of Cleveland. 
Mr. Bingham has the right idea, and as 
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we all learn from his article, he is really 
selling specialties without having any of 
his men devote their entire time to any 
one thing. 


Texas Stationer Takes His Own Medicine 


Norte.—There is a point of special in- 
terest in Mr. Russell’s article, for, while 
he confesses his own hearty approval of 
visible systems, even to using them exten- 
sively in his own business, he has been 
unable as yet to bring about a like state 
of mind among his fellow citizens. How- 
ever, since he knows the value of the sys- 
tem by the actual use of it, we are certain 
that Mr. Russell’s well known energy and 
enter prise will eventually break down the 
barriers, and Amarillo will follow the ex- 
am ple of many other places by becoming 


visible indexed 


“IF I could get my customers to de- 

pending on visible records as we de- 
pend on them in our place here,” said 
Mr. Russell, “we would have a big piece 
of 1934's sales record accounted for, and 
it would be a good year. 

“If our customers knew visible record 
conveniences and utilities as we do, they 
would buy them now just as if a good 
equipment year were here again. 

“But they don’t know them that way 
and they don’t buy them that way. Or 
anyhow, we don’t sell them that way. 
So, you see, we are not very good sales- 
men of visible records. 

“We use book visible indexes of the 
ring book and prong binder type for 
stock records. We began using them as 
a sort of experiment six years ago. We 


HORACE M. RUSSELL of Amar- 
illo, Tex., Says That in Spite of 
Demonstrated Successful Use of 
Visible Systems, Customers in 
Amarillo Are Still Largely Un- 


convinced 
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employed the standard stationers’ form 
which the Ivan Allen-Marshal! Company 
of Atlanta started. For some of the 
lines we use several others forms which 
suit the particular purpose better and for 
our equipment inventory, we use a form 


of our own which is far better than any 


other inventory system I know anything 
about. If it were not so good as that, 
I would be more modest about it. 

“When we started this visible stock 
record, it looked like a lot of trouble. 
It would cost a good deal for binders 
and sheets, we thought, and I guess it 
did. We have at least twenty binders 
in use. It began to appear to the rest 
of the organization like some high-pow- 
ered accounting idea that would be all 
right if we could hire enough extra ex- 
perts to use it and if we could find cus- 
tomers who would pay U. S. money for 
systems like it. But we were entirely 
mistaken with regard to the first fear and 
too nearly right on the second. The sys- 
tem became as handy as an old shoe to 
all of us all over the place almost at 
once. We would not try to do business 
without it. 

“It does look bulky and cumbersome 
and as if it were a lot of red tape. I am 
sure that it looks that way to prospective 
customers. They look it over and then 
they are afraid to get their feet wet, so 
to speak. You see, what we need is some 
salesmanship. The customers are here 
and the visibles are here and 1934 is a 
good time for them to get together. They 
don’t all need stock records and they 
don’t all need inventory systems, but 
mighty near all of them can use some 
more visible records for some purpose 
and all of this good business is still wait- 
ing for us in 1934.” 


The advertisements of the following manufacturers of visible systems equipment and 


supplies appear in this issue on the pages indicated. 


Though all the companies 


include visible records in their lines, some do not refer to “visible” in their adver- 


tisements this month. 


Acme Card System Company........... 115 Shaw-Walker Company, The........... 83 
Aigner, G. J., Company ee ececccecsens 129 Sheppard, The C. E., Company......... 96 
Art Metal Construction Company........ 8 Victor Safe & Equipment Company, Inc., 
Boorum & Pease Company............. 112 Th ‘ 60 
CG, Bes See GON ccc ccccccsionsion 65 re Ft dada) sagittal chad »o 
Globe-Wernicke Company, The......... 95 Wilson-Jones Company ............... 91 
Graff, George B., Company............. 59 Yawman and Erbe Manufacturing Com- 
National Blank Book Company.......... 79 POY cicccccrwcceccecccoseseeccees 107 


Here Endeth the Special Section Devoted to Visible 
Records, a Part of Office Appliances 
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A GERMAN VILLAGE OF THE BLACK 


FOREST REGION Buildings arti 
ficially cooled ; large artificial ice-skat- 
ing rink; roofs of buildings covered 


with a heavy ‘‘fall’’ of synthetic snow 
and glass icicles, flood-lighted at night 


Office Equipment Firms to Participate Again in A 
Century of Progress Exposition 


Users of Space in 1933 Sign Contracts for 1934—Written 
for Office Appliances by George A. Barclay, Member 
of Staff of A Century of Progress 


Leading manufacturers of office equipment, business ma- 
chines and devices that increase the efficiency and speed of 
the nation’s commercial transactions who were represented 
in A Century of Progress Exposition in 1933 have signed 
contracts for participation in the 1934 exposition and are 
developing their exhibit plans. 

\lready among the list of those who will present exhibits 
in the Office Equipment Pavilion of the General Exhibits 
Addressograph-Multigraph Com- 
B. Dick Company; 


Group this summer are 
pany; Dictaphone Sales Corporation; A 
Diebold Safe & Lock International 
Machines Corporation; National Cash Register Company; 


Company; Susiness 
the Paper Foundation, comprising a group of paper manu- 
facturers; the Sanford Company and the Wahl Company 

The fact that these exhibitors recognize that they derived 
a high degree of benefit from the 1933 Exposition is indi- 
cated by their decision to be represented by exhibits in the 
1934 World’s Fair. 

Exhibitors in other fields of industry who participated in 
last year’s exposition have taken similar action. Among 
all the exhibitors represented in 1933 at least fifty per cent 
have already signed contracts for this year. Many more 
have expressed their intention to execute such contracts. 
At the same time demands for space from concessionaires 
have been greater than it is possible for the exposition to 
supply 

Exhibitors have the benefit of a valuable background of 
1933 in A 


They have learned much 


experience gained from. their participation 
Century of Progress Exposition. 
about what visitors want to see. They will stress features 
that proved popular and attractive and are developing some 
novel and interesting additions for 1934 

The 1934 exposition promises to be even more attractive 
and interesting than its 1933 predecessor. Throughout the 
grounds many new features will lend additional charm 

Scenic spots, houses, buildings and historic, religious and 
literary shrines that are exact counterparts of those seen 
by American tourists abroad will be reproduced. 

Villages with delightful cafes, typical medieval dwellings, 
old churches and shops peopled by craftsmen and towns- 
folk in their native costumes will rise on the fair grounds. 


Music a 


\mong the most spectacular of these new attractions will 


dancing and gaiety will add to the enjoyment. 
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The village will occupy more than an 
acre of ground just across the Midway 
from Fort Dearborn. Architect: Paul 
M. Fuller, Architectural Studio of 
Marshall Field & Company 


be an old Swiss Village, an old Spanish Village, an old 
English Village, a German Village of the Black Forest, a 
Tunisian Village from Northern Africa and perhaps an 
American Colonial Village. 

The exterior embellishment of the exposition grounds 
will show all the aspects of novelty and interest. There 
will be amazing new utilizations of illumination, fresh uses 
of color and innovations in many other directions. 

It should be emphasized, however, that the essential 
spirit of A Century of Progress will be preserved in the 
1934 Exposition. The theme and purpose will be the same. 
Exhibits will tell the story of industry’s indebtedness to 
science and portray the processes and methods by which 
industries provide mankind with comforts and conven- 
iences that were undreamed of a hundred years ago. 

— ee 
Stationers Advised to Revise Staple Prices Upward 

The Staple Association of America, a new organization 
composed of practically all the manufacturers and national 
distributors of staples and stapling machines, recently put 
on a campaign urging stationers to re-price their staples 
and stapling machines on the basis of replacement costs 
rather than actual invoice costs. The association through 
its managers, the Industrial Advisory Corporation of New 
York, points out that dealers can thus assure themselves 
of a substantial and unexpected profit on their present 
stocks, and help to ensure further profits by aiding in the 
stabilization of the industry. 

The Staple Association of America has a strong corps 
of officers and directors. J. D. A. Whelan of the Boston 
Wire Stitcher Company is president; S. M. Babson, Bates 
Manufacturing Company, vice-president, and Frank R. Cur- 
tis, Neva-Clog Products, Inc., is secretary and treasurer. 
F. C. Kuch, Jr., of the E. H. Hotchkiss Company; R. A. 
Maisch, Dennison Manufacturing Company; Lou Obstfeld, 
Markwell Manufacturing Company; Jack Linsky, Parrot 
Speed Fastener Corporation, and J. B. Bates, Automatic 
Stapler Company, make up the Board of Directors. 

The association has filed its code of fair competition 
with the NRA, and preliminary hearings have been held. 
I Ro 
Typewriter Wages Increased 
A Syracuse dispatch to The New York Times reports 
that wage increases from eight to 12% per cent will become 
effective soon for male employes of the Remington Type- 
The announcement was made by Joseph 
Mr. Straub declined to say 
He said the increases were 


writer Company. 
E. Straub, general manager. 
how many would be affected. 
planned to meet similar action in plans of other typewriter 


companies. 














Y and E Introduces New Utility Cabinet 


The Yawman and Erbe Manufacturing Company of 


Rocheste N.Y as recently placed on the market a line 
f Non-Spill utility cabinets, whose most important feature 
is the patented swinging drawer, which opens at a touch 
and accidental drawer withdrawal is impossible. The 
patent number is 1,785,666. This type of unit has proved 
to be a great time saver. It is valuable for the housing of 
small parts and is manufactured in sizes for the storage of 
the smallest screws, bolts, nuts, washers and small tools up 
to tools and dies five inches in lengtl Larger cabinets can 
be built to order 

Che Non-Spill utility cabinet line is of the unit type and 
any combination of units can be placed in a battery on one 
base with a continuous top. A combination of drawer sizes 
in one unit is also available Chere are two stock drawer 
sizes of e inch width, two and one-half inch height 
and three inch depth, and five inch width, one inch height 


Che drawers can be divided into two 


and three incl lepth 


1 three compartments by partitions These cabinets ar¢ 


particularly useful in factories, machine shops and tool 


rooms and for dentists and doctors, as well as for printers 


and jewelers supply cases They are built of high-grade 





THE NON-SPILL UTILITY CABINET BEING 
OFFERED BY YAWMAN AND ERBE 


finished in handsome 


steel of great strength and are olive 


green baked enamel. Each drawer is fitted with a bright 


metal cardholder 


Ebonized Pearl 


> 
Sheaffer’s New Pen Color 


in creating a striking 


Che W. A. Sheaffer Pen Company, 
new color scheme for its 1934 pens, is said to have done 
something new in fountain pen history. A way has been 


found to inlay genuine pearl in lustrous ebony-black radite 


effect that has been named, “Ebonized 


demand for this unusual new pen 


resulting in an 
Pearl.” The 
exceeds the supply 
rful pearl in this new pen will never grow dim 


immediate 


at present available 


nor lose its freshness, we are told, because it is covered 


by a thin sheet of pyroxylin. Nothing can mar the pearl, it 
pearl and the radite are 


Sheafter 


is declared, for the pyroxylin, the 


completely fused by a special process which 


controls 
In accordance with Sheaffer's standard policy, the new 
color 


advertised in national magazines for sev 


will not be 
s, but emphasis in national magazines will be on 


This gives Sheaffer dealers oppor 


eral mont! 


the Feathertouch point 


tunity to get the new color into stock and adjust stocks of 


er colors before magazine publicity appears. 


} 
or 





New Parrot “Babe” Fastener 


\ promising infant in the family of Parrot Fastener 


products is the “Babe,” which its sponsors aver is dis 





THE LATEST “BABE"’ SPEED FASTENER 


tinguished by compactness, efficiency, ease and smoothness 


of operation, and other features. They state that the new 
machine is proof against clogging, rust and trouble gener- 
ally. It takes 100 “Babe” staples at one loading. It has a 


copper base which is overlaid with highly polished nickel, 


covering every exterior metal part, and presenting a hand- 
some appearance. 
The company suggests that dealers order samples. Com 


munications should be addressed to the Parrot Speed Fas 


tener Corporation, 363 Broadway, New York, N. Y. 
—__~>- 
Cincinnati Concern Announces New Autographic 
Register 


The Miami Systems Corporation, 2735 Colerain avenue, 


1934 Miami auto- 


designed cabine t, 


Cincinnati, Ohio, has announced a new 


graphic register—a handsome, smartly 


sturdily built for long uss It is chromium trimmed and 


is of a rich blue color, with attractive mottled surface. 


The new register incorporates the principle of crank 


operation, which has been widely accepted for more than 





REGISTER 


THE 1934 MIAMI AUTOGRAPHIC 


The 
“fool proof.” 


fifteen years mechanism is guaranteed by the manu- 


facturer to be 


The makers declare this new register to be a quality- 


built machine throughout. It is made in all sizes and styles 


for writing sales and delivery tickets, receiving slips, stock 
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forms, purchase orders, package slips and many other 
records 

The Miami Systems Corporation manufactures continu- 
ous forms for autographic registers, billing machines and 


typewriters. Literature, including a large color reproduc- 


tion of the new register, is available to all who will write 


for it. 


cenamaiildiaamaaes 

Art Steel Brings Out Line of Suspension Files 

\ line of cabinets declared to be exceptionally well built 
is offered to the trade by the Art Steel Company of New 
York City. These files are known as the 2600 series. They 
are equipped with progressive suspension rollers especially 
designed to permit the drawers to move easily under full 
load, evenly timed, and giving full support in all positions. 
[he drawers are equipped with positive operating spring 
follower block. 


is equipped with a safety 


All drawers are interchangeable and each 
latch 
The drawer stays shut when closed and will not slide out 
cabinet is tilted. 


paracentric automatic lock is standard equipment. 


which prevents rebound 
even though the 

Yale 
It is simple pushing the 


k cks 


If a drawer is left open, it does not require 


and effective in operation, since 


protruding cylinders into the case automatically 


closed drawers 
the release of the locking device before it can be closed. 
\ll that is necessary is to roll it back completely into the 
cabinet. A slight turn of the key in the cylinder unlocks 
all drawers. 

The 2600 series is made up of standard counter and desk 
height vertical units in letter, legal, card and combination 
size and voucher size units in standard 


stvles, also invoice 


POSITIVE LOCK 
COMPRESSOR 


NO REBOUND 






4 CASE HARDENED 
ROLLERS 


ON EACH PROGRESSIVE 
SUSPENSION 
PERFECTLY TIMED 


EXTRA STRONG 
KICK PLATE 





ART STEEL 2600 SERIES FILE WITH ROLLER 
SUSPENSION 
drawer letter size units. These files may be 


height, and five 


} 


had in mahogany or grained 


Yak 


This series supplants the old 2800 series which has been 


olive green, grained walnut 


simulated finishes, with or without paracentric locks. 


discontinued 
en 
New Kind of Pencil 
The firm L. & C. Ceske 
placed a new lead pencil on the market, without the wood 


Hardtmuth, Budejovice, has 
These pencils are made entirely of graphite and 
The 
They 
obtain 


encasing 


are marketed under the trade name of “Progresso.” 


leads are protected by being dipped in lacquer. 


who can 
The 


Che factory price per gross is from 


have proved especially useful to artists, 


them in several colors and hardnesses retail price 


averages 2.50 crowns. 


110 to 240 crowns, with a 25 per cent discount to whole- 
salers.—Extract from “Specialty Notes from Czechoslo- 
vakia,” Prepared by the American Consulate General, 


Prague, December 19, 1933 
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Slim Jim—A New Memo Book 


Another new product of the National Blank Book Com- 
pany, Holyoke, Mass., is a new loose leaf thin back memo 
appropriately dubbed, “Slim Jim.” It is declared to be al- 
most as thin as a wafer and almost feathery in its light- 
ness, weighing only one ounce. It has three rings which 


open or close quickly for easy insertion or removal of 











“SLIM JIM’ MEMO BOOK 


sheets. “Slim Jim” should fill the demand for a memo 
that will not bulge the pocket. It retails for twenty-five 
and fifty cents and is attractively dressed in colorful leather 
and imitation leather covers with metal back. Each book 
contains twenty-five leaves of faint ruled Yorkshire bond 
paper. These books are sold in the colorful self-displaying 
assortment No. 6090-A above illustrated. 


— = - 


Aigner Desk Pad and Work Distributors 
Combination 


Unusually attractive styles in desk pads, work distrib- 
utors and linoleum desk pads are being incorporated into a 
line now manufactured by the G. J. Aigner Manufacturing 
Company of Chicago. These new goods are henceforth to 
be a part of the regular “Aico” line. 

The new product is declared to show the handicraft of 
the artist. Cleverly designed gold embossing adds a touch 
of refinement. 
cellence of workmanship is clearly evidenced by a glance 
at the accompanying illustration. All the popular sizes in 


The best materials are used, and the ex- 





AICO” COMBINATION DESK PAD AND WORK DISTRIBUTOR 


plain, tooled and gold embossed styles are being produced. 

The folding desk pad is declared to be a good value in 
either imitation or genuine leather. 

The combination of utility, practicability and beauty are 
all united in this product. 

The linoleum desk pads and tops are characterized by 
fine air brush finishes and genuine leather panels, gold 
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Here, too, only the best materials are used 


tooled or plain 
in manufacture 

The lines of desk pads are 
and panel styles with either flexible or stiff bases. Corners 
leather, 


regular supplied in corner 


and panels may be had in imitation or genuine 


plain or gold tooled. Gold embossing can be furnished at 


slight additional cost 
~> 
The Artindex Hinge Clips 
\rtindex hinge clips are metal tabs of patented design 
They offer, it is declared, unusual facility and freedom of 
handling The tongue of the clip engages in a slot in the 


held Che illustration 


perhaps better than words can d¢ 


is thus securely 


} ? 


card or sne¢ . whiecl 


pictures the principl 


S¢ rile if 

These 
as well as the new Postindex flat spacing wire. 
of this card holder, both sides of the card can be 
removing it holdes 
each inserted and removed independently 


Postindex 
By the use 


clips may be used on standard wires 


posted 


without from the Two cards may he 


wire, 


an OO 88 
aw can 


used on one 


Cc 



































HINGE CLIP MOUNTED ON CARD 


ARTINDEX 


r¢ moval con 


if the other It is stated that insertion and 
stitute a one-handed operation 

Anv vertical file, it is said, can be converted so as to give 
many f the advantages of visible fling The hinge clip 
holder, it is declared, makes this change. Artindex hing« 
clips slip off easily without mutilation of cards or hinges, 


where wanted. These new clips are mad 


ompany of Jamestown, N. Y., and are 


vet stay in place 
by the Postindex ¢ 


used on all Postindex visible records and on other appro 


rd-keeping equipment 
> 


Guide System Brings Out Rolled Labels 


System & Supply Company, 335 Canal street, 


priate ree 


| he Crude 





New York, N. Y., have brought out a line of rolled gummed 
| 
GUSSCO” PACKAGE OF ROLLED LABELS 
labels made in tw stvles The actual labels themselves 


are the same as others, but the packaging is new and at 
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tractive These labels are made in colors, white, buff, blue, 


salmon, green, cherry and canary, either plain or printed. 
The attractive carton, giving di- 


rection for us¢ 
three-quarter inches in breadth and thickness. It is printed 


packed in an 
The carton is four inches long by one and 


labels are 


in colors 
oe -~— 


Slide Rule for Students 


The house of Indeco, 239 John street, Bridgeport, Conn., 
has recently gotten out a bulletin announcing a celluloid 
pocket slide rule This rule consists of a celluloid scale, 





INDECO SLIDE RULE FOR STUDENTS 


mounted in a chromium plated metal back-cursor of crystal 


clear viscoloid. The rule is furnished with genuine leather 


case and instructions for use The new rule is.said to be 


thin as a pocket comb and sells at a very moderate price 


jail tiatia 

The Todd Company Brings Out Model 33 
\mong the greatest advances in a decade of checkwriter 
key oper- 


Protectograph announced in January by The Todd 


N Y Was developed 


over ten years’ 


design and manufacture is the new thirty-three 
ated 


Company, Rochester, This machine 


as the result of continuous research and 
test, and the expenditure of large sums in experimentation 
first moderate priced key operated check- 
The keyboard is standard, 


There are 1,024 parts in this model. 


It is called the 


and com- 


writer ever offered. 


prises eighty-one keys 





This new Protectograph is different in appearance from 
anything the checkwriter industry has ever shown. Credit 
MODEL 33 PROTECTOGRAIH 
for the external styling is due to Henry Dreytuss, indus- 


trial product designer of New York, who was engaged to 
stvle the proposed case 

Model 33 is finished in a rich satin black, 
black relieved by a maroon background. 
silver trim effect of the 


Through newly designed and enlarged numerals a 


with the keys 


in jet and gray, 
German heightens the modern 


design 


lines is secured 


yer ribbon inking 


for amount 
Todd two-c« 
the paper and pro- 


greater degree of protection 
Chis fact is coupled with the 
thoroughly permeates 


inked impressions as it comes in contact 


principle which 
vides uniformly 


assures unbroken characters that are always 


with the type 
shredded perfectly into the check to assure maximum 
Safety The type 1s forged brass, and the brass platen 1s 


machine. 
An insurance Model 33 


against losses up to $12,500 resulting from check alteration 


guaranteed against chipping for the life of the 


policy protects the owner of the 


and forgery Ik 


sSses 


FEBRUARY, 


Wabash Brings Out a New Folder Stock 


The Wabash Cabinet Company is bringing out “Waba- 
cel,” which is designed to replace rope stock and is said 
to be the strongest and most durable folder stock made. 
It is designed to meet the long wearing requirements of 


record files in home offices of life insurance companies, 


trust departments and trust companies; crediting and au 


diting departments, courts, trustees, attorneys, architects, 


contractors, trathc departments, etc. 


The Wabash Cabinet Company have gotten out a folder 
on W abacel, different 


which comes in weights. 
> 
Automatic Drinking Cup Dispenser 


\n ingenious mechanism has recently been brought out by 


two 


the Boston Drinking Cup Company 315 Centre street, Ja- 
Boston, Mass. The 
dispenser for drinking cups and is declared to be 


\ pull of the 


tom of the dispenser delivers one cup at a time. 


maica Plain, device is an automatic 


simple 
and sure in its operation lever at the bot 


The mech 





AUTOMATIC DISPENSER FOR 


‘VIKING” DRINKING CUPS 


When 


dispenser without 


anism is declared to be foolproof empty, a new 


inserted in the 
With eve ry two hundred hity 


carton of cups may be 
being touched by the hands. 


cups used, a new refill carton ts inserted 


The machine is known as the Viking It is finished in 
bronze and presents a compact and economical unit for 
office or institutional uses 


It is stated that the human organism must have at least 
three a day and the company feels that in 
merchandising this drinking cup dispenser, it is bringing th 


world to the 


quarts of water 


attention of the business importance of a 
water. 
~~ 


A New Type of Vertical Visible File 


greater consumption of 


From Bordeaux, France, comes word concerning tli 
Fiviro, the trade name for the Fichier visible Rodeau ort 
Rodeau visible file This file is the invention of L. Rodeau, 


lreveran, Bordeaux, France. 
has added to the 


26, rue Jean-Troix 


Che inventor declares that he original 


vertical file all the advantages of visible horizontal sys- 
tems. It is declared to be simple and less cumbersom« 
and expensive than a vertical file, is said to possess the 
clarity of visible files and to combine the advantages of 
both systems The new file is said to hold the maxi 
mum number of visible cards in minimum space. Phe 
device functions silently and it is priced at a moderats 


gure Fiviro is constructed with a case of slender di 
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veneer with buffers. The 


adjusted to capacity 


mensions of heavy mahogany 
sloped panels can be 


Between the panels are 


automatically 
by means of grooves in the base. 
fitted the guide cards with mounted guides presenting each 
thirty \ small locking chain 


assures security of documents 


of twenty or visible cards 


Visibility 


upper part of each card or brief; the possibility of 


Fiviro possesses the following characteristics 
of the 





FIVERO VISIBLE FILE 


inserting rapidly a new card without removing any of the 
others and maintaining for each card at the same time the 
same margin of visibility. Cards of different heights may 


be used when desired. Any card may be removed con- 
veniently the same as with the card tray of the ordinary 
vertical file. There is an automatic check on the removal 
of cards and the margins of visibility are orderly arranged. 
The device can be used for cards made of paper of any 
quality or strength. This device is useful for commercial 
and industrial concerns, banks, administrations and every- 
where where vertical filing is in use. 
The American patent rights for the Fivero file are for sale 
~— 


A New Ready Item for the Coming Year 
Ihre Ever Ready Calendar Manufacturing Company, 160 
City, N. J., desk 


Maple street, Jersey manufacturers. of 





EVER READY SECRETARY 


calendars, memos and bridge tabs, marketed the Ever 


Ready Secretary here shown through a limited number of 


stationers last year. By then it was proved to be a ready 
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seller and today constitutes one of their outstanding num ing cases, with sizes, pockets and practical ideas incorpo- 
bers for 1935 The base is made of a wood composition rated in them. Among them is the Two-Way zipper three- 
resembling walnut and looks as if it were hand carved. pocket portfolio with drop handles illustrated above 
The hinged lid, when opened, reveals a convenient tray Che company’s salesmen are now on the road showing 
with receptacle for pins, clips, pencils and rubber bands. the trade the new developments in the Stein-Way lines. 
This device is made in one size only and takes a four by 
six refill It is suggested that a refill of either gold ot . ae 
mottled edges would prove attractive Sheaffer’s Skrip in New Dress 
_— “Skrip.” which the W. A. Sheaffer Pen Company has 
New Line of Standard Globes named “the successor to ink,” now looks out upon the 
After several months of preparation Replogle Globes, world from dealers shelve s and windows in a new garb. 
[nc., of Chicago, announce a new 1934 twelve-inch standard The company declares that from the gallon size down to 
the two ounce size the new container designs enhance the 
sales appeal of this product 
New shapes, new pouring devices, new labels, all increase 
the sightliness of Skrip packages 
The gallon size bottle has a non-drip pour-out lip. The 
quart and pint size bottles are newly designed, and each 
has the Sheaffer special pour-out which makes pouring 
from the bottle easy and free from trouble. The new Skrip 
bottles, it is declared, are handsome enough for use on any 
desk Che individual cartons also add to sales appeal. 
Che four-ounce bottle is newly styled and with the eight- 
ounce size, it has Sheaffer's filler-well which makes it pos- 
sible to fill a fountain pen from the bottle without soiling 
the fingers and to get the last drop out of the bottles. 
All shipments from the factory to every part of the world 
are now in the new bottles 
—_ 
Addressograph Perfects New Tab and Frame 
\ new tab and frame have just been placed on the mar- 
ket by Addressograph Company under the trade names of 
Loktab and Loktab Frame 
The new Loktab and the tab sockets in the new Loktab 
THE STANDARD TWELVE-INCH REPLOGLE GLOBE 
globe, with a fully graduated, noiseless, die-cast meridian. 
fork and star 
The new globe is said to be distinguished for its a 


curacy, legibility, and wealth of detail 


Chis glob« retails at ve dollars 


Heretofore the Stein Bros. Manufacturing Company, 


Inc., of Chicago have originated and developed many new 





NEW TAB AND FRAME FOR ADDRESSOGRAPH 
STENCILS 


frame are so designed that the tab locks positively in the 
frame. 

Easy, quick insertion—and equally easy and quick re- 
moval with one light pressure of thumb—are the outstand- 
ing features of these new products 

Another important feature is the design of the tab sock- 
ets, making it impossible to insert tabs too far or not far 
enough, thus insuring perfect selector action in the 
machine 

[The top ends of Loktabs, which may be secured lac- 
quered in various colors for visual selection or classifica- 
tion, have a rough knurled surface, providing a grip for 


the fingers or tab pliers, as well as a firm foundation for 





STEIN BROTHERS TWO-WAY ZIPPER 


THREE-POCKET PORTFOLIO the lacquer which cannot be chipped or scraped off. 
Index card retaining clips on the Loktab Frame have 
and practical ideas in zipper envelopes, ring binders and been improved, permitting quicker and easier insertion of 
portfolios n their new 1934 line, they have discontinued index cards. Improved plate retainers on frame not only 
the manufacture of the ld tashioned brief cases Pheir strengthen entire frame but hold plate firmly in frame, 


omplet ims nsists of n y new rr m t< ' 
< piete t al l angeement im carry assuring more accurate pri ting registration 
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Useful Memorandum Pad 


The Russo Manufacturing Company, East Boston, Mass., 


is putting on the market through dealers the Russo Speed 


memo, pad, which has several outstanding features of 
utility It gives the user a firm writing space three and 
one-half inches wide. Side guides are provided to keep 
the paper straight \ steel cover protects the paper roll 





THE RUSSO SPEED MEMO PAD WITH A YEARLY CALENDAR 
IN THE COVER FOR THE ROLL OF MEMO PAPER 
Provision is made on the front of the cover 
A tray 
memorandum until it is taken care 


from dust. 
for a yearly calendar or the name of the 
rid the 


user, etc 
is provided to he 
of, and paper roll and tray covers are hinged to prevent 
loss of memo. 

The stand will accommodate a duplicate roll, if desired, 
Both are of standard size 


thre« 


or a single roll 


The calendar—two by inches—is removable. It 


may consist of six cards, tumble-head style, which retail 


usually for about twenty-five cents. 


The device is made of steel and has rubber feet. 


~~ 


Wahl Offers “4 Square” Pencil 

The Wahl Company, 1800 Ros- 
coe street, Chicago, Ill, is intro 
“4 Square’ 


prope l-re pel tv pe 


ducing the pencil, a 


pencil carrying 


a four inch lead This item is 
made of gleaming jet black “Py 
ralin” with brilliant trim, a hand 


some addition to the “Eversharp” 
lead, 


over the pa 


line. The four inch agree 


ably soft as it glides 


per, permits the user an excep- 


tionally long service before it is 


necessary to refill spare leads are 


concealed under the patented re 


versible eraser cap, keeping the 


rubber out of sight when not in 
use, and preventing soiling of the 
rounded 


eraser Che barrel 1S 


square shape, affording a comfort 
able grip and easy writing. 
An introductory offer is made 


by The 


ting commercial stationers to give 


Wahl Company, permit 
their customers an unusual value, 
and at the same time affording the 
refill 


torty-seven 


retailer an immediate lead 
outlet 


cents, the “4 Square ne 


Priced at 
combination 


offer includes a pencil, complete, 





to which is added a handy con- 


tainer holding four extra erasers WAHL ‘4 SQUARE” PENCIL 
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and four sample sticks of four-inch colored square lead— 
red, blue, green and indelible. 

Since but one piece of black square lead is included in 
the deal, the stationer has an opportunity to sell a fifteen 
cent package of four-inch black square lead on top of the 
forty-seven cent combination. In addition, the new pencil 
develops a future refill market for four-inch “Eversharp” 
square leads. 

The “4 Square” 
brilliant display card for easier selling. 


lead and pencil deal is mounted on a 
In addition coun- 
ter displays and window posters are being distributed to 
stationers with merchandise orders. 

This deal is being announced to pencil users in The Sat- 
urday Evening Post and Colliers’, with three insertions in 
each publication in March and April. 


— oe —— 


“Norway Today”—A Remarkable Book 

We are indebted to Mr. S. 
Norway, for a beautiful volume, entitled “Norway Today.” 
The book 


flexible covers, and every page bears evidence of the beauty 


Garmann Clausen of Oslo, 
contains 159 numbered pages exclusive of its 


and grandeur that are Norway, and of the high position 
that country holds among the world’s nations. 

“Norway Today” is almost equivalent to a year’s vaca- 
tion in that beautiful land of historic associations, of falls 
fertile snow-topped 
mountains nurtured the that Viking 
leader, Leif Ericksen, who sailing from Greenland landed 
upon the North America almost half 
a thousand years before Columbus set foot upon one of the 


and_ fjords, plains and valleys and 


which forbears of 
shore of what is now 


islands of the new world. Today Norway’s sons and daugh- 
ters employ their abounding vitality in winning honors in 
literature, science, art and industry. 
The book is authoritative. It 
reason of the subject matter of the several chapters, the 


holds the attention by 


clarity of its style, and the beautiful photographic illustra- 
tions which adorn every page. Each division of the book 
was written by an acknowledged authority, and among its 
chapters are reports on the country, the people, monu- 
literature, 
architecture, 


ments of antiquity, education, the sciences, 


music, painting and sculpture, museums, 
peasant art, the theatre, broadcasting, sports, agriculture 
and forestry, yachting, money and banks, waterpower, 
mining and fisheries and many other subjects. 

The front cover is in gold and red, with white letter- 
ing. The lower portion presents a beautiful photographic 
reproduction of a narrow river or fjord, perhaps, winding 
among precipitous mountains. The inner cover and fly leaf 
bear, in red, a Mercator’s projection map of the world, 
while on the inside back cover and adjoining leaf there is 
a large map of Norway. 

The book, Karl 


Fischer, and was published by Sverre Mortensen Forlag 
A/S, Oslo, Norway (1933). 


which is in English, was edited by 


<> 


Another Use for Mechanical Pencils 

We have all heard the saying that the pen is mightier 
than the sword, but never until now that the pencil is 
mightier than the bullet. 

A special dispatch to the Chicago Sunday Tribune from 
Terre Haute, Ind., tells how a mechanical pencil in his vest 
pocket saved the life of Frank A. Brown, assistant man- 
ager of the Sears-Roebuck store in Terre Haute, when 
several shots were fired at him by one of two bandits in 
a hold-up. One of the bullets struck the pencil over his 
heart, shattering the pencil but flattening the slug. Mr. 


3rown’s only injury was a slight scratch. 








PLANT NO 1 OF rHE 
WABASH CABINET COM 


PANY, CONTAINING 190 
000 §=SQUARE FEET OF 
FLOOR SPACE DEVOTED 





TO THE MANUFACTURE 
OF THE COMPANY'S EX 
TENSIVE LINE OF WOOD 
CABINETS AND OCCA 
SIONAL FURNITURE 


WABASH CABINET COMPANY CELE- 
BRATES SEMI-CENTENNIAL 


Cabinet ( ompany 1s about to celebrate the 


Thi Wabasl 


ftieth anniversary of the founding of the company Phe 
business was organized in 1883 with a capital stock ot 
$25,000 subscribed by citizens of Wabash, Ind At the 
same time a business was in operation in Kalamazoo, Micl 
manufacturing a wide variety of toys This business, 


known as the H. C. Underwood Manufacturing Company, 
Wabash, and H. C. Under 


owner of the business, came to Wabas! 


was taken over and moved to 


wood, the POormetr 


and operated it tor a time \ two-story building, sixty 


feet by one hundred feet, was built and an effort was mad 


to rent one of the floors Today the building has been 
added and enlarged until the floor space of The Wabasl 
Cabinet Company is around 190,000 square feet, wit! 


30,000 square feet in another building 


Originally the company manutactured toys, ABC blocks 


and later, large quantities of thread cabinets for the dis 


play of silk and cotton threads By that time the ind 


pendent telephone was entering the field and the company 


joined many other manufacturers in making large quan 


if various types of telephone receivers, transmitters, 


Still 


tities 


etc., from wood later, when the coil box on the 


front dash of automobiles was prevalent, the company 


manutactured carloads of this commodity, and when the 


phonograph came into being, something over twentyv-tive 


Wabash 


t phonograp! 


years ago, The Cabinet Company manufactured 


large quantities cabinets almost exclusively 


for the Columbia Phonograph Company of New York City 


In fact,” says an official of The Wabash Cabinet Company, 
“they kept us busy for a period twenty vears and we 
worked mucl ver-time during that time.” As the phono 


WABASH CABINET COMPANY 
PLANT NO. 2, IN WHICH ARE 
0.000 SQUARE FEET Ot 
MANUFACTURING SPACE 





graph waned, the radio stepped in and The Wabash Cabinet 


Company turned its attention to the manufacture of radio 


sets which is one of their big lines today 
\bout 1900 the manutacturing 
cabinets exclusively for the Ro« kwell & Rupel ( om- 


Rockwell-Wabash Company, 


company began wooden 
ling 
pany, which later became the 


About 1903, the Wabash line 


was created Che cabinet ling 


of filing cabinets and supplies 


was discontinued some years 


o because the company was so busy with the manufac 


ture of phonograph cabinets and also because the line of 


metal filing cabinets had entered the held 
In April, 1900, the name of the company was changed to 


Che Wabasl 


Thomas | 


Cabinet Company 


Vaughn, president and general manager of 


the corporation, came with the organization in March, 


1905. He was elected president and general manager in 
1909 and has served in that capacity ever since 

W. H 
company 
on March 20, 1890, and has been with the « 


Urschel, vice-president and treasurer, joined the 
bookkeeper, 


ompany in some 


when a boy as stenographer and 


capacity ever since, 
Edward L. Little, 
in 1914, and has been one of the 


Wabash lines well known throughout 


general sales manager, came with the 


company instrumentalities 
which have made the 
the land. Mr. Little is a 


integrity 


quiet but forceful personality 


whose is distinguished by sound sense and fore- 


sight He is one of the most popular members of the 


National Stationers Association and is regarded as always 


de pe ndable 
J. 1 


company 


Robinson has been production manager for the 


for more than twenty years and has developed 


USED FOR THE PRODUCTION 

OF THE WABASH SI 

PREME LINE OF FILING 
SUPPLIES 


several machines which are especially adapted to produce 
certain items in the line 

Curtis McPike came with The Wabash Cabinet Com 
pany rather early u s career. He was at one time con- 
nected with the old Rockwell & Rupel Company of Chicago 


} 


instrumental in building the Wabash Company’s 
supplies. Mr. McPik« 


vice-president, and passed away in March 1923. 


and Was 


present line of filing was second 


It appears that the original line of cabinets consisted ot 


comparatively few items For the most part they were 
flat letter le Ss, pigeon hol boxes, roller book shelves and 
document files. Later the card index and vertical file sec- 
tions were added to the line, which was eventually dis- 
continued entirely 

The supply business has grown from very small begin- 
nings to one of sizeable proportions and the fact that the 
company has on their books many of the leading retail 
dealers of the United States who have never bought from 
other tactories, gives the company the feeling that thei 
products and policies have been acceptable 

[wo years ago a line of occasional household furniture 
was developed This line is directed by Earl V. Hughes. 

Wabash Plant No. 1 contains 190,000 square feet of floor 
Space 

Filing supplies are manufactured in Plant No. 2 Chis 
building was erected in 1919 and is in every respect modern 
and up-to date. having a fl Or space Ol 30,000 square tect. 


Phe company’s line of filing supplies has always been sold 


dealers and there are on the company’s 


exclusively throug] 


books today many accounts which have depended on The 


Wabasl 


thirtv-live vears Lhe 


Cabinet Company as their source of supplies for 


company has always maintained a 


] ] 


igh standard of quality and a strict policy of fair dealing— 


two tactors which have lain at the foundation of the com 


panyv's success 


i. 
Congressman Cooper Uses G. F. Aluminum Chairs 
Hon. John G, ¢ 


district in which Y« 


per has represented the Congressional 


ungstown, Ohio, is located for more 


than twenty vears lwo of his most distinguished prede- 


Benjamin | 


cessors in the district were Wade and James 
\. Garteld 

John G. Cooper was born in England. He came to this 
country with his parents, who settled in Youngstown, 
when he was eight years old. When thirteen vears of age 
he left the public school and started to work with his 
father in the old Brown-Bonnell mill, the pioneer iron 
rolling and puddle mill in the locality. He continued work 


in that industry until after he was married, giving up the 


motive fireman on the Pennsylvania 


advanced to engineer and for 


1ob to become a log 


railroad Hle was seventeen 


Mr. Cooper served two terms in the legislature from 
Mahoning county from 1910 to 1914, was first elected to 
Congress in the latter vear from the Nineteenth Con 


gressional District and has served as representative in Con 


ress trom the district ever since He is now one of the 


oldest members ! Congress in point of service and is the 


senior Republican member of the important committee on 


Interstate and Foreign Commerce This committee has 
jurisdiction over all legislation dealing with railroads and 
other transportation questions as well as all matters relat 
ing to foreign and interstate commerce 


Education is not confined within the four walls of the 


university Benjamin Franklin, “the most contributing 


citizen born under American skies,” terminated his school 


experience before his fourteenth year “The greatest 
scientist, the ereatest statesman, the greatest diplomat, one 
f the most outstanding writers and philosophers of his 
time 
Jol n Marshall, by whose inte rpretation of the Constitu 
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tion of the United States was established some of the most 
important national safeguards, spent three months in list- 
less study at “William and Mary 

Abraham 


when I came of age 


who about 1858 wrote—“Of course, 
I did not know much. 
rule of three. But 
this 


to time under 


Lincoln, 
Still, somehow 
1 could read, write and cipher to the 
that The littl 
store of knowledge I picked up from time 


was all. advance I have made upon 
Men generally accumulate consid- 
little 


school of experience, “A 


pressure of necessity.” 


erable knowledge but wisdom. From the great 


sources and from the Lincoln” 
acquired both in full measure 

There are two sets of terms which are confused by many. 
College and education is one set—church and religion the 
other 

\ good many things can be had at college only, but edu- 
cation is not among them. 

So John G 


the Youngstown grade schools, added much to that meager 


Cooper, having picked up his three R’s in 


store with the sources available to all and from his con- 


tacts with men, and from similar sources and from his ex 








COOPER IN HIS CONGRESSIONAL OFFICE IN 
WASHINGTON AT COMFORT AND EASE IN A GENERAL FIRE 
PROOFING COMPANY ALUMINUM CHAIR 


MR. JOHN G 


periences in Columbus and Washington, he attained his 


higher education. 
\ friend recounting some of the incidents of Mr. Cooper's 
“He is one of the finest examples of self- 


“Al. 


though an ardent ‘dry’ and a great churchman, Mr. Cooper 


career.says: 


made men in public life in this country,” and adds: 
represents a ‘wet’ disirict, which indicates the esteem in 
which he is held by his constituents.” 

One 
enteen years, knows the importance of keeping eyes on the 
track 


control 


who has sat at the throttle of a locomotive for sev- 


immediate 
lack of 


preparation for emergency means disaster sooner or later. 


ahead and of having the power under 


\ssumption that the way is clear and 

In these days of clashing ideas and the rapid succession 
of new ways and means in the conduct of national affairs, 
it is tremendously important to know that “the way is open 
and the power under control.” The certainty of that would 


relieve the minds of many. 


> 
Varityper Expert to Make Extended Trip in Europe 
Miss Mae 
Europe early in February. 


Lennon, Varityper expert, will leave for 


She will visit all the Varityper 
offices and agents in western Europe and the British Isles. 


She is a competent and experienced instructress 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 

and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 

St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 
United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with tts organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In subscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 





January the first, nineteen hundred and thirty-four t fice appliances, but it has a definite bearing on thx 
Somehow or other, the pessimists generally shout louder trade In a sense, ours is a commercial “luxury trade.” 
than the optimists. We hear of a coming slump (that’s a We are the first to feel a slump and the last to recover. 
nicer word than depression!) months betore it arrives With this general all-round improvement, sales are going 
Now, let the optimists climb to the highest buildings—and up. Only the other day, the Remington folk told me that 
you can climb higher than we can—and shout for all they the new ne portable sold so quickly that they were 
worth! ilmost “caught napping” and had a job to fulfill orders 
It is all very well for those practical folk to say that it quick enoug!] And when English people commence buy- 
no use making New Year Resolutions, not only becaus« ing typewriters for their homes, you can bet things are 
we shall not keep them, but chiefly because we are just looking up. We are not born with a motor driving licenss 
same fallible people on the morning of January 1 as \ and an aptitude for typing our lessons and personal letters! 
were the night of December 31 Chere’s only one aspect of trade that gives one some ap- 
Just for once, anyhow, let us admit that 1933 was prehension and that is, the recovery of the other big trad 
“big noise’ ending two or three hectic vears, but at now ing nations like vourselves, France, Germany, Italy. From 
we have entered a saner period when values are real, w all reports, you are really making slow but sure headway 
the spirit of peration is dominant. Everything is n under the splendid leadership of your president. The 
going to be all “honey” but we all see the results of ther European countries have many difficulties still to 
labours—provided we work hard! overcome Without revival in all these other lands, our 
Che retailers tell us they have had a record Christmas splendid progress—for it is splendid—will be of no avail. 
I live next door to the manager of what vou folk call a So, it is the wish of all of us that you folk get to it and 
“drug store.” He confirms this cheerful spirit (althous make things move! 
he doesn’t sell it! He cannot recall such a splendid v We have just had another of the Office Appliance Trades 
ume ot Christmas trade for five or six vears Association luncheons, the chairman, Mr. W. Desborough, 
Saving bank returns show a £45.000.000 increase for tl siding 
year just ended [The speaker was Col. T. M. Banks, C.B., D.S.O., M.¢ 


Chere are over half a million more people working 


Railroad receipts are up 


Exports show £3'4 millions increase (mostly manufac 
tured ¢ is) and imports are up £2% millions 

Most of the members of the British Commonwealt! f 
Nations report a favourabl ade balance and a promising 
utlook 


Now, this may not seem at first to have anything to « 


Comptroller of the Post Office Savings Bank. We are al- 


Wavs al of we 


vernment departments as departments, 


and certainly of the higher civil servants wl 


That is an Englishman’s privilege 


» direct them! 
But I think all pres- 


admiration for Col 


Banks personally, 


Banks 


handle their nine million 


ent came away wit! 
and for his wonderfully efficient department Col 
abl to 


told us that thev are only 


account iiders and over a million and a quarter stock 


FEBRUARY, 1934 


holders and annuitants because of a close study of the 


many office appliances. They seem to have studied the 


whole matter more thoroughly than many commercial con- 


For instance, they have evolved a type of steel desk 


cerns. 
suitable for their work with interchangeable parts. This 
allows of quick re-arrangement of their offices, with the 


correct drawer and desk space according to individual jobs 
Col. Banks’ NOISE 


grouse about mechanisation, and he appealed to manufac- 


“pet aversion” is That is his only 


turers to apply scientific principles to the 


noise in appliances other than typewriters. Talking of 


typew riters, the speaker expressed the view that these ap- 


parently “common” appliances did not receive the study 


they should. The proper application and drafting of forms 


for use therein was one of the jobs they had studied closely 


with remarkable results. 
Altogether, it was a very interesting address You 
people who manufacture so many office appliances, pleas« 


note about this noise business! 
~~ >— 
British Office Machinery Users in Conference 


second annual 


VE] 


On the eighteenth of December last, the 


day conference of the Office Machinery Users’ Association 
of Great Britain was held at Verry’s restaurant in Regent 
attended and 


Robert 


street, London. The conference was well 


was preceded by an informal luncheon at which 
Holland-Martin, 


supported by the chairman, R 
Mr. Holland-Martin, in opening the conference on Mod- 


association, presided, 


Matthews 


president of the 


Borlase 


ern Office Mechanization, gave some pertinent observations 
and expressed his pleasure at seeing the ladies present. 
John Mandeville spoke on The Mechanical Methods Ap- 
plied to Market Research, giving a survey of some of the 
most recent mechanical methods now being used in modern 
business. 
Coordination in the Mechanized Office was discussed by 
R. E 


various charts 


Simpson, who illustrated his remarks by means of 
A demonstration was given of a new auto 
matic rotary machine. 

The Dangers of Over-Mechanization were discussed by 
W. J. Whitehorn 

\ vote of thanks was tendered to the gentlemen who had 
addressed the meeting and also to R. Holland-Martin for 
his services in that trying chair during the session. 

a 
Accounting Congress Held in Brussels 

The first congress of practical accounting was held in 
the Hotel Ravenstein, Brussels, Belgium, December 10, 
1933. The 
the leadership of the president of the 
Colonel VvOrdre de Leopold oF 
president of the congress, Mr. Jean Dumon, President de 


la Ste. 


sessions of the congress were conducted under 
honorary congress, 
Royaux, Commander d« 
\cademique de Comptabilite de Belgique; and vice 
Mr. Louis 


Bilanbertistes 


pre sident of the congress, Lambert, President 
de l’Amicale des 
Office 


report of the 


Appliances is in receipt of a complete stenographic 
proceedings, which began at nine o’clock in 
the morning and continued throughout the day. The pro- 
gram was divided into two general groups—one devoted 
other to addresses on 
accounting methods. The first 
group included lectures by Mrs. J. Chinquiou, Mr. Walter 
Kremer, Mr. Robert Van Eeckhoutte, Mr. Jose 
Joseph Schyns and Mr 


to lectures and instruction and the 


practical application of 


Schuer 


mans, Mr Fernand Bertiau. 


\ddresses on practical accounting were given by Mr. 


Louis Lambert, Mr. Jacques Gevers, Mr. Leon Leleux, 


Mr. Charles Schertenleib and Mr. Leo Lejeune 


elimination of 
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Blikman & Sartorius Open New Show Room 
in Rotterdam 

On January 4, N. V. Blikman & Sartorius opened a new 
show room at Schiedamsche Singel 75, in Rotterdam, Hol- 
land, where they have at their disposal the premises of a 
former art gallery, which is suitable for their requirements, 
as the former auction room offers a capital opportunity for 
demonstrating their various office machines and office 
equipment devices. 

The front of the new show room consists of a high space 
principally serving for display purposes. It is furnished 
in a modern, attractive way. Behind this space is the former 
auction room referred to above. 

The firm of N. V. Blikman & Sartorius belongs among 
The company was estab- 


In the nine- 


the oldest businesses in Holland. 
lished in 1693 as printers and stationers only. 
teenth century they became wholesale dealers in stationery, 
and at the beginning of this century they took up the sale 
of office machines. Since 1908 they have been importers of 
Royal typewriters and other well known lines of office 
equipment, such as Elliott addressing machines, Art Metal 
office furniture, Victor adding machines, Rotaprint office 
printing machines, Triumphator and Hamann calculating 
machines, Eversharp pens and pencils, Bates products, etc. 
[heir printing plant has become one of the best known of 
its kind in the country. From 1922 up to the present time, 
N. V. Blikman & Sartorius had a show room in Rotterdam 
in the van Oldenbarnevelstraat. The show 
enables them to exhibit their office equipment to advantage 
Rotterdam and surroundings on a much 


new room 


to the firms in 
larger scale than heretofore. 
- ~~ 
Varityper’s European Agencies 
Ralph C. Coxhead, head of the Ralph C. Coxhead Cor- 
poration, New York City, recently returned from a trip to 
countries, where he found conditions 


several European 


rapidly improving. He spent some time in the interests 
of the Varityper Division of the Coxhead corporation. He 
states that the Varityper met with emphatic approval in 
the trade because of its efficiency as a composing machine 
for stencil cutting and lithographic printing, in addition to 
its other features of versatility. 

The Varityper is now represented in Europe by the fol- 
lowing dealers: 

J. R. Hawkins & Co., 
London, E. C. 4, England, under the management of J. R. 
Hawkins, who has had many years’ experience with the 


Ltd., 75 Queen Victoria street, 


Varityper 
(IV), 


management of 


France, 20 Rue Richer, Paris France. 
company is under the Miss G. 


Business in France is proving very satisfactory. 


Varityper 
This 
Meignan. 

Max Stoecklin, 19 rue des Chartreux, Brussels, Belgium, 
handling Varityper in Belgium, Belgian Congo and Luxem- 
bourg. 

Blikman & Sartorius, Hoofdkantoor (Mr. 
Rokin 17, Amsterdam C., Holland. 

Kardex A. S., Kongenset 18 (Mr. Freuchin), Oslo, Nor- 


A. deFlines), 


Way. 
\syra Aktiebolag., Grevmagnigatan 5 (Mr. Ake Egnell), 
Stockholm, Sweden. 
Ditta E. Lagomarsino, Piazza Duomo 21, Milan, Italy. 
Presilo, S. A., 9 Rue de la Madeleine, Geneva, Switzer- 


land. 


———— 
“Johannesburg’s Mechanical Brains” 

The South African Printer & Stationer reported the in- 
stallation of a battery of sixteen new electrically driven 
accounting machines which are to do the bookkeeping for 
the municipality. The brains” will render 
water, light and gas bills several days earlier each month 


“mechanical 


than has been possible heretofore. 
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Calendars 

Che Wandererwerke, Schonau bei Chemnitz, Germany, 
favors Office Appliances with a calendar having features of 
beauty and utility. It is named the “Continental,” and this 
word in capital létters is spread across the top in green 
on a background of silver. The calendar pad is small with 
a day to a sheet, the figures on each sheet being large and 
easily visible at some distance. The pad is stapled to the 
card in the middle of a shield of green and black on a silver 
background. The words, “office machines,” appear in green 
at the bottom 

One of the most interesting features of this calendar, 
which is equipped with cord for hanging on the wall, is the 
back of each sheet, which contains quotations from cele 
brated authors and poets. Office Appliances wishes to com- 
pliment the person who selected these quotations, which 





include some of the finest sentiments of the world’s leading 
authors. Examination of the several sheets reveals the 
fact that while practically all civilized countries are repre 
sented, the majority of the quotations are from English 
and American authors. Wandererwerke makes the “Con- 


tinental” typewriter. » & @ 


lo Mr. M. Nissen-Lie of Oslo, Norway, we are obliged 
for a fine practical calendar with fifty-two impressive 
views of Norway’s mountains, valleys and waters. The 
views, one on each weekly date sheet, are six and one-half 
by four and one-half inches, printed in sepia on pale yel- 
low sheets. 

On the cover is a picture of the training ship “S¢rlan- 
det” in full sail. The pictures following show the land- 
scape in the adornment of the seasons in which the views 
are presented. There are winter views of majestic moun- 
tains and fertile plains garbed in snow. Spring scenes of 
winding roads over heights and lowlands. Summer views 
of blooming trees and flowers and fields of grain. Autumn 
views of mountains and fiords, grain in stack and corn in 
shock 

Turning the sheets one receives a vivid impression of 
Norway's topographical grandeur and appealing beauty of 


the landscapes. ow ae 


By the courtesy of J. Reid Adam, sales manager, we are 
again a fortunate recipient of the very practical wall or 
desk calendar furnished by Kenrick & Jefferson, Ltd., West 
Bromwich, England. With pads 4% x 5% inches, with red 
numerals of about the same dimensions, we are sure to 
have the succeeding dates conspicuously before us. Or 
rather, so to speak. A friend of K&J, surveying the mass 


on our desk recently observed, “Well—what a mess!” 


- en ae — 


Sheaffer Color Advertising on Magazine Covers 
The W. A. Sheaffer Pen Company of Fort Madison, 
lowa, recently announced an outstanding campaign of 
color advertising for 1934. The first four-color ad of the 
new series, occupying the inside front cover, will appear in 
the Saturday Evening Post of March 24. It will feature 
the Lifetime feathertouch pen, skrip, and the new Sheaffer 
line of adhesives. 

Subsequent advertisements in this series will all appear 
on second or back cover pages in the Saturday Evening 
Post and fourteen other magazines, thus reducing to the 
minimum the percentage of readers of these magazines 
who will not see these advertisements 

Se ee 


Byron Weston, Paper Manufacturer, Passes Away 





As Office Appliances was about to go to press announce- 
. MORE PICTURES OF THE BUSINESS SHOW AT PHILADELPHIA fa ‘i ania 
. Top The National Cash Register Company exhibit Second from top ment reached us of the death of Byron Weston, pre sident 
s Officials of the show—left to right Kenneth MacGregor, L C. Smith of the Byron Weston Paper Company, Dalton, Mass., on 
t J. B. Jones, and C. E. Hallenborg, chairman and also president of the an soe . : 7 -¢ 
, a Equipment Association of Philadelphia. Third from top: Booth of Tanuary 25, at the age of fifty-two. A resumé of his career 
\ nderwood Elliott Fisher Compan Seco - sowed \ wee J 

‘ ) pany econd fre bott fultigraph will appear next month 


' display Bottom International Business Machines Corporation exhibit 








The Business Show at Philadelphia 
lhe second annual business show held under the aus 


pices of the Philadelphia Office Equipment Associatior 


Strawbridee & Clothier, and the Philadelphia Chapter ot 


the National Office Managemet \ssociation attracted a 


larwe attendance of visitors w examined the several ex 
hibits with interest Che show was held in the Strawbridg« 


} 


& Clothier auditorium at Eighth and Market streets, Phila 
delphia, January 9 to 13 inclusive 

\ number of new and important developments in offic: 
applane ut equipment which appeared during 1933 
ere er 1 nstrated tor the rst time 
There were typing, comptometer, and Dictaphone trans 


ibing speed contests, with suitable prizes for the Phila 


cil 1a iT ns 

Dramat | displavs were featured, and an interesting 
trast was presented between the business office ot t 

av ninett ind the well equipped office of 1934 


resident of the Dictaphone Sales Corp 


ition, attended the show and presented a trophy to Mis 


S i Wielat lleviate champion transcribing machi 
perator vinners t the Dictaphone speed and a 
ura trar ribing contest were Miss Helen M. Deit 

Camdetr P \l s Helen R ] hnson, I} iladelp| la, and 

bert | Jensen, Rutledge, Pa 
In the Comptometer contest conducted by N. E. New 
in to determine the “Queen of Philadelphia Compton 


Operators for 1934.” the victor over 5,000 contestant 


i Mi \enes Henwood f the Collins & \ikman ( 7 


| n the ‘ hampionships were Mrs 
| nee Kru Miss Dorothy nes, Mrs. Margaret S« 
ul : I nee Krt 
‘ eed demonstrations at the show were 
George | Hossheld, world’s champion eight 
representing the Underwood Typewriter Company 
nd Arthur Neuenhaus, of the Royal Typewriter Company 
On ur iy evening January 11, the Philadelphi 
( National Office Management Associatiot 
eld a il uct witli entertainment in the Strawbrida« A 
( t iurant \pproximately 300 persons wer 
nt The dinner was followed by an hour devoted t 
( n of the equipment offered by the exhib 
it rie execut ittencding This featur 
‘ in address by Harry Arthur Hopf, pri 
dent of t itional Othce Management Association, o1 


Othe ’ na ment—a 1934 Perspective Mir Hopt's 


Omecer f the Philadelphia Office Equipment Asso 
Dictaphone Sales 


‘ poration e-president, J n W. Lewis, Art Metal 


{ I 1 ( npanv; secretary-treasu r, Robert Carlile 
Lit = il service ( mipany 

| ct 1 irranvement for the Ss] w < msistecd 

tf Kk. Hallenborg, chairmar Robert Carlile, Kennet! 

v1 
Viactrres NX | Newn an, ] B Jones and | | 
\leCar \ 

| Vil i st r tiv ex bits wit! the names t 
Manawe or ¢ t the espective displays 

Uhre \mer il Multis ral Sales Company, Walter 
stram; 1) tal rhe Sales ( rporation, ( | Hallenborsg 
Monroe Calculating Machine Company, J. H. Hayes; Ke: 
| x Manutacturins { ompany l. Carrol Dovle Roval lvoe 
writer ( 1! ] il \ N | | ivl I | ( Sm! & Lor na 
Cypewriter t J. B. Jones; International Tabulating 
Mac nervy mpany, kX HY] | irkin: Address mrapl Coon 
any Kennet \MlacGrevor The General Fireprootiny 
Company) Cl McCarthy: Felt & Tarrant Manutacturn 
Company | Newman: Shaw-Walker Company, \\ 
Nortor L'y f | Typewriter Company, Blaine Raw 
lon litt Sales & Servu ( mpany, 4 I Smith: A B 
1) ( Kd | 1 n Che National Cash Res 


cer Company. W. A. Wirth: Thos. A. Edison, Inc. (Ed 
ne) C. EF. Austin: Recordak Service, Inc., J. Witticl 





SOME PICTURES SNAPPED AT THE PHILADELPHIA BUSINESS 


SHOW Top Exhibit he Shaw-Walker Company Second from the 


D N. I Newman. manager of the Felt & Tarrant Company branch in 
Philadelphia awarding trophy to The Queer f Comptometer Operators 
n PI idelphia for 1934 Left to right M Newman, Mrs. Margaret 
Sechler, Miss Dorothy Jone Miss Agnes Henwood (the queen), Mrs. Mae 
Jone nd Mrs. Florence Krug Third from the top \ general view 

wing the crowd of visit Next to the bottor The Addressograph 
th Bottor The Royal Typewriter ¢ npany’s display 
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Calendars 

Che Wandererwerke, Schonau bei Chemnitz, Germany, 
favors Office Appliances with a calendar having features of 
beauty and utility. It is named the “Continental,” and this 
word in capital letters is spread across the top in green 
on a background of silver. The calendar pad is small with 
a day to a sheet, the figures on each sheet being large and 
easily visible at some distance. The pad is stapled to the 
card in the middle of a shield of green and black on a silver 
background. The words, “office machines,” appear in green 
at the bottom. 

One of the most interesting features of this calendar, 
which is equipped with cord for hanging on the wall, is the 
back of each sheet, which contains quotations from cele- 
brated authors and poets. Office Appliances wishes to com- 
pliment the person who selected these quotations, which 
include some of the finest sentiments of the world’s leading 
authors. Examination of the several sheets reveals the 
fact that while practically all civilized countries are repre 
sented, the majority of the quotations are from English 
and American authors. Wandererwerke makes the “Con- 


tinental” typewriter. s & ¢ 


lo Mr. M. Nissen-Lie of Oslo, Norway, we are obliged 
for a fine practical caiendar with fifty-two impressive 
views of Norway’s mountains, valleys and waters. The 
views, one on each weekly date sheet, are six and one-half 
by four and one-half inches, printed in sepia on pale yel- 
low sheets. 

On the cover is a picture of the training ship “S¢rlan- 
det” in full sail. The pictures following show the land 
scape in the adornment of the seasons in which the views 
are presented. There are winter views of majestic moun- 
tains and fertile plains garbed in snow. Spring scenes of 
winding roads over heights and lowlands. Summer views 
of blooming trees and flowers and fields of grain. Autumn 
views of mountains and fiords, grain in stack and corn in 
shock 

Turning the sheets one receives a vivid impression of 
Norway’s topographical grandeur and appealing beauty of 
the landscapes. s © 

By the courtesy of J. Reid Adam, sales manager, we are 
again a fortunate recipient of the very practical wall or 
desk calendar furnished by Kenrick & Jefferson, Ltd., West 
Bromwich, England. With pads 4% x 5% inches, with red 
numerals of about the same dimensions, we are sure to 
have the succeeding dates conspicuously before us. Or 
rather, so to speak. A friend of K&J, surveying the mass 


on our desk recently observed, “Well—what a mess!” 


—-—G 


Sheaffer Color Advertising on Magazine Covers 

The W. A. Sheaffer Pen Company of Fort Madison, 
Iowa, recently announced an outstanding campaign of 
color advertising for 1934. The first four-color ad of the 
new series, occupying the inside front cover, will appear in 
the Saturday Evening Post of March 24. It will feature 
the Lifetime feathertouch pen, skrip, and the new Sheaffer 
line of adhesives. 

Subsequent advertisements in this series will all appear 
on second or back cover pages in the Saturday Evening 
Post and fourteen other magazines, thus reducing to the 
minimum the percentage of readers of these magazines 
who will not see these advertisements. 


Byron Weston, Paper Manufacturer, Passes Away 

As Office Appliances was about to go to press announce- 
ment reached us of the death of Byron Weston, president 
Byron Weston Paper Company, Dalton, Mass., on 
\ resumé of his career 


of the 
January 25, at the age of fifty-two. 


will appear next month. 
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GOLDEN ANNIVERSARY OF L. E. 


WATERMAN COMPANY 


\Waterman 


On Fe ual 12, 1884, Lew son rece 
his U. S. Patent on the first fountain pen which became a 
outstanding commercial success and achieved a world 1 
ket Fountain pens of then current manutacture fell cor 
siderably rt f perfection, for some fed the ink t 
freely and ers occasiona Mir. Waterman was ar 
able insurance salesman. One day he handed the untatr 
pen he carried to a man about gn up for a large an 
oft msurance Che pen flooded poiled the application at 
before anoth« uld be obtained a salesman f a compet 
ing company won the customer away Then it was tha 
Mr Waterman de ded t it e would make a dependa 
rountain pet 

Lewis | on Waterman was non November 20, 1837 
at Decatur, Otsego County, New \ k, and sented t 
eight! gponerat I I s 1 ( \mert i, av 
des« nded it Ik bert Wa I \\ cttic n Ma 
eld, Massachusetts, in 1636 

Mr \\ aterman s father | i W aterman, W ist 
wagon build ind had a irk genius | n al 
He died pre iturely at the t twenty n, leavit 
t | T ! whom Lew Kd 1 \\ iterman t ( t 
was but thre years Id at the tf his tathe s deat 

As he rew ul e devel studious nature and lh 
many il t I \merican ) as made S mark I 
life, he lid 1 t let the abser I irly advantags int 
with self-improvement lie was n years of ag te 
even tt training ota t scl lw e attends 
unt e wa tee! \ll e wa uit 


ful helper of his mother, but he relaxed 


never 
studies, wl 


light of 


diligence in his 


ich were prepared mainly in the 


evening by the a tallow dip after he had sawed the 


wood ror the 


When he 


at 
winter's fire 
old, hi 


accompanied het 


was sixteen years widowed mother 


again, he and his 


step- 
to Illinois where he devoted the 
school 
onnection 
& Wells in New Yo 
\bout thi time he te 


unaided mastered the 


summer to 


months. 


car- 
H« 
of 


during the winter 


rmed a ¢ the publishing house 


tor whom he traveled as 


itor ‘kk up the study of short- 


and Pitman system from text 
books and becam«s 


\W\ al he 


In 1862 he 


an expert stenographer. Just before the 
taught the art in the University of Virginia 


engaged in the life insurance business and two 


vears later became the representative in Boston of the 
\etna Life Insurance Company of Hartford. His literary 
talent stood him in good stead in preparing the company’s 
invassing documents such as circulars, descriptive and ex- 
planatory, of the principles and methods of life insurance. 
In 1870 his health gave way and from then until 1883 he 
spent a great deal of his time traveling over the states with 
a ving mmission,” greatly to the improvement of his 
] Vsic il well being. 
Being a very active solicitor, Mr. Waterman signed his 
spects when and where he found them \s all applica- 
tions had te be signed in ink, he, at first, carried around 
‘ an ordinary dip pen and a small bottle of ink. 
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This arrangement proving impracticable, he then tried the 
various fountain pens of the day which carried their own 
however, that these tountain 


found, pens 


ink supply. He 


were undependable—the climax being reached when he lost 


a particularly large policy as related in the first paragrap! 
of this sketch 

After a period of 
upon his “three-fissure” 
that had balked previous inventors 


experimentation Mr. Waterman hit 
ink feed which solved the problem 
This feed—by utilizing 
kept the of ink 


constant, perfect 


the principle of capillary attraction flow 


from reservoir to the pen point under 


control and made his invention a practical, successful foun- 


tain pen. 


So perfectly did the first “Waterman's” function that he 


was induced by his friends to give up the life insurance 


his entire time to making and selling 


thus established the 


business and devote 


his fountain pen—and was business 


that became the L. E. Waterman Company 
Mr. Waterman’s first “factory” was a kitchen table in 
the rear of a cigar store at the corner of Fulton and Nassau 


New 


of about two hundred a year—all by 


York City, where he produced pens at the 
hand. To the 
purchaser of each of his pens he presented a written, per 


streets in 


rate 


sonally signed guarantee against all defects in his pen 


From that time until his death, Lewis Edson Waterman 


was continuously engaged in the manufacture and sale of 


pucees 


wet lee 4§ 


WATERMAN FACTO 
RIES AND BRANCH 
OFFICES.—Top row 
left to right Main 
factory at 140 Thomas 
street, Newark, N. J. 
Middle west headquar- 
ters at 129 South 
State street, Chicago 
Canadian headquar 
ters at 263 St. James 
street, Montreal. 
Middle row New 
England headquarters 
at 40 School street, 
Boston, Mass Cana 
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his invention. At the beginning, the business was called 
“Ideal Pen Company,” but shortly was incorporated as the 
L. E. Waterman Company, Mr. Waterman becoming pres 
ident and manager and so remaining until his death, which 
occurred at his home in Brooklyn, New York, on May 1, 
1901. 

He was succeeded by his nephew, Frank D. Waterman, 
who is today president of the company, which remains a 
family business, there being five Waterman descendants of 
both Lewis Edson Waterman and his brother in the busi- 
ness at the present time. 

Today, thousands of dealers throughout the world are 
selling Waterman’s Ideal Pens and 
people are using them daily. The Company 
Newark, N. J., Seymour, Conn., and Montreal, 
Canada, all producing fountain pens of various sizes and 


Fountain millions of 


has great 


plants at 


styles, ink, propelling pencils, pen and pencil sets, etc., etc. 
The celebration of the fiftieth anniversary will take place 


this month. 


ee 
Trieste Typewriter Man Changes Name 

sy decree of the President of France dated August 29, 

1933, the 

Mr. Surmagne, 


name of S. Sussman was changed to S. Surmagne. 
whose office is at Trieste, represents the 
Underwood typewriter in several of the important states 
Europe. He is an experienced and well 


in east central 


known typewriter man. 





egee 


} 
a 





dian factory at St. 
Lambert, Province of 
Quebec. Bottom row: 
Pacific Coast head- 
quarters at 609 Mar- 
ket street, San Fran- 
cisco, Calif.: “The 
Pen Corner” at 191 
Broadway, New York 
City, general head- 
quarters; “The Pen 
Corner” at 41 Kings- 
way, London, Eng- 
land, headquarters for 
Europe. 
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YPEWRITER KEYBOARD OF 
KOREAN CHARACTER, USING HIS UNDERWOOD PORTABLE At the 
left the Lord Prayer typed in Korean on an Underwood typewriter 


a 


KEITH ¢ SONG INVENTOR OF a 4 


K. C. Song Invents Korean Typewriter Keyboard 





\ided by the desire to provide the people of his native 
land with the advantages of the use of the typewriter 
Keit ( Song. a thirtv-three vear old native of Seoul, 
Korea, invented a typewriter keyboard of Korean character 
Mr. Sor eft his home land at the age of twenty-five and 
spent eight vears in educational institutions in the United 
Sens ee , oe , Fiod. | THE PRINCE OF WALES ATTENDS DINNER OF 
ates Wart © em that eight year period, ht STATIONERS AND NEWSPAPERMAKERS AT STA 
began t difficult task of adapting a typewriter for use by TONERS’ HALL, LONDON. Picture ws His Royal 
\ } ] : Highness in the robes of Master of the ¢ , with 
Koreans \mone the difficulties to be overcome was th« Sir Percy Greenaway and the wardens ( Dany 
: Picture by Aeme Ph 
fact that the Korean language is not written horizontally , 


and from left to right but vertically and from right to left 
\ls althous there are but twenty-four letters in the 


Korean alphabet, the position of letters in relation to one 





inother iries in different words, so that it is necessary, 
in some instances, to have two or three kevs for a singel 
lette 
When Mr. Song completed the designing of his keyboard 
e¢ brought it to the attention of the Underwood Elliott 
| er Company, where its merits were immediately re 
enized \ machine was made for Mr. Song and in Ds 
cember, 1933, he left New York for Korea, taking the type 
writer wit iW Enroute he displayed the machine to 
Noreans in cities in the United States, Hawaii, the Philip 
pines, Japan, China and finally in Korea 
\ exclusive representative t the Underwood Elhott 
er Company for the sale of the Korean machine, M1: 
Song has again taken up residence in his home land. Shy, 
ling, and enthusiastic, he intends to instruct Koreans it 
the use of the machine and expects to find a large market 
it among his countrymen and among Christian missio1 
rie n Korea SANTA CLAUS INTRODUCES THE NEW MODEL NO. 33 TODD 
CHECK PROTECTOR AT MANY OF RECENT ZONE MEETINGS 


SMITHCORO 
NA oo. 2 
WRITER DIS 
PLAY IN WIN 
DOW OF NEWS 
PAPER Man 
wer ¢ J Har 


of the Los An 
geles Times In 
this display were 
L. C. Smiths and 
Coronas with 
posters showing 
the Smith-Coro 





- . 
- = 1 and the Coro 
s A ; _ na Four The 
cots Aang - Los Angeles 
writers I re ; oe . : Times gave the 
eS attract S PEATURED IN THIS WINDOWARE ADVERTISED IN THE LOS ANGELES TIMES | IELLT 
. : ‘ow in connec 
+ : ; SSS SSS tion with its 

poliey of featur 


i products ad 


vertised in that 
newspaper 





ATTRACTIVE WIN 
DOW DISPLAY BE 
ING SHOWN BY 
GLOBE -WERNICKE 
DEALERS THROUGH 
OUT THE UNITED 
STATES IN FEB 
RUARY The display 
portrays twenty-five 


Twin Cities Stationers Hold Record Gathering 
A sso- 


largest in attendance in the history 


The annual dinner of the Northwestern Stationers 


ciation, said to be the 
of the organization, was held January 27 at the Lowry 
hotel, St 
neapolis, and the manufacturers representatives, the guests 
Duluth, Winona and 


Paul. Besides stationers from St. Paul and Min 


included stationers from Des Moines, 


elsewhere. Dinner was served in the beautiful Spanish 


room which carries the atmosphere of Spain in its archi- 


tecture and decorations 
Jack Davis of Miller-Davis Company, one of the best 
toastmasters in the stationery industry, presided. He 


Hansen who read letters and telegrams 
Olson of the 


called upon Ed. M 
from Governor Floyd B state of Minnesota; 
Harry McPherson, who was spending a well-earned vaca- 
tion in California; Harry Short, Cliff Cody and Harry Mur 
doch, expressing regret at their inability to be present. 


B. J Moines, Ia., 
governor of the seventh district, spoke on Code 


Bristoll of Koch Bros., Des regional 


Progress 
and told of plans to hold a regional meeting shortly after 
the stationers’ code is adopted with some date early in 
\pril preferred 

Arthur J. Walker of 


Company, who was introduced as 


The next speaker was Farnham 
Printing & Stationery 
governor of the district, former president of the 
National Stationers 


to the NRA 


in Washington and 


former 


Mr. Walker related some of his experiences 
told of efforts 
work out a suitable code for the industry 
made by L. Ed 


vice president, and Roy Clarke of F. S. 


which were made to 


Brief remarks were Friedman of Russia 


Cement ( Ompany, 


Webster Company, secretary-treasurer, for the Northwest 


WEDDING PARTY OF 
MR. AND MRS. OCK 
ERS AT THE STAT- 
LER HOTEL, BOS 
TON Seated, left to 
right: C. H. Prentice 
manager, typewriter 
division, Underwood 
Elliott Fisher Com 
pany; Mr. Ockers and 
bride, and Mrs. J. ¢ 
Hugunin. Standing 
left to right: Miss M 
Schopperly, Under 


wood Elliott Fisher 
Company ; J. C. Hugu 
nin, manager, Gilman 





Association and now industrial advisor 
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years progress in filing 
and features the new, 
modern Globe-Wernicke 
Tri-Guard file and 
Safeguard filing plan 
in comparison with the 
inefficient equipment of 
a quarter of a century 
ago 


Travelers Club; also by John Gilbert of Office Appliances. 

foward the latter part of the program, Bill Smith was 
called into service as relief toastmaster and performed his 
task well. 

The climax of the evening came when two testimonials, 
one a poem, the other an expression of good will, willed 
by all present, were presented to Joe Hildreth. A fitting 
ceremony was performed by Jack Davis, who also was 
author of the poem and of the good will message 

Report of the Northwest Travelers Club meeting, held 
the same day in St. Paul, appears on page 54. 


a — 


Maurice Ockers Weds 

Mr. and Mrs. Albert J. Paul of Cleveland, Ohio, have 
announced the marriage of their daughter, Genevieve Eliza- 
beth, to Maurice H. G. Ockers, on Saturday, January 6, 
1934. The wedding took place at the Arlington street 
Unitarian church, Boston, Mass., in the presence of Mr. 
and Mrs. C. 
the typewriter division of the Underwood Elliott Fisher 
Soston; H. J. McBrien, manager of the ac- 
counting machine division, Boston; J. C. Hugunin, manager 
of the Fanfold Mrs. 
Boston; and Norman MacLeod of Worcester, and William 
Hensel of Milton, Mass. 

Mr. and Mrs. Ockers expect by next summer to be ready 


H. Prentice, Mr. Prentice being manager of 
Company at 


Gilman Corporation and Hugunin, 


to entertain guests from Chicago and other places. 

Mr. Ockers, who was formerly a salesman for the Under- 
wood at Brockton, Mass., before being sent to Chicago by 
Brockton and the dis- 


Elliott 


the company, is now manager of 


tricts surrounding for the Underwood Fisher Co. 


Fanfold Corporation ; 
Miss McSoley, Under- 
wood Elliott Fisher 
Company; Norman 
MacLeod, manager, 
Worcester sub branch, 
Underwood Elliott 
Fisher Company ; Miss 
Bonia, William Hen- 
sel, Miss K. Langton, 
Underwood Elliott 
Fisher Company ; H.J 
McBrien, manager, ac 
counting machine di- 
vision, Underwood El- 
liott Fisher Company, 
Boston 
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Kiplinger Returns to Smith-Corona headquarters in Chicago In June, 1928, the adding ma- 

Chases ¥. Rawere. vicecarceident and executive sales chine organization was moved to Syracuse, the Corona 
manager of L. C. Smith & Corona Typewriters, Inc., has \dding Machine then becoming a unit in the sales line 
announced t ippointment of John W. Kiplinger as a of the typewriter company In April, 1928, Mr. Kiplinger 


joined A, B. Dick Company of Chicago in the capacity 
tf assistant general sales manager, where e remained 


until a tew months ago 


> — 
J. Lee Sweeney Heads Typewriter Institute 


\nnouncement is mad f the appointment of J. Lec 
Sweeney as the managing director of The Typewriter In 
stitute, wit headquarters at 100 East 42nd street, New 


York City 

Che Typewriter Institute was organized to cooperate in 
fulfilling the aims and purposes of the National Industrial 
Recovery Administration 

Mr. Sweeney has had long experience in the office equip- 
ment and writing machine fields. His first position was 
that of purchasing agent in a manufacturing plant Later 
he was placed in charge of finance and accounts. At the 
close of the War, he became interested in sales work, and 
organized a typewriter and office appliance agency in the 


Middle West In recent vears his sales manas ment ex- 





perience has centered in New York City 





1 W. KIPLINGER 

ales executive in the Svracuse general ofhfce organization 

Mr. Kiplinger, who is familiarly known as “Kip” to a 
large number f friends in the fice apphance eld, e1 
tered the business world as a ster graph in ot Louis 

His ability t indle a typew ( led t i position as 
demonstrator and salesman in the St. Louis L. C. Smit 

reanizatior 1 ob whi e gave up to assume a gov 
ernment p ! n the Ist ~ f Panama, in wht 
capacit e gain further experience as stenographer and 
reporte I il earings 

\ tew vea iter he returned to the employ of 2. % 
Smith & Bros ypewriter Company in Chicago, as a 
special accounts sales representative. In 1921 he was called 
to the | mie fhee at Svracuss in the capacity of sales 
promotion manager In 1922 he inaugurated a School 

J. LEE SWEENEY 

Department, initiating a number of successful devices f 
popularizing the L. C. Smith typewriter in the schools Mr. Sweeney’s background of diversified training and 
\ new concept of school service was presented with th¢ his long record of service should especially qualify him 
result that higher standards of instruction were established for his new responsibility. 
in a large number f scl Is where typewriting was > 
taught Levine Tours West 

In 1924, Mr. Kiplinger was appointed assistant domesti Maurice I. Levine, president of the Reliance Pencil Cor- 
sales manager. He continued in this capacity until Decem- poration, New York, N. Y., has left for a trip which will 
ber, 1926, when he was appointed vice-president and sales take him to the Pacific Coast He has planned to visit 


, . © Dinas ae ‘ 
manage f Portable Adding Machine Company, wit! the trade located in the principal cities enroute. 
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Bates Becomes General Manager of Quality Park 
FE. E Park 


Company of has been appointed 


Bates, president of the Quality Envelope 


Saint Paul and Chicago, 


general manager. Mr. Bates has been with the company 








E. E. BATES 
since its Organization and is conversant with the extensive 
line of envelopes for mailing and filing which they manu- 
facture and is acquainted with the several sources of dis- 
tribution. 
sales campaign 


Park 


Plans are being made for an extensive 


which will enable dealers to sell more Quality 


products. 
=e 3 Chicago 


James will continue as manager of the 


office and warehouse and Harry Balch will represent the 


outside of Chicago. 
—_—~> 
Evans Made Eastern Manager for Sheaffer 
W. D. 


W \. Sheaffer 


company in the territory 


Evans, for several vears general manager of the 


Pen Company of Canada, has been ap 








Ww. D 


EVANS 


\. Sheaffer Pen Com- 
rhirty-fourth street, 


Jone Ss J E 


pointed eastern manager of the W 
pany with headquarters at 16 East 


New York. Mr 


continues as eastern 


Evans succeeds H. D Sweeney 


sales manager. 


Mr. Evans has had a wide experience in fountain pen 


merchandising. For a number of years before going to 


Sheaffer in 


was affiliated in 


Canada he was territorial manager for Kansas 


City. Prior to that, he a sales capacity 


with the Miller Rubber Company. He assumed his new 


duties February 1. 
—__—_—— 
Canadians Buy Pen Company Stock 
The New York Times of January 9 published a dispatch 
from the Canadian Press, Toronto, dated January 8, an- 
capital stock of the W. A. 
The 


purchase is reported to have included the use of all patents, 


nouncing the purchase of the 


Sheaffer Pen Company, Ltd., by Canadian interests. 
copyrights, trademarks and good will for a period of twenty 
Because of this 


Witlow 


years, transaction, the company under 


President Fred J became entirely a Canadian en- 


terprise. 
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The Guest Book 

William H. Foster, chairman of the board of The General 
Fireproofing Company, Youngstown, Ohio, looked in upon 
us on January second and gave us an interesting summary 
of his observations in England, France, Holland and Bel- 
gium at the end of Autumn. Mr. Foster's previous com- 
ment upon the conditions there were presented on page ten 
of O. A. for January. Mr. Foster’s view of our own situa- 
Initiative and enterprise in manage- 
ways to resolve difficulties and to 
Its motion is perceptible. In- 


tion is encouraging. 
ment are finding new 
give impulse to business. 
creased effort in all quarters will gradually increase the 
momentum. 

Robert A. Sands, of John Sands, Ltd., stationers and 
printers, Sydney, New South Wales, signed the guest book 
January 22. Mr. Sands and W. R. Granger, Mr. Sands’ 
traveling companion who had expected to participate in the 
call, but was prevented by urgent business, spent four or five 
A brief account of their trip 
Robert Sands represents 


very busy days in Chicago. 
appears elsewhere in this issue. 
the fourth generation of the family in the business which 
dates its founding nearly a century ago. He is a young 
man who gives evidence of being well grounded in sta- 
tionery and printing. He received his preliminary train- 
ing by working six years with another company in a similar 
line of activity. This is his second trip to the United States. 
He expected that upon his return he and Mr. Granger 
would have been absent from Sydney nearly six months. 
Matt M. Corbett, Los Angeles, dropped in for a visit and 
signed the Guest Book January 20. Matt is representative 
Metal Furniture Company Colonial 
His territory is the west, but his office 


of Invincible and 
Chair Company. 
furniture experience covers practically the entire United 
State. Pleasure bent, he has visited most of the principal 
countries of Europe. He was east this time to visit the 
companies whose lines he sells to the trade and for per- 
sonal reasons. 

J. H. (Jack) Hallam of Dayton, Ohio, signed The Guest 
Book January 8. Mr. Hallam represents several manufac- 
turers of stationery and office supplies including the J. L. 
Hanson Company and George E. Fox & Company of Chi- 
cago. He had come to visit them and took time while 
in Chicago to call upon some of the local dealers in the 
interest of the Fox Company. Other lines he carries are 
Compo Manufacturing & Sales Company, Reliance Pencil 
Corporation and Cel-U-Dex Corporation. He reports a 
more cheerful attitude among the dealers and a growing 
sales volume. Mr. Hallam also is president of the Central 
Travelers Club. He 
rates for members of the club at the Carter hotel in Cleve- 


has made arrangements for special 


land, and has negotiations under way in Cincinnati, Day- 
ton, Columbus, Toledo and Detroit. 

Fred W. Gratz of Milwaukee was a visitor on January 11. 
After having sold greeting cards in the northwest for some 
time, he decided to change to office supplies and was in 
Chicago making arrangements to represent an office supply 
manufacturer. 








US PLEASE 


Erroneous Item Concerning New York House 

An item on Page 119 of the January issue of Office Ap- 
pliances reported that the Alcon Typewriter Company had 
renewed its lease at 15 West Thirty-eighth street, New 
York, N. Y. The lease renewal was on the premises at 1 
Park place, New York, N. Y. This business is conducted 
by George Convery, president of the National Typewriter 
and Office Machine Dealers of New York. We regret the 
confusion which was caused. 


EXCUSE 











SO 


Meetings--Conventions--Dinners 


Annual Dinner N. Y. Office Appliance Managers 


The annual dinner of the New York Office Applianc: 
Managers Association to 3 

tion sales contest took place at the Waldorf-Astoria hotel 
n Wednesday January 10. W. B. O'Donnell of 


the International Business Machines Corporation 


1 > 


the winners of the 1933 associa 


evening, 


was 
elected president for the ensuing year; S. W. Sells, of the 


Postage Met 
Woosley f the Yawman and 


pre side nt, and 


Manufac 


elected vice 


Erbe 


o 

a 

> 
J 


( ty turing 
Company was osen as secretary 

members of the association 
ncluded the toregoing and William Allan, Jr \merican 
Salesbook ( mpany Ltd . PI ilip \ Bennett, \. B. Dick 


tional Business Machine 


The reception committes 


Company; E. M. Douglas, Interna 


Corporation; C. J. Farmer, Reiner’s Rotoprint, Inc.; E. J 
Ferris, The Addressograph Company: C. R. Fox, Dicta 
phone Corporatior | Gries, Underwood Elliott Fisher 
Company; Walter P. Lindsay, Remington Rand, In¢ 

John A. Noonan, Kee-lLox Manufacturing Company; R. F 


roducts Company, Inc.; W. H. Roque 
Multigraph Company; ( \ 


mpany: A. J. Z 


Snvder, 


more, The American 


Register ( mnevvlle, 


Monroe Calculating Machine Company 
Speakers, not members: Frank W. Lovejoy, Socony 
Vacuum Corporation; C. F. Price, executive vice-president 


and chairman of General Sales Committee, Remingtor 
Rand, Ime | Fk. O'Brien, Chain Store Division, The Na 
tional Cas Rewists Company, and ( H. Everly, Office 
Appl 
The winning salesmen—guests of honor—included A. EF 
Yaccarin Addressograph Company; A. G. Adamson 
\merican Sales Book Company, Ltd.; George E. Smith, 
\. B. Dick Company, (repeated); John FitzGibbon, Dict 
raph Products Company, Inc.; John H. Lynch, Dicta 
phone Corporation; Charles Eppleur, Jr., Tabulating Ma 
chine Division, International Business Machines Corpora- 
tion; B. R. Walker, Time Recording Division, International 
Business Machines Corporation; Arthur H. Softy, Kee Lox 


Vreeland, Mon 
ldsmith, Mul 


Manufacturing ( (repeated); C. |] 
roe Calculating Machine Company: M. | 


Allen, The National Cash Register 


mpany, 


tigraph Company: R. W 


Company; A. M. Oppy, Postage Meter Company (five times 
vinner in past six years); G. H. Jackson, Reiner’s Rota 
print, Ine Hi. Knauss, Remington Rand, Inc.: R. M. Me 


furn to page 106 please) 


Friends Surprise Joe Hildreth 


executives of the Ester- 


nday evening, January 8, 
Pen Manufacturing 
J., connived and c: 
and other friends to pull off a delig 
party on Joseph H. Hildreth, the 


Esterbrook sales staff, who, having 


On Mi 
ok Steel 


(Chicago tre 


ompany, who were in 


m Camden, N nspired with 


“Bill” Smit! htful sur- 


retiring me mbet 


prise 


f the passed the age 


f three score and ten, becomes salesman emeritus of the 


irgvanization, drawing a satisfactory pension, retaining a 


desk in the Chicago office, but being freed of all responsibil- 


ity He may go and come as he pleases, attend dinners 


and forward his 
Joe is about to live 


and conventions if he wishes, expense 
account Alt 
Riley, and 
alwavs efficient service is the record on which 
situation is ft Vice-President 


Robert Wood of the Ester 


wether we suspect that 


the life of deservingly so Thirty-two years of 
faithful and 
his present enviabl uunded 
A.G 
brook Company 


stillan FE 


days 


Frost and Sales Manager 


were specific in the statement that Joe 1s 


sterbrook man and will remain so to the end of his 


was held in Parlor F of the Bismarck hotel. 


with retreshments, 


Dh party 
\ reception 


the meal was prepared and served in truce 


preceded the dinner, and 


Bismarck style. 


Bill Smith presided and outdid himself as toastmaster in 


the wit, humor and sympathy of his remarks. Each person 


re gard 


took 


at the dinner gave expression to his sentiments with 


to the guest of honor, who, somewhat embarrassed, 


the encomiums without too much discomfort. It was a de 
lightful evening 

Those illowing 

Joseph H. Hildreth, 
Smith, Ace Fastener Corporation, toastmaster; A. G 
Robert N. Wo 
MecFarlan, all of the Esterbrook Com 
Horder, Al. Skibbe, and Walt 
Hancock, Albert Hancock & Co.; Chet 
\llen ( Burberry, 


ompany; George O 


present included the f 
William E. (“Bill”) 
Frost, 


guest of honor; 


vice-president; “ul, sales manager; R. B 
Gingland and H. L 
pany; Harry G er Snelling of 
Horder’s Inc \l 
seversten, Str 


mmberg ompany; Harry 


Commercial Stationery Stevens, Ste 
vens, Maloney & Co.; John Vack and John ¢ 
Vack Company; William The Fair; Mr. Bruner, Of 
ce Equipment Company; Al. Amberg, \mberg 
& Co.; Mr. Morrow of the Ace Fastener Corporation 
Fellow tr Murdoch, 


James Pry (unclas 


urtis, Curtis 
, 
Baar, 


ameron, 


avelers not already named: Harry | 


John Marley, ¢ 


harles Gowdy, and 


* 





MANAGERS 
NEW YORK 


YORK OFFICE APPLIANCE 
WALDORF-ASTORIA HOTEL 


ANNUAL DINNER OF NEW 


ASSOCIATION TO WINNERS OF THE 1933 
WEDNESDAY EVENING, 


SALES CONTEST, AT THE 
JANUARY 10, 1934 


wn 
— 





THE CHICAGO-MILWAUKEE REGIONAL SALES MEETING BANQUET 


sified) John Gilbert and Hobart Martin of Ofhce Ap 


plhan« cs 


Mr. Wood in his remarks referred to Mr. Hildreth as 
“the ablest representative the company ever had,” and con 
cluded with a hearty, “God bless vou.” It was Mr. Frost 
who conferred the title, “representative emeritus.’ All 
present were friends of long standing and expressed then 
selves according to their several reactions 

> 


Chicago Office Appliance Managers Hear Quaker 
Oats Official 


E. F. Terras, manager of the accounting department of 
the Quaker Oats Company, was the guest speaker at the 
January meeting of the Chicago Office Appliance Man 
agers Association, which was held on the twelfth at the 
Medinah Athletic club Mr. Terras for many years was 
purchasing agent for the same company and is personally 


acquainted with many office appliance men. His talk had 
to do with his attitude toward salesmen and the impres 
sions both good and bad which salesmen left with him 


Mr 
tice to see 


that 


Terras began by saying that it was always his prac 
salesmen the first called. He 


should get all the concerning 


time they recom 


mended salesmen facts 


the prospect on the first call so as to save other calls should 


it develop that the concern is not a logical prospect for the 
be able to make a2 more complete presen 


He added that all 


salesmen on their first calls 


near future and to 


tation should a second call be required. 
buyers should be willing to see 
and outline the picture of their organization at least insofat 
as the salesman is concerned. 


Another point which caused many who were present to 


take out their pencils was that the salesman should do his 


He 


wanted to sell him had the 


own ‘phoning recited instances in which men who 


switchboard girl get him on the 


(Turn to page 109, please) 





SALES MEETING OF THE KANSAS CITY, MO., 
BRANCH OF THE COLUMBIA RIBBON & CAR 
BON MANUFACTURING COMPANY, DECEM 
BER, 1933 Seated, left to right B. J. Hotz, 
Mrs. E. R. Spengler, W. E. Matthews, Helen Mc 
Kiernan, R. S. Greathouse, Pauline Lisser, W 
RK. Benge, and Martha Hanson Standing, left 
to right Carl Land, W. W. Epps, E. F. Per 
kins, C. F. Moncus, W. B. Duggan, F. C. Ru 
land, R. J. Simpson, T. G. Duggan and R. C 
Moore, manager, Kansas City branch 

Mr. Moore states that the year closed with 
satisfactory business He considers the ribbon 
and carbon business to be one of the best 
barometers of general business conditions, and 


to that criterion business is recovering 
faster than many people realize 


according 
much 


BY THE TODD COMPANY 


HELD IN THE STEVENS HOTEL, CHICAGO, 
Todd Company Presents New Machine Throughout 
United States 

In a series of meetings which covered the entire country 
during the first week in January, The Todd Company out- 
lined new sales policies and presented to its organization 
the new checkwriter which is described elsewhere in this 
Issue. 


Phe 


country, 


Chicago meeting, which was typical of others over 
D. 
charge reminded import- 
the check Mr. 
the Chicago manager, who presided in the after- 


meeting with R. 
the 


writing equipment, 


as a sales 
He 


sale of 


the opened 


Jackson in men of 
ant steps in 
Ireland, 
noon, called upon all Todd men present for their opinion 
of the outlook for the new year. Everyone was optimistic. 

The new withheld the of the 
afternoon, after which its features were explained carefully 


by Mr. Jackson and A. R The 


men were wildly enthusiastic as soon as they had an op- 


machine was until close 


Todd from the home office. 
portunity to see it and more so when they learned that 
the price was lower than they expected it to be. 

After a briet 


which L. T. 


During the course of the evening, Mr. Jackson read tele- 


intermission, dinner was served, after 


Thomasma of the Milwaukee office presided. 


grams from the heads of other imporiant office appliance 
manufacturers and from the editor of Office Appliances 
congratulating the company on its new model. 

the Chicago meeting were a num- 
Jackson’s former The Safe- 
Mr. Anderson, as spokesman for the 
Safe-Cabinet men, had an opportunity to pay his tribute 


Present throughout 
Mr. 
Cabinet Company. 


ber of associates with 


to Mr. Jackson as an outstanding constructive sales 
director. 

The evening closed with pictures of members of the 
home office organization and scenes in the Rochester plant, 
which were shown by Mr. Todd. 

— 
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Acco Products, Inc., Hold Sales Meeting H. Hyatt, West coast representative; Greenville Davis, Chi 
\ lively. interesting and instructive sales meeting was cago representative; J. W. Cooper, southeastern represen 
held January 4. 5 and 6 by the Acco Products, Inc., Long tative, Atlanta, Ga.; J. Kip Edwards, government repre- 
Island City. N. ¥ \rhis was the annual Acco sales meet sentative, Washington, D. C.; Stanley Woodruff, Pennsyl- 
ing, and the feature of the affair was a trip to Case Bros vania, Maryland, Delaware and New Jersey representa 
mill in His land Park. ( nn where the pressb ard used tive; Lec Paddock, New England representative; \\ Ve 
in Acco products is manufactured The high quality ot Boyd, J. E. McKendrick and R. E. Gorley, metropolitan 
Case | s product is widely : onized New York representatives 
Most of the A men were in New York at the plant th Che meetings were under the direction and supervision 
entire frat « in January. but the sales meetings were of H. D. Snyder, general manager of the company, assisted 
eld at the Hotel Commodore Friday and at the plant in by the home office personnel 
Long Island City on Saturday Early and late there was much enthusiasm and the bene- 
Che regular program was the trip on Thursday, January ts of getting together and discussing mutual problems 
4, to Case Br mill, an all-day meeting at Hotel Comm were emphatically emphasized All the salesmen present 
dore Friday, January 5, and an all-day meeting at the plant returned to their respective fields better able to serve their 
n Saturday. January 6 house and their customers 
[The matters covered included plans for the future, a The men left the Hotel Commodore, New York City, 
tudy of marketing conditions, a discussion of new prod early Thursday morning for the Case Bros. mill at High- 
uct timulatior f dealer operation, the creation of new land Park, with H. D. Snyder, Stanley Woodruff and Le« 
window vorking ut details for better dealet Paddock acting as chauffeurs The beautiful drive over 
ervice and t ang f viewpoints among the met the parkways of Westchester county and through the Con 
tending towa further expat 1 f their new sales plan necticut hills with a stop at Danbury, Conn., for refresh 
nm meeting wit suk favor bv dealers han ments was greatly appreciated Che party irrived at High 
dling A 7, ucts land Park for luncheon served by Case Bros. in their club 
| tter ne the meeting were as follows Charles ( lurn to page 110, please 











CAUGHT BY THE CAMERA DURING THE VISIT OF THE ACCO PRODUCTS, ING SALES FORCE TO THE CASE BROTHERS PLANT IN HIGH 
LAND PARK, CONN THURSDAY, JANUARY 4, 1954 At the upper left are H. D. Snyder, general manager of Acco Products, Inc., and L. W. Case 
ftrothers t the eft = the 


sident r ¢ I \ ver lub hows f the employes at the Case Brothers mill At the upper right is a view of one sec 
f Case B plant. Just below this picture is a group of Case Brothers and Acco Products met In the remaining picture fr left to right 
are A. J. Todd; ¢ \. Goodrict ale anager; L. W. Case, president; R. E. Purinton, and H. E. Cude, general manager, all of Case Brothers 
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NEW WINGS FOR A NEW DAY 


Who can measure the suggestive power of a picture? 





It may tell a story simply and clearly when words utterly 
fail. Pictures of all kinds are now as easily reproduced 


by the Mimeographing Process as are typewritten sheets. 





No special skill needed. Simply trace the design, map or 
chart, and it is ready for printing, with typewriting or other 
matter on the same sheet if desired. Thousands of well-printed 
duplicates hourly, at little cost! Never has Mimeographing 
been such an interesting process as it is today. It has taken 


on new and far-range power. This remarkable improvement 





may mean greater economies and opportunities for your business 


or school. Illustrated Mimeographing is now the thing. Let us 


give you full information today. » » Write A. B. Dick Company, 


Chicago, or see your classified telephone directory for local address. 


MIMEOGRAPH 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Stationers Association 








OFFICERS: 


Harry A. Morgan, Stationers Corporation, Los Angeles, Calif., president; H. T. Griswold, Sanford Manufacturing Company, 
Chicago, Ill., vice-president, manufacturers’ division; Harry G. Horder, Horder’s Inc., Chicago, Ill., vice-president, wholesalers’ 
division; Lou H. Hoelscher, Hoelscher Stationery Company, Buffalo, N. Y., vice-president, commercial furniture division; W. 
E. Hough, Victor Safe @ Equipment Company, North Tonawanda, N. Y., vice-president, field division; Percy Grand, Grand 


& Toy, Toronto, vice-president, Canadian retailers’ division; R. Norman Brown, Brown Brothers Ltd., Toronto, vice-president, 


Canadian manufacturers’ and wholesalers’ division; Charles A. Lent, Brown, Lent & Pett, New York, N. Y.., 


vice-president, bank 


and commercial stationers division: William E. Stockett, ]r., Stockett-Fiske Company, Inc., Washington, D. C., treasurer; W ood- 
son P. Waddy, Everett Waddey Company, Richmond, Va., auditor; C. P. Garvin. Washington, D. C., secretary and general 
manager. 


Regional Governors 


No. 1 Frank H 
Bridgeport, Conn 


Fargo, pany, Birmingham, Ala 


> . No. 5. Jack Fecho, Bur- 
“e - “. = ~~_ae rows Brothers, Cleveland, 
any moe y, me Ohio 
No. 3. William H. Brooks, No. 6G. O. Stevens, Ste- 
Jr, William Murphy’s vens-Maloney Company, 
Sons Company, Philadel- Chicago, IIL. 
phia, Penna 
No. 7. B. J. Bristoll, Koch 
No. 4. William J. Douglas, Brothers, Des Moines, 
Zac Smith Stationery Com. Iowa 





No. 8. Herman Cast, West- No. 11. J. H. Gonyea, The 
ern Lithographing Com- Stationers, Tacoma, Wash 
pany, Wichita, Kans. 

No. 12. Harry J. Stratford, 
Neal, Stratford & Kerr, 


No. 9. William C. Clegg, San Francisco, Calif. 


The Clegg Company, San 


Antonio, Tex. No. 13. T. V. Bell, Thos. 
V. Bell, Ltd., Montreal, 
Canada. 
No. 10. William Mason, 
Jr., Out West Printing & No. 14. John J. O’Brien, 
Stationery Company, Colo- J. J. O’Brien & Sons, New 
rado Springs, Colo. York, N. Y. 


General Offices and Information Bureau—-525 Investment Building, Washington, D. C. 


Place of next annual convention: 


Another Hearing on Stationers’ Code 


\ta nference in Washington on January 11 with the 
leputy idministrator having the stationers’ code in charge, 
an unusual situation devel ped Because of the fact that 
the ation had placed their code under the distribution 
heading, the legal department asked them to have one more 
é 1 ak sure that the matte of lewalitv is take 
care f Therefore n January 26, another hearing 1 
thre ‘ i eld, simy e purpose of clearing ‘ 
. dj 

(rer Vianaw (va I \ that in thei ( nrerencs 
rthe ek ! \ thie id 1 it they were priv lege 
t e¢ | t of the nsumers’ board on the statior 
‘ i vere happ note that no s« us objections 
were é 1 m that board from whom it was ex 
pected trenuous ections would aris Phe 
enera il ‘ and his sociates als saw the rep t 
f the ind plant livisior n the stationers’ 

le and discovered that the nly objection this division 
id was t ’ VISION na wances for used furniture 
It is I is admu ‘ himself 1s pleased witl and 
nterestec ' e used niture provisiotr t is stated tha 
e will submit a brief in answer to the bjection of the re 
sCa il inning divis 1 i nee It 1s declared that 
( ect 1 s 1 t s¢ 1 

Wi irn that the industrial advisory board, through the 
tw TT tria advis < is ipproved the code and that 
e labor provisions have been approved. Mr. Garvin and 
thers W ive been handling the code matter feel much 
pleases ul er ura ilthoug the movement 1s 
slow, thev feel certain that before long the stationery trade 
will have a thoroughly satisfactory code for its future 

| 


Pacific Northwest Association to Meet in June 


} reparat ns irs alreas under way tor the next cor} 
entior .- ‘acitic Northwest Stationers Association 
‘ eld in J June 29 and 30. A large at 
| eX te | meeting will be ighlv educa 
I t dealers all over e district 


Buffalo, N. Y. 


Northwest Travelers Hold Business Meeting 


Che seventh semi-annual meeting of the Northwest 


lravelers Club was held Saturday afternoon, January 27, 
wry hotel, St. Paul 


In the absence of Harry Short, president of the club, who 
was unable to be present because of an eastern trip, L. Ed. 


Friedman, vice-president, presided 


Tribute was paid to Joe Hildreth, a member of the club, 
who retired the first of the vear after a long and useful 
service for the Esterbrook Steel Pen Manufacturing Com 


a life membership card and 


pany Hle was presented witl 
also a box of cigars which he proceeded to pass along to 
all who were there 

Each member was asked to give suggestions for usetul 
club activities. It was agreed to make an annual event of 
the golf game given by the travelers for the stationers. 
Che first was held last summer \ golf committee was ap- 


Pease Com 
Sengbusch Self-Closing Inkstand 
National Blank Book Com 


Associated Stationers Sup- 


pointed including Ed. Cooper of Boorum & 
pany: Merrill 
Harry 


Herbert 


Hasty of 
Spurlock of 


Morgan ot 


Company; 


pany and 


pty ( ompany 


The club members were requested to write to J. Harry 


Jennison, a former member, now operating a restaurant in 


Svracuse, Ind 


> 

Connecticut Valley Stationers 
Stanley McGar, secretary of the Connecticut Valley Sta 
tioners Association, recently announced the opening of the 


1934 season, which took place in Bridgeport on Wednes 


day, January 24. The members of the association met at 
the Algonquin club at 6:30 P. M 
M. R esenting the Ace Fastener Corpora 


Gelfand, rept 
hicago, was the speaker of the evening 
we 


A New Code in the Paper Industry 


The National Recovery Administration has approved 
the code of fair competition for the Paper Stationery and 
Tablet Manufacturing Industry 

Phis ( cle Was siren | by the president 7 December 30), 
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A dealer's success depends 
much upon associating himself 


with a successful manufacturer 


for twenty-five years Corona has been helping dealers to SUC- 
CESS. This year in celebration of Corona's 25th Anniversary the 
company's dealer policy will be concentrated entirely upon this im- 
portant subject. . . . We realize that in your success lies our success. 
We know that you must profit if we are to profit. Accordingly, our 
1934 campaign of promoting sales will be centered around the secur- 
ing of profitable business for Corona dealers through a carefully devel- 
oped campaign of advertising plus a liberal supply of dealer helps. . . . 
For 1934 it will pay you to concentrate on these............eeeeees 


a a + 


TWO LEADERS 











Smith-Corona £60 Corona Four $45 


Including Tabulator Proved Durability 








L C SMITH & CORONA 
SE N 


SYRACY 


TYPEWRITERS INC 
WwW 


E yY OLR K 
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ANAM A, 


THE LINE THAT CAN'T BE MATCHED 





Your 


trained to 


important letters go to men 


resist persuasive thoughts. 


But what their eyes approve, their 


A Panama- 


Its 


minds will tend to favor. 
typed letter is a more welcome one. 
points go across with less opposition. 
It costs your typist no extra effort. And 


it costs you no more per letter. 


MANIFOLD SUPPLIES CO. 


BROOKLYN, N. Y. 
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Theodore Schafer, Vice-President 
116 Nassau St., 
New York, N. Y. 


James P. Ward, Jr., Secretary 
4401 Ravenswood Ave., 
Chicago, Ill. 


APPLIANCES 





W. F. Clausing, President 
231 W. Monroe St., 
Chicago, Ill. 


H. T. Shilling, Treasurer 
642 Liberty Ave., 
Pittsburgh, Penna. 





Board of Directors 


Typewriter Company, Peoria, lll.; R. H. 
Preston, Preston Typewriter Company, 
Knoxville, Tenn.; Deane S. Reynolds 
The Office Appliance Company, Boston, 
Mass.; H. J. Williams, The lowa Supply 
Company, lowe City, le.; A. L. Young, 
The Fred Guy and Young Company, 
Oakland, California; C. D. Bills, Type- 
writer Sales and Service Company, 
Washington, D. C.; Charles Muenze, 
Muenze Typewriter Company, Passaic, 
N. J.; R. E. Huffman, HuFman Type- 
writer Company, Aberdeen, S. D. 


H. M. Halverson, Halverson's Type- 
writer Sales and Service, inc., Kalamazoo, 
Mich.; R. T. Armand, Canada Type- 
writer Exchange and Supply Company, 
Montreal, Can.; Elmer Young, American 
Typewriter Exchange, Chicago; Mrs. 
Jessie |. Taylor, Globe Typewriter Ex- 
change, New York, N. Y.; Walter 
(“Doc"') Hanson, Hanson Business 
Machines, Cleveland, O.; E. A. Glass- 
man, City Typewriter Exchange, 
Rochester, N. Y.; A. H. Kellstedt, Peoria 


Code Activities of National Typewriter Dealers 

Since the last annual convention of the National Type- 
writer and Office Machine held 
discussions of the proposed code and other important mat- 


Dealers’ Association was 


ters have proceeded without ceasing, and President Claus- 
to make 


to independent dealers. 


ing feels able now some comment of importance 


Because the problems of the independent dealers and 


of the manufacturers are not the same, a separate code 


was filed for each. Part of the code of fair competition 
under which local organizations will operate with the pro- 
tection of the NRA is given in this articlk 

Che National Association does not set rental rates, serv 
ice, overhauling and rebuilding charges for local associa- 
tions, because of the variations of local costs and other 
conditions in the different parts of our country. Such 


' 


charges should be determined, therefore, by the local asso 
ciations and National Association, 


local Washington 


was adopted before the Chicago convention and is intended 


sent to the which will 


place the codes on file in Chis policy 


to safeguard home rule in local associations. Dealers are 


requested to read paragraphs 49, 50 and 51, which are in- 
National 


corporated in the \ssociation’s code of ethics: 


one or more 
a radius 
uniforn 


PARAGRAPH 49. In each locality wherein there are 
members of the industry and including other localities within 
szreed upon by a majority of the dealers of such locality, 
seales of prices for each and every operation of servicing, repairing 
maintainine, rebuilding or other mechanical service, including rentals, 
shall be established by an agreement of the majority of dealers in the 
irea and such rules and rates shall be uniformly observed by all 
lealers. Dealers operating beyond the limits of their own locality shall 
make charges unif rm with the locality in which the service is delivered. 

PARAGRAPH 50. Prices to the public for repair, rebuilding or 
maintenance service shall be in accordance with schedules drawn up 
by a majority of those engaged in the industry in any locality, or in 
sccordance with a national minimum scale drawn up and issued to the 


industry by the National Association 
PARAGRAPH 51. Rental rates shall be established and charged 
in the same way as service and repair charges Rental rates to schools 


only to legitimate 
evidence that they 
machine for 


made direct, and shall apply 
provide documentary 
personally are to use the 


ind students shall be 
schools or students who can 
ire students and that they 


practice purposes, 


Abuses can be corrected only by forming local associa- 


tions where each member will have the opportunity to ex- 


press his views and voice his complaints. Elimination of 


abuses may thus eventually be corrected. Locals may be 


two or more com- 
take in the 


district 


formed in any territory where there ar¢ 


peting dealers. Such locals may, if they wish, 


nearest competing towns, so that an entire may 
Che 


hands of two or 


enforcement of a 


operate under one set of regulations. 
should be 


ing members. 


local code in the three outstand- 








SUPER-FILER 


“Successor 
to Files" 


COMING / 


“THE GREATEST IMPROVEMENT IN 
FILING SINCE FILING BEGAN 
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U.8.A. 
SR FABER, Some 2. 


Columbus” 741|-A 


e, 






= *UNTTS YVIS 


American made, in five popular degrees. 
2. Contains the famous A. W. Faber lead. 
3B. Made of the finest Southern Red Cedar. 
4. Hexagon rounded corners with Hexagon Ferrule. 
%. Polished in yellow with red rubber tip. 

G. Newly packaged for outstanding sales value. 


ORDER NOW FROM A. W. FABER, Ine... NEWARK, N. J. 


a Dweover. COLUMBUS 


The Ideal Commercial Pencil 








FEBRUARY, 19 


The National Association now consists of over thirty 
locals situated all over the United States, functioning in 
accordance with conditions in their several localities. 

The New Deal pr vides the opportunity to correct abuses 
in the retail branch of the typewriter and office equipment 
industry. Some of the tireless workers in a few of the 
larger local associations include Ray A. Stone, San Fran- 
cisco: S. E. Neuberger, New York City; A. B. Cole, Port- 
land, Ore.: A. B. Froehlich, Chicago; S. L. Poziski, Min- 
neapolis; Walter (Doc) Hanson, Cleveland; Charles Schott, 
Pittsburgh. Many of the other locals are also showing 
fine results under the operation of their respective local 
codes. We mention the names of a few men whose work 
has been outstanding: A. B. LeFleur, Washington, D. C 
Fred Jonathas, Milwaukee; M. B. Napieralski, Grand 
Rapids, Mich.; W. J. Cronk, Sioux City, Ia.; Art. L. Young, 
Oakland, Cal.; J. C. Erback, Newark, N. J.; J. Lorenz, 
Jackson, Miss 

The Chicago typewriter dealers are now operating on a 
100 per cent cooperative basis, dealers, manufacturers’ rep- 
resentatives and supply houses operating harmoniously. 
The schedule of minimum charges adopted by the Chicago 
local has already been published. 

Che enforcement of the Chicago code is left in the hands 
of three distinguished members who sit at luncheon semi- 
monthly and hear the complaints registered against fel- 
low members, advising them as to the easiest course to 
pursue in eliminating the violations for which they have 
been cited 

The Chicago organization consists of 98% of the legiti 
mate dealers in the Chicago territory, and scarcely a meet 
ing is held with less than 100. This interest is brought 
about by the policy adopted by President Froehlich in al 
lowing each meeting to be conducted by a different mem- 
ber, which makes it a real dealers’ organization 

“In conclusion,” said Mr. Clausing, “let me as president 
of your National organization, extend to you my sincerest 
personal wishes for a Successful and Prosperous New 
Year—a year of better understanding and cooperation be- 
tween all branches of the industry, and all members com- 
prising it.” 

~— 
Some New Carter Merchandisers 

Phe colorful new merchandising devices of The Carter's 
Ink Company, Boston, featuring the new 1934 Carter line 
of VelVet Tempera colors are meeting with success among 
the trade. Under the guidance of Miss Grace Cornell, the 
Carter line has been revised and expanded as already stated 
in a previous issue of this journal. Display material for 
counter use includes a combination color chart and one 
bottle display which serves both purposes. Actual color 
chips make close inspection by customers possible, while 
a spectrum-arranged swatch of color chips shows the deli- 
cate gradation of hues from light to dark. 

An ingenious folding display stand, decorated by silk 
screen process in seven colors, affords the dealer an op- 
portunity to display one dozen of the two-ounce jars 
against an effective and colorful background. Made of 
heavy board, these displays have almost the durability of 
metal The knock-down construction makes possible the 
convenient storing of the display for use during favorable 
scasons of the vear 

> 

Evans Appointed B. L. Marble Representative 

in Northwest 

The B. L. Marble Chair Company, Bedford, Ohio, has 
announced the appointment of S. R. Evans as representa 
tive of the company in the northwest territory, which in 
cludes Illinois and eight other states in the section to the 
north and west of Illinois. Mr. Evans will maintain head 


quarters in Chicag 
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The famous Graffco VISE SIGNALS are 
used for FOLLOW-UPS, to show what letter 
or which piece of literature should go next 
and when; for MAILING LISTS, to classify 
customers; for CREDIT SYSTEMS to show 
good, limited, slow, doubtful or bad accounts; 
for COLLECTIONS, to show accounts over- 
due and how long overdue; for PUBLIC 
SERVICE CORPORATIONS, to indicate 
special accounts or when service is to be dis- 
continued; for FOLLOWING FACTORY 
ORDERS, to prevent delay or “sidetracking”’ 
in any department; for INSTALLMENT 
HOUSES, to show when payments are due 
and what collector has the account ; for KEEP- 
ING TRACK OF SALESMEN day by day; 
for STOCK CARDS, to show when stock is 
low or when new order was placed; for 
EVERY BUSINESS that wants to double 
its working efficiency. 

The Vise Signal (regular size) may also be 
secured printed with the Days of the Week, 
months of the year, Alphabet and numbers. 


MADE OF PLATED SPRING STEEL 








Enamelled in 12 Distinct Colors 


Light Red Light Blue Light Green 
Dark Red Dark Blue Dark Green 
Lemon Pink White 
range Brown Black 













riz ern ase 


Memo for Today ~ 
parte stock 4 oat Vise Sug mals 
Cellule index 


Maptacks, Vise Ch 
Ta 3s; Cth Inder Ta Tabs, and Cellugraf 
Signals. 


Get samples from 


GEORGE B.GRAFF CO. CAMBRIDGE,MASS. 




















LOOK FOR THE 
ORANGE AND 
BLACK BOXES 
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New Rand Mak-ur-own Index Tabs 


All Transparent—the Last Word in Modern Indexing 








i MIS JQ H NSO N The new Mak-ur- 











ANA own is fully pro- 
Tox Sar SNOT R. tected by a new pat- 
Wr Sy A ent dated June 30, 
nae \ ooh rige A es \S FLEXIBLE 

















P= AS THE PAGE 
ITSELF 








creoir $300. 





They are ALL Transparent 


The new Mak-ur-own Index Tabs can be at- 

tached anywhere. If printing or writing comes 
J + 

close to the edge of the sheet the clear, trans- They are Flexible 


parent skirts will not hide any information they 








Mak-ur-own Index Tabs have flexible celluloid 
skirts that bend with the index sheet as it is 
turned. There are no hard or sharp edges to cut 


ANY. INDEX or tear the sheet and shear off the tab. 
ee ) 


INA ~ . ANY INDEX 


L8—— Sy — VS 


4 r A 


They are Foolproof They are Adaptable 


It is almost impossible to put a Mak-ur-own 
“crooked.” The fold in the skirts Mak-ur-own Index Tabs are readily adaptable 
to any system of indexing, and to any additions 


may cover. 








wei ANA 


























Index Tab on 


forms an automatic stop that assures uniform 
or changes that may become necessary. The 


removable index labels permit changing the 
index whenever desired. 


exposure and a straight tab. 


One skirt is made longer than the other, making 
it easy to spread the skirts apart for moistening. 


The new Rand All Transparent Mak-ur-own Celluloid Index Tab is a 
better tab than you have ever sold before. It has no limits of application 
it sells readily from a simple, short demonstration—and it pays you an 


attractive profit. 


A Complete Line for Any Indexing Need 


Six-inch strips, that permit the making of any size index tab desired 
no waste and no skimping. Three extensions, seven colors. 





WE DO OUR PART 2 var ° . ° ° 
Shield Tabs, die cut, ready to attach. Four lengths, one extension, six 
colors. 

Printed Insert Tabs, in 6-inch strips, to be cut apart into individual 
tabs. Sets of 26, 50, 75 and 100 Division A-Z; 1 to 100 Numerical; 1 to 
31 Daily; 12 Months; 52 States and Territories. 


See them—Test them—Send Today for Samples 














FEBRI 


ARY, 1934 
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New Rand Mak-ur-own Index Tabs 


All Transparent—lInstantly Acclaimed by Dealers 





Read These Letters— 


These two letters are typical of the many 
received from dealers who appreciate the 





sales and profit opportunities of this new resaenone ntaer 


and better index tab. 


From all points come letters telling of 
the fine sales dealers are enjoying with 
Mak-ur-own Index Tabs, and expressing 
their appreciation of the price policy 
which the dealer a fair and 
adequate profit on every Mak-ur-own 


assures 


sale. 


The new All Transparent Mak-ur-own 
will increase your index tab sales and 


profits—send the coupon for details. 





OFFrice . BANK OUTFITTERS 


Diorrorr, Micn 





The Victor Safe & Equipment Co., 
North Tonawande, NY. 
Gentlemen: R. w. Tussing - Please. 


We are glad to say that so far the all-transparent 
tabs which we bought from you ere working out 
splendidly. 


You might be glad to know that we have already 
produced 200 or 300 subdivision indexes, and after 
they were made up we rounded the corners and made 
some very fine looking sets. 


So far we believe that this tab is just what we heve 
been looking for, and when business picks up We are 
sure we will be able to use this new tab in larger 
quantities. 


We thank you again for the interest expressed in 
your letter, as well as acquainting us with this 
new iten. 





Prone OOvGi.es 2525 





, “Saag ee 
STATIONERY~ PRINTING 
ENGRAVING + RUBBER STAMPS 


ART, ARCHITECTS -«PHOTO SUPPLIES 





Marui turing Urpts 408-4)2 Jewe St 


SAN FRANCISCO 


Equipment Co., 


North navanda, New York. 

ha = 

We enclose our order for Traneparent Makurown 
Index Tabs. 





e have been handling Makurown Index Tabs for 
a nuaber of years and have found that it has been to 
our advantage to standardize on this one line of celluloid 
tabs. we have strayed from the fold by adding 
temporily a competitive line at a price inducement, and, 
in each case have regretted our action as these lines 
have not been sStisfactory in quality or been backed up 
by national advertising and sales helps such 4s have been 
furnished with the Makurown Line. 





By the aid of one prospect card which wag received 
from your firm, we closed an order which we feel would not 
have been received otherwise, and a profit was made which 
would equal a very satisfactory additional buying profit 
on your tabs. 


Our sales of Makurown have, considering the 
ehrinkage in sales volume of other lines, consistently 
shown an increase year after year. 


Ye particularly lixe the new Transparent Line and 
feel that with ite added sales features we can hope to show 
more volume 4ni continue with our present policy of 100. 
akurown Celluloid Index Tabs. 





Very truly yours, 





642-OUR NINETY-FIRST ANNIVERSARY 1933 
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Advertising Creates Sales 


Advertisements appearing in Colliers, Literary 
Digest and News Week are consistently creat- 
ing new users, new customers, for Mak-ur-own 
Dealers. Inquiries from this advertising are re- 
ceived at the rate of more than 1000 per month 

every inquirer receives a sample and is referred 
to a dealer. Sell the new All Transparent Mak- 
ur-own Index Tabs and get the benefit of this 
advertising for your business. 





THE VICTOR SAFE & EQUIPMENT CO., INC. 
NORTH TONAWANDA, N. Y. 


Please send samples and full informa- 
tion on Mak-ur-own All Transparent 
Index Tabs. 





PUN s's «0k vated about we cane 
 UTPECOT Te Pie 
A OT eS 
AMI i 5 cow oreeane eee ee 





MAIL THIS COUPON— 




























JOHNSON 


PATENTED 
PoOsTURE 
CHAIRS 


poo 


No. 1720W 





The hinged, flexible back is patented. 


Johnson alone has the right to use this ex- 


clusive feature. 


This characteristic is absolutely essential to 
give flexible back support necessary for true 


Posture while sitting. 


Johnson Chair Co. produces a complete line 
with this hinged, flexible back—both in single 
and double post adjustable supports. 


The Johnson Pos-chair for men also em- 
bodies this hinged, flexible back plus another 
feature, also patented. Chair arms are al- 
tached to an adjustable back and move in- 


dependently of the seat. 


If you are not featuring the Johnson Pos- 
chair, you are cordially invited to write for all 
particulars to the manufacturer who has the 
sole right to make this type of Posture chair. 


JOHNSON CHAIR CO. 
1101 West North Avenue 
CHICAGO, ILLINOIS 


Canadian Representative 
Preston-Noelting, Ltd., Stratford, Ontario, Canada 
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Sheaffer Creates Feathertouch “Revelator” 
Fort Madison, lowa, 


The W. A. Sheafter Pen Company, 
has developed a mechanical salesman which they have 
named the “Feathertouch Revelator,” a window and coun- 
ter motion display equipped with two Feathertouch Life- 
time pens, one of which writes its normal stroke, while 
the other pen, turned over, writes a fine, thin line Phe 


machine demonstrates Feathertouch two-way writing and 


the extreme smoothness of the writing at one and the same 
time This motion display when shown in windows always 
attracts much interest. The display tempts passers-by into 


interest on the mer- 


the store and helps to concentrate 


chandise the dealer has for sak 


In the Revelator both pens are held at correct writing 


weight of the pens themselves on the 


with only the 
Chey write the Sheaffer “S’ 


angle 
paper "ona strip of paper that 


moves along as they writ Incidentally, this mechanism 


helps to build sales volume on Skrip, for the easy flow of 


swt tv. Paee lon 


gives 


FOR 20 HOURS 
CONTINUOUS 
WRITING 


ONE STROKE 
OF THE LEVER 
FILLS THE PEN 


SHEAFFERS 


we 





REVOLATOR, AN 


SHEAFFER'S FEATHERTOUCH 

ACTION DISPLAY DEVICE THAT KEEPS TWO 

FEATHERTOUCH PENS, ONE IN) THE NORMAL 

WRITING POSITION AND ONE REVERSED TO WRITE 

ON THE BACK OF THE POINT, IN) CONSTANT 
OPERATION 


Skrip is not neglected in the announcement. The Feather- 


touch Revelator is strongly built, with a wood cabinet and 
When not in 


effectively 


an interesting background operation in the 


window, it may be used as a counter display. 


Many dealers use two of these Revelators 


Thomas Groom & Company Store Seriously 
Damaged by Fire 
Fire which swept through the five-story brick and stone 
building at 103-105 State 
19, destroyed the big stationery stock of Thomas 


street, Boston, on the morning of 


January 


Groom & Company, sol building. The 


occupants of the 


estimated damage was $100,000 The cause of the fire is 


undetermined. 


] 


Immediately following the fire, Thomas Groom & Com- 


pany, Inc., published a notice to the effect that complete 


telephone service and stocks were available at the com- 


pany’s other stores, 148 Federal street and 45 St. James 
They requested customers having work in prog- 
that 


service in rul- 


avenue 


ress to communicate with the salesmen so new 


orders could be started at once. Complete 


ing, binding, printing and other departments was imme- 
through the other stores of the com- 


diately available 


pany 
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BE SURE TO GET 
YOUR COPY OF OUR 


New 1934 
Parts Catalog 






















Our Service Also Includes: 


1 1934 SUPER PLATENS for all makes of typewriters and adding machines. Every 


platen guaranteed for one year. Same day service. 


ALL MAKES OF TYPEWRITER PARTS AND SUPPLIES. 
3 ENAMELING - NICKEL PLATING. We are able to enamel or nickel plate, in our 


own plant, any type of typewriter or office machine. 
4 WELDING. Anything that can be welded. 


5 UNDERWOOD RETYPING 
We renickel, retype and align any Underwood set. 


6 100% REBUILT UNDERWOODS 
The finest rebuilts on the market today. 


7 100% REBUILDING 


Send us your Underwoods for complete rebuilding. 


8 EXCHANGE SERVICE. We will exchange slow moving Underwood models for later 


machines or faster sellers. 


9 CRUSADER GRADE UNDERWOODS 


High quality low price machine which will meet the present day demand. 


10 BLUE RIBBON ROUGH UNDERWOODS 


Personally selected machines, good enamel and nickel. 


Write Today for Parts Catalog 


and Typewriter Prices 


Shipman -W ard 


Manufacturing Co. 
4401 Ravenswood Ave. Chicago, Ill. 
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yy THIS PLATINUM CHANNEL IS THE SECRET OF FEATHERTOUCH WRITING 


<p yetvme’ Teathertouch— 


the most miraculous discovery 
in fountain pen history! 


This is the first advertisement in Sheaffer's 
1934 advertising campaign! It will appear 
in four colors in the March 24 issue of 
The Saturday Evening Post. The entire 
campaign to follow will feature the 
Lifetime’ Feathertouch pen and will 
appear in the Post and 14 other maga- 
zines. All ads will be 4 colors in special 
second and back cover position. 


— - 


SKRIP-GRIP Liquid 
Paste, 15c, 25¢. PARA- 
LASTIK, the new gum 
adhesive; with clean, 
handy Fountain 
Brush; doesn’t curl 
thinnest sheets. 25¢ 





Pen -SKRIP, Succes- e 


sor to Ink. 2oz.. ~ 

4 oz. with Fille ~~ lien 

Well, for cae itl 
easier filling, 25< Oak e 


Write for B klet ‘ ‘ } Sheaffer Pens, $2.75 up 

rite fo OORILE 

"omens | - ae “CHEA Feathertouch Pens, 
Madis astik 


W.A $5 - 
Fort Mac Pens «Pencils * Desk Sets © Skrip * Skrip-Grip * Para-L p 
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Schackne Takes Editorship of U E F News 
The January issue of The U E F News, house organ of 


the Underwood Elliott Fisher Company, bears on tts mast- 





STEWART SCHACKNE 


head the name of Stewart Schackne, who has succeeded 
Ted Swanson as editor of that publication. Mr. Schackne 
comes to The U E F News with both selling and writing 
experience 
~ 
The Stationery Mart—Headquarters for 
Stationery Suppliers 

The Stationery Mart, under the management of James 
lr. Igoe Building Corporation, has issued a booklet of 
printed matter covering the advantages offered by the Sta- 
tionery Mart to manufacturers of office equipment and 
supplies This booklet, which is bound at the top and 
backed by limp board base tells clearly what the Station- 
ery Mart is, what its two functions are, its advantages 
to manufacturers and what stationers think of it. Replicas 


of a number of letters from prominent manufacturing con- 


cerns make interesting reading 

For those who wish to make use of the Mart, there are 
two plans available, one involving a branch office and the | 
other a warehouse and distributing plant. A floor plan of 
the warehousing and distributing service is given and a 


view showing the strategic location of the Mart, which is 
at Van Buren and Jefferson streets, Chicago. 

It is suggested that manufacturers who are interested 
write to the Mart for a copy of this booklet, which they 
will find interesting as well as suggestive 

somimniiiiidieaiiiies 
New Catalogue of Kohlhaas Products 

\n attractive sixteen-page catalogue carrying the words 
“Sorting Devices and Card Systems for Every Business” 
on its cover has been issued by the Kohlhaas Company, 204 
N. Dearborn street, Chicago. Copies of the catalogue are 
available to dealers on request. 

aes 
Davies Vice-President and Comptroller 
for Smith Corona 

Harry W. Davies of Syracuse on January 2 assumed his 
duties as vice-president and comptroller of L C Smith & 
Corona Typewriters, Inc. 

When he reached the office he was surprised to find sev- 
eral large baskets of flowers on his desk which had been 
sent by the Directors of the company, the sales and adver- 
tising departments, his former business associates in the 
tirm of Hurdman & Cranstoun, and other friends and well- 
wishers. Hurdman & Cranstoun sent him a handsome desk 
fountain pen set. He also received a number of letters and 
telegrams congratulating him upon his position and wish 
ing him good luck 

Since January, 1933, Mr. Davies has been the acting 
comptroller of the company, dividing his time between that 


position and the firm of Hurdman & Cranstoun, nationally 














"V Neck” 


for easier attaching 











Bow Legs 
for firmest Attachment 
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©... Edges 
for easiest sliding 


on heavy cards 

























Thinnest 
Stainless Steel 
durably enameled 














VISIBLE 
RECORDS 


for Speed and Accuracy 

Cook’s Signals are 
recommended by sys- 
tem specialists to clas- 
sify or follow up impor- 
tant data—each color 
flashes facts. 


Here is a profitable re- 
peat line—There are 8 
styles in twelve bright 
colors, also printed sets. 
Order from your whole- 
saler or direct. Write 
us for Free Salesman’s 
Color Card of samples. 


THE H. C. COOK 
COMPANY 


14 Beaver Street 
Ansonia, Connecticut 


COOK'S = 
STAINLESS STEEL 


SIGNALS 
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Your Customers Want 


HOTCHKISS 


(IT NEVER PAYS 
TO SUBSTITUTE ) 













Stapling Pliers 
H 54 BW 


In the 45 years, that 
has known 
and used HOTCH- 
KISS STAPLING 
MACHINES, the cu- 


mulative force built 


business 


up by Hotchkiss 
for Hotchkiss is 
tremendous. It 
should not be overlooked when you feature 
paper fasteners and staples. It means that 


imitations your 


although there be 
customers know Hotchkiss products best 
and Hotchkiss products most. It 


means that substituting may lose good will 


may 
wanl 


and business. 


Hotchkiss Machines and Staples are easier 
to sell, offer no sales resistance, turn over 
faster and pay better profits. There is a 
Hotchkiss Stapling Machine and genuine 
Hotchkiss Staples for every business need. 
Hotchkiss gives you the most complete 
line, the known line, the money line. Con- 
centrate on that line and do a better busi- 


ness, 


for information on all 


Hotchkiss 


Write 








Machines 





The 
HOTCHKISS 
SALES COMPANY 


Norwalk, Conn. 


HOTCHKISS 


Stapling Machines & Staples 


Vodel 14 
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known certified public accountants, in which he was a 
partner He will now give his entire time to the type 
writer company 

Mr. Davies is a native of White Plains, N. Y. He studied 
accounting at the Pace & Pace Institute, New York City, 


after which he was employed in the Citizens’ Bank of White 
Plains, later becoming Deputy Commissioner of Finance of 


of his term he became affliated 


that city \t the expiration 
with Perine & Nichols, public accountants of New York 
For the past fourteen years he has been associated with 
Hurdman & Cranstoun, having been made a partner in 
1932. For the past ten years he has been in charge of the 
Syracuse branch of that company 

As comptroller, Mr. Davies will have charge of account 
ing, general home office employees and finances 


—_ 
Whittle Poor Takes Mohican Line on West Coast 


Whittle Poor, who is well known on the Pacific Coast 
and in the west generally, is the new representative on the 
west coast of the Mohican Pencil Company, Philadelphia, 


—_$_<_<_$_<_<—$— $< $< $—$—<—$— —_—$— —_— ——_—_—_———— 





WHITTLE POOR 


Penna. Mr. Poor represents the company in California, 
Washington and Oregon For a number of vears, Mr. 
Poor was district manager on the coast for the Denni- 


son Manufacturing Company 


a 

Royal Portable Sales for December Break Records 
December business exceeded every previous Royal port- 
established by W. 


rtable Department of the 


ible sales record, Such was the situation 


J. Montgomery, sales manager, P: 


and his age 


Royal Typewriter Company, ressive organiza- 
tion of dealers and field representatives 

“The entire organization, including myself, are greatly 
pleased with the record we established in December,” 
stated Mr. Montgomery. “I want to take this opportunity 
to thank every Royal portable dealer for the part he has 
played in achieving this gratifying success, and at the 
same time to point out the many possibilities which the 
coming year holds out for us. Our December record, I be- 


lieve, is just the beginning of a period of greatly enhanced 
activity and increased Royal portable sales 
—_ 
An Attractive Chair Catalogue 
The Tavlor Chair Company of Bedford, Ohio, have just 
issued a useful catalogue containing sixty-six pages, de- 
scribing the company’s line of office chairs, installations, 


et This is known as Catalogue No. 117 and should be in 
the hands of all dealers interested in chairs 
Pictures are shown of widely known office buildings in 


rked out the answers 


striking 


which The Taylor Chair Company w: 


to various seating problems, The catalogue is of 


appearance and is very thorough in the treatment of its 


subject In going through it, we bserve two or thre¢ 


some tables, etc., all of attractive design and finish, 


desks, 


in addition to the manv stvles of cl 
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Sense 


“Now I aint an advertising man and I 
don’t know nothing about it. but I do 
knew this. When a duck lays an egg it 
just gets up and goes away and don't say 
nothing about it. But when a hen lays 
an egg she makes an awful commotion 
about it and thats why there is more call 
for hen’s eggs than ducks eggs. It's ad- 


vertising. and you got to let folks know 





what vou do.” 
Seth Parker 
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size filing folders from a concern right in your own 
town. Makes your blood tingle just a little more 
than it hag in the past two or three years. Just.to 
make sure, you wire your manufacturer for present 
prices and you go to your prospect with quotation 
and high hopes. Next day you get a crimp put in 
that enthusiasm you had, when yeti are told the order 
has been placed elsewhere. ing, you find 
one of the manufacturers f, whein You buy some 
oods, has come in and¢ «' Gr prospect direct, 

getting the business at regular retail 
Selling price for th quam * About then is when 
yeu start looki ior a manufacturer who 
_fias the stamin intain a policy of selling thru 
‘the dealer only. “Weis has maintained this kind of 
a policy for 25 years, and we don’t bust in and put’ 
crimps in your efforts. If you want to experience 
the pleasure of dealigig with a manufacturer who 
“only, write us and let us tell 
line is bie enough so you 


Ah, ng request for price on ten thousand letter 






















Monroe Sil Michigan 


A. H. Denny, ine:; 856 Broadway 
Associated Stationers Supply Co 
Adams, Cushing & Foster, Inc 
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Read It Again 
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Warren Ohio, July 19, 193 


















The Weis Manufacturing Co. 
Monroe, Michigan & 


Gentlemen: . 


We are in receipt of your letter¢ 
advises us that the cost of preparati 
covered by our order No. 9099 did not 
had estimated that it would in quot on 
and that you are billing it, therefor at @ 
than that which you quoted us. peas 











Please be sure that we apprecia 
very real courtesy on your part in voluntarily giv 
the benefit o lésserscest, We are well aware that 
you coul arged us the quoted price without 
question, and your honesty ir i i 
merits or mog 












5 increase, if possible, the 
hold The Weis Manufac- 






Yours very truly, 
Warren Office Supply Company 
by Albert C. Andrews, Manager 















































y yy 4. . 4 Wh Yj 1 Yo Wi Wn ELE Ls te y tii We Why Yittj) Wp YItth 4 Y Yi) WlhMéMaae Vili Wo L tll Ye, the U oss Mommie, UU iy Wy UY, % 
4 Y, LY Y we “” , on = etoen va tna, 44, Uj, * 
 G UU , yy ppl Wray, GG } 
4 4 y iy Wy oO Ye ; 
Y, 44h Ml” “fs Wi #4 
1 Ty ’ ff Y . My 
yf Uy J Y/ Yy Y D 
¢ 4 ‘Y 
Y iy / Y , 
wa 
Y Mi ; yy j 
4 WHILE CCx_xxxx,.2n.,... chloccaAKAAACccCCCEEEC cece ddd eceeeecceccdecdddddeddeeeeeed decades Wil“, 
/ Yy : ; 
Yy Os, 14 
Yy % wi 
Yj & ant - ‘44, 
7 = - 
: ae ; / 
ae > - - 
; - | : 
y y bse — at 
4 Z 7 - 
y en 
y Y 
Y 4 7 ; ; 
] Oy 
y . f 
hd ) 
a ” ' 
J ne i # 
L, ; 
y} = ; 
Gi iy 
44 baal . j 
y oe 5 if | 
~ 424 
“a = 44 4 
set. = Z 
7 ‘ 
°@ 
), 
Y 4 
Y, 
Y 
j 
Y Z 
yy 
ai y 
Uy, ‘ Y 
“Y& 


4 
4 


4 Log 


é Yb lds 
f Wy Y 

/ [oe 
Y 4 ty A ip LD, 
Af py rng Fen% 
hb Uj» Ctl ty D> Ue @ 

Z 4%, 4 "% Va 

l bY (4 Op, Ze * 
, Up) Vass iil 


bn Ys 





“444 y y 
g Y ‘y 4 
Y/ ‘ J A by am, 4 
er a, ry Y Me 
ts ’ 9 May np %Y , 
——— "me all 4 Ch Vy 
>. be. py — ; , , ¥ =~ 4 
7 Ve 4 Z ty 4 ny 
0.4 Bam WU Nyy LO cc cc ccd eaaaddddeassaddda 4 Wt 4 th 
- - - 





FEBRUARY, 71 
9 
5 : f y ; 
i J i" 
] L4 —— oe i l if ee 
While the World Marked Time... .. Underwood Elliott Fisher Marched On! 


: ...AND SO 


WE’RE READY.. 
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T was inevitable...this sudden 
I insistent demand for office ma- 
chines. It was certain to come just 
as soon as GOOD BUSINESS re- 
turned from its three-year holi- 
day. And so all during the DARK 
THIRTIES, while the rest of the 
world marked time, Underwood 
Elliott Fisher marched on... its 
factories transformed into gigantic 
laboratories... refining, recreating 
its entire office machine line. 

And so today, Underwood Elliott 
Fisher, largest manufacturer of type- 
writers and accounting machines 
in the world, is ready...with new 


models of Underwood Typewriters 


...with new models of Underwood 
Elliott Fisher Accounting Ma- 
chines...with new models of Under- 
wood Sundstrand Adding-Figuring 
Machines. Engineered up to the 
very last clock-tick. Capable of 
meeting the business machine 
needs of today. And one thing 
more. Underwood Elliott Fisher 
is ready today with new com- 
pany-owned and country-wide 
service facilities that are placed 
unreservedly behind every Under- 
wood Elliott Fisher machine. 


UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters « Accounting Machines « Adding Machines 
Carbon Paper, Ribbons and other Supplies 


342 Madison Avenue, New York, N. Y. 


Sales and Service Everywhere 


See Back Cover 


{ Listen to "'The Voice of America’’ Thursday Evenings, 8:30-9:00 E. §.T.—Columbia Network — Key Station, WABC, New York } 


Specds the worlds business 


UNDERWOOD ELLIOTT FISHER 
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old 1928 C 
You may have to hunt 


Miss Jones-| want that 
arson claim 








for it, but get it as 
SOON as you can. 

























PROVED BEST FOR STORAGE FILING 


Why, | can find itin \z 
less than five minutes. ! « 
You know we are using 1. ™ 


the LIBERTY Storage 
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BY OVER 15 YEARS OF USE 


For more than 15 years, LIBERTY Boxes 
have been leaders in their field. Weigh that 
fact and you will realize that this leadership 
can mean only one thing—LIBERTY Boxes are the 
best solution of the storage filing problem. Our 
records show that LIBERTY Boxes are used by more 
than 53,000 banks and business organizations—they 
far and away outsell all competition combined. That 
is further proof of their superiority. In the final 
analysis, users are always the best judge of quality. 
And because LIBERTY Boxes sell best, they are best 
to sell. Per dollar invested, LIBERTY Boxes are one 
of the most profitable lines you can handle. So what? 
The answer is it pays to push LIBERTY Boxes. 





LIBERTY Boxes have the great advantage that they 
are all-year sellers. [It would be easy to name scores of 
LIBERTY distributors whose sales extend over every 
month of the year and whose sales totals have mounted 
steadily year after year. Some LIBERTY distributors, 
even in the face of unsatisfactory business conditions, 
last year almost doubled their volume of LIBERTY 
sales. Now is an especially good time to solicit new 
business and repeat orders from old customers. If 
you are not using the LIBERTY Box selling plan, write 
us for information. Many dealers have proved its 
worth in building sales. Emphasize the four important 
LIBERTY Storage Filing Box advantages illustrated 
below. 


BANKERS BOX CO., INC., 536-538 S. Clark St., Chicago, Ill. 





LIBERTY 
BRoxes mean 

iling and 
easy finding. But 
they mean more 
than that they 
semi-seal, no tying 
wv” untying, and so 
give absolutely safle 
storage. They save 
space, time, mone 
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Hake Goes with Johnson Chair Company 


Edward A. Hake, who f 


rr the last fifteen years has rep 
resented the W. H. Gunlocke Chair Company in Eastern 


Pennsylvania, Delaware, District of Columbia and Eastern 


Maryland, resigned his position on January 1 to accept a 


similar post with the Johnson Chair Company and the 
Clemco Desk Manufacturing Company, both of Chicago 
He will continue to cover the same territories which he 
traveled with such success for the Gunlocke Chair Com- 


pany 


a 








THE THREE LEADING SALESMEN OF PORTABLES IN THE 

ROYAL TYPEWRITER COMPANY'S STAFF OF FIELD REPRE- 

SENTATIVES Left to right Harry Thor, John Campbell, and 
Ellis G. Bishop 


— 
New Book Slate Price List 


The New York Silicate Book Slate Company of New 
York City and Hoboken, N. J., has just issued a new cata 
logue and price list of silicate book slates for lead pencil 


use; for slate pencil use, and panel tablet slate for lead o1 


slate pencil us Other interesting items are the Seloc 
glass blackboard, Seloc slate blackboards, silicate veneer 
blackboards, stone slate blackboards, cork bulletin boards, 
silicate wall blackboards, silicate revolving blackboards, 
roll blackboards, blackboard cloth and various appliances 


such as dividers, binders, crayon holders, erasers, etc. 


> 
Dr. Bunting Returns to Publishing Field 
H. S. Bunting, founder of The Novelty News, has re- 


turned to the publishing field. He established The Novelty 


News in 1905, and ntinued with it until 1927, when he 


sold his interests. Novelty News has been succeeded by 
Premium Practices, 420 Lexington avenue, New York, 
N. } 

Bunting’s Novelty Mart is published at North Chicago, 


Ill., devoted to business promotion; specifically to speeding 
business through the use of premiums and advertising 
specialties. The first issue, January, 1934, comprised forty- 
eight pages and cover Representative campaigns based 
on premium and specialty advertising are described in the 


first issue of Bunting’s Novelty Mart 








‘You can fool some of the 
people all of the time, and 


/ 


all of the people some of 
the time, but you cannot 
fool all of the people all of 
the time.”’ 

Abraham Lincoln 


QUALITY and VALUE 


The wide price range of the 
M&V line will assist you to meet 
the budget plans of your trade. 
Do not try to fool anyone by 
offering bargains. Furnish them 
typewriter ribbons and carbon 
papers that assure full value for 
every dollar. Our reputation for 
Quality and fair dealing is un- 
challenged and dates back to 1888. 
It is a recognized fact that the 
integrity of the maker is always 


the best guarantee for the product. 


The “M&V” Service Dept. 


is prepared to assist and protect 
the distributors of “‘“M&V”’ type- 
writer ribbons and carbon papers. 
WRITE for catalogue, prices and 


complete information. 


MITTAG & VOLGER, Ine. 











PRINCIPAL OFFICE AND FACTORIES: 
PARK RIDGE, N. J. 


AGENCIES THROUGHOUT THE WORLD 




















Build up your 
BUSINESS 

and add to your 
PROFITS 

by selling 
CHAMPION 


tongue clasp 


ENVELOPES 


33 stock sizes in 32 substance 
No. I Kraft or Jutex Manila 


Buy direct from one of the largest man- 

ufacturers in the country at the right 

price. We will sell a box or a carload. 

There is a large volume of these being 

used. Are you getting your share of 

this business? Buy right and make a 
profit. 


For Samples and Prompt Service Address 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart, Chicago. 
Factories and General Offices at St. Paul 
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Woodstock Afield Blankets Quota 


Distributors and district managers the Woodstocl 
[Typewriter Company competed in November and Decem- 
ber, 1933, for prizes The action ot t contest was switt 
and resulted in billing during those months of more type- 


writers than in any previous like period in their history 
Among the district managers the following made highest 


howings: H. G. Swenson, district manager tor Oklahoma 


and western Kansas, first prize; C. L. Jones, district man- 
ager for Louisiana, Mississippi and Arkansas, second prize 
E. J. Duquette, district manager for the New England 


states, third prize; F. E. Feigle, district manager for Nort] 
lexas, was in fourth position 


Che dealers of the We odstock organi 


in three divisions; a prize was awarded to the winners ot 


nwere grouped 


rst and second places in each division: First division, M 
H. Smith, Providence, R. 1.: Wm. ¢ Huber, Ft. Wayne, 
Ind.; W. B. Ellis, Houston, Texas Second division, H 
Lowell Smith, Manchester, N. H.: B. A. Kintzel, Dodge 
Citv. Kansas: W. O. Svnnamon, Wichita, Kans Third 
division, Hall Fixture Company, Meridian, Miss.; Enid 
['yvpewriter Exchange, Enid, Okla.; Melody’s, Streator, III. 

This contest was a hard fought battle between the dis 
tributors from beginning to end These men were suc 
cessful in finishing in their enviable positions only by 
breaking all previous records. In most cases distributors 
who were in first and second places at the end of Novem 


ber were superseded by others in December. Messrs. Kint 


el of Dodge City, and Hall of Meridian, mad particularly 
good records in winning first and second places respec 
tively These men are newcomers to the Woodstock o1 


ganization 
ae 

Aluminum Token Commemorating New U-P Train 

An aluminum alloy token has been distributed by the 
Union Pacific System to commemorate that railroad’s new 
high speed streamlined passenger train. The alloy of the 
token is representative of the metal used in the train itself 
The face of the token shows the train running at speed 
the obverse reads: “A sample of the aluminum in the new 
Union Pacific Train; Built by the Pullman Car & Manu 
facturing Company; Aluminum Company of America.” 


\ total of 1,000,000 of these lucky pieces has been coined, 


for distribution to school children, and to visitors who se¢ 
the train on its exhibition tour four tons of metal were 
consumed Im ce mpleting the order tor thes tokens The 


coin 1s a fine specimen of die sinking 
> 
New Stationery Store at Seattle 
Featuring office supplies, a modern and efficient siore 
and plant have recently been created by the Reliable Print- 
ing & Stationery Co., at 114 Seneca street Che firm was 
originally founded by E. J. Moyes in 1914, at Second avenue 
and Marion street, Seattle, but in 1927 the business moved 
to Vashon Island, only recently moving back to take up 
a new location at the Seneca address, where Arthur FE 
Harling is now president and general manager of the com 
pany. W. E. Carpenter, the production manager, produc 
ing a sizable volume of new business, has been with thy 
rganization since its inception twenty years ago—CML 
sti 
Baker Joins Crown Ribbon at Toledo 
James E. Baker has been appointed a salesman for the 
Toledo branch of 


the Crown Ribbon & Carbon Manufac 
turing Company, Ro 


hester, N. ¥ In reporting this addi 
tion to his staff Deane W. Parker, Toledo manager for the 
Crown company, stated that Mr. Baker was formerly pro 
fessional at the Spuyten Duyvel, Bay View Park and Put 


in-Bay golf courses 
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0b Oo MORE PROFIT ON 


uritan Brass Pins 


When price, and price alone, ruled sales—many a _ business 
house bought cheap steel pins. But experience soon proved 
the superiority of brass pins, rust-proof and dependable. Today, 
as business gets back to normal, the trend is back to brass .. . 
mY back to Oakville Puritan Brass Bank Pins. Take advantage of 
this trend and you make an average of 30°) more on every box 
of pins you sell! (That’s the profit difference between brass and 
steel.) And between brass and Adamantine (Iron) it’s 40°.) 
If the customer must have cheap pins, give him Defender Steel 
Superplated or Oakville Adamatine (Iron) grades .. . the best 
values for the money, bar none. Puritan, Defender, Oakville 
(\damantine are all members of the famous Yellow Box Line. 
When you order your next supply from Oakville, remember the 
profit difference between brass and steel superplated pins or 
Sina \damatine (Iron). 





rq OAKVILLE COMPANY OAKVILLE-AMERICAN 











PIN DIVISION 
I: DIVISION SCOVILL MANUFACTURING COMPANY : 
_ WATERBURY, CONNECTICUT Fy ¥ 
ud 
the Utility Gifts of Metal 2 
I] Pins, Clips, Fasteners, Thumbtacks, Tak-a-pins, etc. Sy ie 
OE ETT = aaa ' a acteliiaias Uring & 
CHICAGO NEW YORK SAN FRANCISCO AEG. US. PAT. OFF. 





Oakville* 
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Bassick OFFICE CHAIR CASTERS 
FLOOR PROTECTION EQUIPMENT 








This attractive and practical display will create sales 


in your store of Bassick floor protection equipment. 


We for Bassick catalog No. 113 — prepared 


for office supply dealers . . . and complete infor- 
mation regarding the demonstration display block and 


how to obtain it. 
There is an opportunity for every progressive 


office supply dealer to develop a profitable 


volume of business on Bassick products. 


THE BASSICK COMPAN Y 


BRIDGEPORT wr 
es connecticur © 
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McCormick Addresses Syracuse University Students 

Branch Sales Manager James B. McCormick of L ¢ 
Smith & Corona Typewriters, Inc., recently gave an ad 
dress on “Sales Management” at the College of Business 
Administration of Syracuse University 

Mr. McCormick described the sales organization of the 
company in connection with its various products he « 
Smith office typewriters, Smith-Corona and Corona Four 
1 adding machines and Vivid 


portable typewriters, Coron: 
duplicating machines. He outlined methods of recruiting 
salesmen, methods of compensation for salesmen and 
branch managers, quotas, budgets and controls, the prob 
lem of exchange machines, and many other interesting 
points about the organization 

Incidentally, Mr. McCormick predicted that 1934 will b« 
an excellent year for the typewriter business. During the 
latter part of 1933 he visited a number of branch offices and 
found the managers hopeful and enthusiastic over the pros 
pects for the coming year 

_— 
Mohican Pencil Company Offers New Sign 

The Mohican Pencil Company of Philadelphia have just 
introduced an attractive and colorful electric display fea 
turing their popular Seneca pencils 

This display is 8 x 15 inches in size, is substantially con 


structed of metal A light showing through the painted 





ELECTRICALLY LIGHTED SIGN OFFERED DEALERS BY 
MOHICAN PENCIL COMPANY 


parchment screen produces a very effective sign Phe 

display is completely equipped with an electric bulb, cord 

and blinker attachment, and is ready for immediate us¢ 
These displays are given without charge to customers of 


the Mohican Pencil Company who are handling the Seneca 


line of black lead and colored crayon pencils 
> 
Los Angeles Stationer in New Home 
The name of the Locus Stationery and Printing Com 


pany, commercial and social stationers and printers, has 
been changed to Henry I. Locus, Inc., and the store has 
been moved from 723 South Hill street to 746 South Broad 
wal The telephone remains the same as heretofors 
Vandike 7197 


The formal opening took place on Friday, January 5 


~~ 
“The Strain of Zigzag Reading” 

\ mailpiece from the Remington Typewriter division of 
Remington Rand Inc., Buffalo, N. Y., features the “Line 
A-Time” copy holder. It contrasts the streamline reading 
secured through the use of Line-A-Time, with the zigzag 
road the stenographer’s eyes travel when the notebook is 
flat on the desk, and the eyes hover between the notebook 


and the line appearing on the typewritten pag« 


77 








HERE'S WHY 


(Peerless 


SECURITY 


KEYS 


Mean More Money 
For You 





DIAMOND in a loose setting is soon 

no diamond at all—and it’s the same 
with typewriter keys. A key top that turns 
or slips in the base soon works loose and is 
worse than no key at all. 
That is one reason why PEERLESS 
“SECURITY” RUBBER TYPEWRITER 
KEYS are leaders. A hard rubber collar 
fused to the key top and fitting the base 
snugly, permanently protects Peerless 
“Security” Keys from turning in the base 
prevents discoloring of the typewriter key 
makes typing more accurate and pleasant. 
(And with the exclusive Peerless “Security” 
feature you have in Peerless the most com- 
plete line sold through dealers to offer to 
your customer. Adding and billing machine 
keys, cash register keys, twirler rings, cush- 
ion feet and pads are included in the 
Peerless line to insure greater sales and 
more profits. 
\dd that the Peerless dealer policy means 
selling only through the trade, no direct 
sales, and all inquiries referred to the dealer 

and you will realize why 4 out of 5 lead- 

ing dealers sell Peerless Keys, why you 
should sell them, too. 


Send the coupon for sam ple Ss, prices and details. 


PEERLESS KEY CO., Inc. 


Manufacturers of the only complete line of 
R rubber keys sold through dealers 


g™ 176 Fulton St. New York City 
aeneneranancenes Ep IU Ol caceetieccee 
PEERLESS KEY CO., Inc., 
176 Fulton St., New York City 
Please send me full details on what the Peerless Profit policy 
is, how it will benefit me, and a sample of the new Peerless 
“Security” Typewriter Key 
ree VTevrTreTTiTt sy ee 


Firm ... oe beweetaee 0eo 660600600848 688 


Addre SE wostscosesesessess Coeeereeseeseeeseseses 
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BATE Y 


IN A PERFECT 3-POINT LANDING 





Ano there are three safety points to remem- 
ber when you order pressboard guides and fold- 
ers—density, strength and finish. 


To be absolutely sure that you will get Genuine 
Pressboard, include these specifications in your 
request for quotation: 


Genuine Pressboard has a density of 
1.4 or greater. Board pressed down 
to this density is hard and rigid and 
will stand up longer than any imita- 
tion pressboard—no broken corners 
—no broken tabs. 


DENSITY— 


The minimum bursting strength of 
Genuine Pressboard .025” thick is 
not less than 260 pounds per square 
inch, Mullen test—stronger than any 
imitation board. 


STRENGTH— 


A uniform, glossy surface—no high 
and dull spots—resistant to wear. 


FINISH 


Be safe. Specify Case Brothers Genuine Press- 
board and you will get the genuine product pos- 
sessing these standard qualities. 


Compare 
CASE 
Quality 


ROTHERS, INC 
4 
BR ins, INC. 


Highland Park, Conn. 





CASE 
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Victor Adder Progress on the Coast 


Word reaches us from William Tonkin, western sales 
manager for the Victor Adding Machine Company, 1168 
South Hill street, Los Angeles, Calif., that he is well satis 


e west coast for several reasons. He is at home 


+} 


more, and is making money Business is improving, both 


at Los Angeles, and for the agents in the western sales 
division \ number of agencies made quota for the last 
juarter of 1933 The organization did as much business 
in the last six months of 1933 as was written the last six 
months of 1932 and the first six months of 1933 

Points which have done very well are Seattle, Wash, 
Cacoma, Wash., and Pocatello, Idaho. All points have sent 


in business im tncreasing amounts: as a matter ot tact, 


western headquarters is hearing from agents whom Mr 


Tonkin thought had decided to retire 
J. L. Jackson, who was Victor agent at San Francisco 


the past five vears, has been transferred to the Victor office 


at Cleveland, where he 1s manage 


W olte rs, 


man 


The new manager at San Francisco is L. ¢ 
successful record as an ofhce equipment 


Wolters 


companies, and the 


who had a 


many years in Hollywood. Mr was formerly 
Royal 


Othice 


with the Remington and the 
\pphance Com- 


Victor office 


past SIX years was a partner in the 


pany of Hollywood. He was appointed to the 


at San Francisco December 15, 1933, and has already 
started sending in orders to the western division head- 
quarters at Los Angeles 
; a 
Grand Rapids Typewriter Concern Moves 
The Ofhcee Equipment Company, formerly at 33 Foun 


Mix h . 


company has exclusive on the 


tain street, N. W., Grand Rapids, has moved to 129 
N. W Che 


Smith 


(Ottawa avenue, 


following lines m: % typewriters, Corona type 


writers, and Vivid duplicators. It also carries a complete 


line of L. ¢ 


and shop rebuilt, reconditioned and used machines. The 


Smith and Corona factory rebuilt typewriters, 


company’s line is almost exclusively L. C. Smith machines, 


well established tu 


as tl at product 1s the (srand Rapids 


territory 
Dunn, 


The personnel of the company comprises A. F 


owner: L. C. Vincent, manager; R. L. Portfleet, secretary: 
Henry Stob, 


Mi Mann, THC hank a \ J 


foreman ot service department; rank 


Gilbert, auditor 


o> 
Bastow Accumulates Optimism on Recent Trip 


Robert Bastow, sales manager of the portable division ot 
ia & | 
atter part of December number of 
ranches, Buftalo. Miiwaukee, 


Minneapolis, Winnipeg, Des Moines, Omaha and Cleveland. 


Smith rrona Typewriters, Inc., returned the 
from a trip to a 
| 


including Detroit, Chicago, 


Mr. Bastow reported that the sales and advertising efforts 
November and December 


Moreover, the re- 


put forth on the Corona during 


resulted in greatly increased business 


introduction of the Corona Four proved to be a popular 
Move 

Fron ill indications, My Bastow savs, 1934 will be a 

d vear for the portable typewriter business 
> 
W. L. Marker Injured 

William 1] Marker, general manager f the William 

Marker Equipment Company, Battle Creek, Micl was 

painfully injured while driving from his home in Kalama- 

to Battle ¢ reek, and was taken to the Leila Post Mont 


mery Battle Creek, where it was expected 


hospital at 
that e would have to remain for eight to ten weeks 
He suffered a broken arm and a broken hip bone and pelvis. 
Marker’s rec 


be rapid and extends sympathy in his affliction 


Office Appliances hopes that Mr overy will 
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MEET “SLIM JIM” 


THE NEW 
NATIONAL 
LOOSE LEAF 
MEMO 








—— "SS 8 8 


CONTRAST “SLIM JIM” MEMO 
WITH ORDINARY MEMO 


_ # 
= 8 


nexttoyour watch | 
your closest friend 





“Slim Jim’ Memo fills a real need. It is just 
what users have long wanted—a thin memo No. 6090A 
that prevents “pocket bulge,” yet gives all the © Unique counter display sells ‘Slim Jim” Memos on sight. 
convenience of a real loose leaf memo. ES a 

“Slim Jim” is wafer thin, weighs one ounce. Its rings open and close in a jiffy. 

Smartly dressed in colorful leather and imitation leather covers, with snappy metal back, “Slim Jim” has 
a dapper appearance that sells on sight. 

There is a universal market for “Slim Jim’’ Memos. Everybody is a prospective user. A\nd its price 
is right—’’Slim Jim” retails for 25 and 50 cents. 


Order the self-displaying assortment illustrated above. It comes to you ready to go to work. 


CONTENTS OF DISPLAY ASSORTMENT NO. 6090A 
Each Book complete with 25 leaves faint ruled Yorkshire Bond paper. 


24 Imitation Leather Books, 4 Black, 2 Blue, 2 Green 12 Genuine Leather Books, Assorted Colors 
8 No. 6190 914" x 2” 4 No. 6090 214" x 2” 
8 No. 619014 2144" x 3” 4 No. 609014 214" x 3” 
8 No. 6191 214" x 4” 4 No. 6091 214" x 4” 
RETAILING AT 25 CENTS EACH RETAILING AT 50 CENTS EACH 


List Price of complete Assortment $12.00 Subject Your Usual Discount. 
Extra Fillers Available. Write for Complete Information. 





erry - NATIONAL BLANK BOOK COMPANY 


Bound Books—Loose Leaf—Visible Records—Machine Bookkeeping Equipment 


NEW YORK HOLYOKE, CHICAGO 
100 Sixth Ave. MASS. 328 S. Jefferson St. 





WE DO OUR PART 





The 1934 Style Leaders in 
INK... and they're all 


CARTER’ } 


+. 


’ 
A 


**Four-star” hits, every one of these new 
Carter packages. Here’s the first complete 
line of “styled” inks. Everything from the 
smart handy 10¢ “Cubes” to the stunning 
black and silver *“Skyscraper’’ quarts. The 
Carter’s Ink Company, Boston, New York, 


Chicago. Montreal. 
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Red Cross Funds Coming in Slowly 


[he Chicago chapter of the American Red Cross, in 
common with other local organizations of that body, r« 
ports that membership renewals and new memberships 
for 1934 have come in slowly. The response to the 1934 
roll call has been disappointing, despite the fact that the 
Red Cross is our one mobile body to care for distress and 
want, which operates all over our country Scarcely a 
week passes that the Red Cross is not in action in some 


part of the United States, acting promptly in case of dis- 
aster, with skilled men and women to bring aid and com 
fort Citizens will recall that when the United States 


Farm Board wheat supplies were offered for the relief of 
those unable to care for themselves, the Red Cross at 
tended to the distribution of the grain. Cotton surplus was 
fabricated into garments by Red Cross workers. 

\ check for 1934 membership sent to the reader’s home 
city chapter of the Red Cross will assure help in time of 
need, locally. In the broad point of view some friend in 
another part of the country may be receiving help from 
his local chapter of the Red Cross, realizing there on his 
former investment against distress 

> 


Woodstock Branch Office Sales Contest 


The Woodstock Typewriter Company concluded a sales 


contest in December, wl 


individual jousts, starting in February and ending in De 


ich really was a composite of four 


cember, 1933. The year wound up with a grand finale 
and $1,000 in cash prizes 

Che all star roster, after the final innings, was: First, 
E. F. Hancock, all star salesman, manager Pittsburgh 
branch; second, all star salesman, Henry J. Sorenson, man 
ager Minneapolis branch; third, all star salesman, J. H 
Kennedy, manager St. Louis branch; cash prize winner, 
W. N. Long, manager Kansas City branch. Second place 
in the cash prize contest went to J. S. Roch, manage1 
Detroit brancl 

Each of the first three all star salesmen was awarded 
a trophy, which consisted of a diamond well over 134 
karats, held aloft in the wreath of a Winged Victory of 
solid silver, surmounting an Italian marble base. W. N. 
Long, manager of the Kansas City branch, received a cash 
award of $750; Mr. Rich, his closest contestant, received a 
cash award of $250. The five winners did not gallop to 
victory, for each had to fight for every inch gained. The 
Woodstock Typewriter Company is well pleased with the 
good salesmanship brought to light throughout the All 


Star contest 


i od 
Stationery Market Active in the East 
Che following is quoted from the New York Times of 


January 9: 

“Heavy buying, regarded by manufacturers and selling 
agents as presaging an active week in their trade, charac- 
terized the wholesale stationery market yesterday Re 
tailers bought large quantities of pound papers and other 
staple merchandise for immediate sale. They were inter 
ested also in regular Spring goods, but purchases of such 
lines were restricted to sample allotments. Manufacturers, 
who have been doing the bulk of their business on 50-cent 
and $1 retail numbers for the last two years, are now fea- 
turing $1.50 and $2 items in Spring displays.” 

edie 
Nelson-Eiseman Gets State Contract 

On January 11 the Nelson-Eiseman Company, 122 Sout} 
Michigan avenue, Chicago, Ill., was awarded an eighteen 
months contract for all typewriter and pencil carbons and 
all inked ribbons used by the State of Illinois in all of its 


de partments. 











predicated on the past 
the future looks bright 





1933, a period of retrenchment to 
many, was a year of expansion to 
Corry-Jamestown. The “STEEL 
AGE” sales organization was greatly 
enlarged, enabling our Dealers and 
Agents to maintain closer contact 
with the Home Office, also to secure 
the help of factory trained Repre- 
sentatives. 


Other “STEEL AGE” achievements 
were: Improved warehouse facilities 
More stimulating consumer adver- 
tising made available to our Dealers 
and Agents — Major improvements 
and expansion in our various stock 
lines of Steel Office Filing Equip- 
ment, placing representatives in a 
more advantageous position to secure 
their share of available business. 
\ greater and more profitable year is 
ahead of the Office Equipment Dealer. 
We would like to discuss an exclusive 
franchise with those who might be 
interested in joining the rapidly grow- 
ing Corry-Jamestown Agency family. 
We also solicit your inquiries for spe- 
cial built-to-order work in steel. 


Corry-Jamestown Mfg. Corp. 
CORRY, PENNA. 

EXPORT DEPARTMENT—5713 Euclid Ave., Cleveland, O. 
Cable Address—CORJAM 


Branches in Principal Cities 





Corry- AMESTOWN 


STEEL FURNITURE 








R? 











“THE LINE OF 
LOWEST ULTIMATE COST” 
OFFERS TO DEALERS 


PREFERRED Carbon Papers 
and Typewriter Ribbons 





The Neidich Line is popular with Dealers 
because it offers the utmost in quality. .. at 


a price that assures a good margin of profit. 


Quality is guaranteed by rigid factory 
control, time tests and exclusive Neidich 


chemical formulae. 


We urge you to ask for details of our profit- 


making Sales Plan. 


N EI!DtdICH 


PROCESS COMPANY 
BURLINGTON, N. J. 
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Ellisons Take Over Hurst & Ellison Business 
at Houston 


Kred J. Ellison and his wife, Constance Ellison, have 
taken control and ownership of the business formerly 
known as Hurst & Ellison, 2009 McKinney avenue, Hous- 
ton, Texas. The new business is to be known as Ellison’s, 
and is engaged in buying, selling, renting and repairing 
adding machines, cash registers, typewriters and other of 

ce equipment 
Fred Ellison has been engaged in the line for the last 


twenty years and is well known to persons connected with 


sale of these products, especially to those having to do 
with adding machines lor seven years he was manager 
at Houston tor the Dalton adding machine and led the 
United States in sales for three vears 


Mrs. Ellison, who a number of vears ago was associated 
with Houston business concerns, had devoted her time 
since then to social and club activities, being a past worthy 
matron of the Houston chapter, Order of the Eastern Star, 
and a past Delphian president, but she says that after all 
she is really more at home with a typewriter than with any 
other instrument 


Mr. and Mrs. Ellison report that they are getting thei 


share of the increase in business 
_— 
Legh Goes to Memphis for U. E. F. 
H. | \. Legh, who for several years has been con 


nected with the General Office Equipment Corporation and 
later with the Elliott-Fisher and Sundstrand divisions of 
he Underwood Elhott Fisher Company, has been trans- 
ferred to Memphis from his former position in Oklahoma 
City 

Mr. Legh is a Briton and came to this country in 1926 
He did professional accounting and auditing in Florida 
until he joined the General Office Equipment Corporation 
\fter a few months in the Elliott-Fisher and Sundstrand 
divisions, he was appointed branch manager of the General 
Office Equipment Corporation in Oklahoma City in 1928, 
holding that position until the consolidation of the units 
at now make up the Underwood Elliott Fisher Company. 
Since the consolidation, he has been in charge of the ac- 

unting division at Oklahoma City 

Mr. Legh looks forward to better times, and feels that 


they are certainly coming and rejoices that in his new posi- 


tion he will have a chance to make the most of his oppor 
tun es 
_— 
Milner Extends Duties in IBM Corporation 
J. C. Milner, assistant treasuret f the International 
Business Machines Corporation, has taken on additional 


duties, having been made assistant comptroller in which 
position he will directly assist W. F. Battin, treasurer and 
comptroilet Mir. Milner is one of the younger executives 
who have won rapid promotion He became assistant 
treasurer in June, 1932 Prior to that time he had been 
sales manager of the International Scale division 

Mr. Milner joined the cost department of International 
Business Machines in Canada in 1920, later serving in va 
ious sales executive and financial positions 


> 


San Diego Typewriter Company Reports Good 


Business 
The Typewriter Equipment Company, dealers in new 
ind rebuilt typewriters at San Diego, Calif., report excel- 
lent December business, the volume being ahead of any 


ther month in 1933. Rental business for the first ten davs 
f 1934 they report to have been very good. The company 
oks torward to almost normal business before the vear 


tat rdvanced 


FEBRUARY 
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CERTIFIED* 

Fire Protection 

For Every Type 
Ot Record 





Insulated cabinets to protect ledger, 
stock, and other records day and night 
at point ol use. 


pa 
lie ee 


Se ee 





Fire protected card record desks 
for bank, utility company, instalment 
house, finance company and other ledg- 
ers and many similar card records. 





Executive Safes—economical protection 
in four convenient sizes 


CERTIFIED PROTECTION 


7. \ imam 


v 





*Certified Protection Label—Every 
Shaw-Walker insulated unit bears a 
label attesting to a measured and 
definite degree of fire protection. 





The Fire-File—Certified* fire protec- 
tion for legal papers, correspondence, 
and card records of all kinds. 





Outstanding 
Opportunities for 
Immediate Sales 





If you have something to sell that your competitor has not 
and if in addition there is a ready acceptance for the product 
your sales situation is just about ideal, isn’t it? 


With the complete line of insulated equipment pictured here 
one dealer in each community—the Shaw-Walker dealer—is in 
this ideal situation. 


Competition is limited or non-existent; nothing else like the 
Fire-File, for instance, is available to dealers for resale. 


Sales records show that buyers do have money to spend for 
modern record protection and are spending it, right now. 


For information on the franchise which includes these out- 
standing opportunities for immediate sales and for a copy of 
the new booklet, “‘Certified Fire Protection for Every Type of 
Record,”’ write now! 


“Built Like a 
craper™ 





SGHAW-WALKER 


MUSKEGON 





MICHIGAN 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 


oo 
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WHAT 
“QUALITY” 


in ribbons 
and carbons? 








Some say the ability to withstand rough usage, and 
long wear, constitute the real and most important 
quality of typewriter ribbons and carbon paper. Others 
stress appearance of writing as of most importance. 


—_— 


Permanence of legibility and ease and cleanliness in SS 
erasing are also outstanding factors. J 

PINNACLE Ribbons and Carbons as the thoroughly Thiiteta| 
“balanced” product, represent a TRUE STANDARD en NS } 
OF VALUE. 

Columbia Service—Columbia Equipment to furnish any _— 


and all specialities—Columbia Dealer Cooperation . . . 
these constitute the explanation of the steadily in- 
creasing list of Columbia dealer and consumer friends. 











COLUMBIA RIBBON & CARBON MBG. CO., Inc. 





Main Office and Factory Glen Cove, L. L, N. Y. 
NEW YORK PHILADELPHIA KANSASCITY PITTSBURGH CINCINNATI 
NASHVILLE NEW ORLEANS MINNEAPOLIS CHICAGO 





WE DO OUR PART 


PINNACLE 


(TRADE MARK) sonect oF 
© OLUMBIA 


( 
‘ ‘ 
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Gossard Organizes New Company at Fort Worth, 
Texas 

L. R. Gossard, formerly with the I 

pany and the Underwood Elliott Fisher Company and more 


recently Fort Worth branch manager for the Royal Type- 


tt-isher Com 


writer Company, Inc., has organized the Gossard Office 


: 211 212 
Equipment Company, sales, service and supplies, at 311-313 


Moore building, Fort Worth, Texas 


Mr. Gossard has had a thorough experience in book- 
keeping and adding machines and typewriters. He started 
with the Elliott-Fisher Company in New York City on 
January 1, 1920, in the service department. He spent one 


year at the factory as special service representative, after 
which he was sent to Fort Worth as salesman and service 
man, in which position he spent three years and was then 
promoted to the position of branch manager. He remained 
in this situation until the consolidation of the Underwood 
and the Elliott-Fisher Companies, when he returned to the 
ranks of the bookkeeping machine salesmen. In April, 
1933, Mr. Gossard was appointed Fort Worth branch man 
ager for the Royal Typewriter Company, Inc., holding that 
position until the Royal Typewriter Company placed Fort 
Worth under the supervision of the Dallas district branch 
and appointed Albert Jackson and Tom Anderson, with 
offices at 108 East Sixth street as sales and service rep- 
resentatives.—EW J 
=) 


Changes in Dictaphone Personnel at Detroit 

E. M. Thal, manager of the Dictaphone Sales Corpora- 
tion at Detroit, Mich., announces that Herbert E. Trapp 
has become manager of western Michigan for the Dicta 
phone Sales Corporation, succeeding R. H. Hammer- 
schmidt, who has been transferred to the Detroit staff. 

Mr. Trapp graduated from the University of Michigan 


seven years ago and almost immediately entered the Dicta- 

phone sales school. Following this training, he enjoyed 

successful positions in Minneapolis and Albany as sales 

man and going to western Michigan from the latter point. 
+ * + 


John C. Klag, well known office manager for the Willys- 
Overland Company for fifteen years, has joined the staff of 
the Dictaphone Sales Corporation at Detroit as special con 


tact man in connection with the automobile industry. 


——<———— 
Business Machine Exchange at Hillsboro 
Phe Central Business Machine Exchange is a new busi 


ness established on Main street at Fairground avenue, 
Hillsboro, Ill. The principals are Harry A. Fish, proprie 
tor, and A. L. Wallace, who has been connected with the 
Taylor Typewriter & Office Supply Company, Blooming- 
ton, Ill. Mr. Fish started in the typewriter business in 
1927. He has had other interests, but is now giving most 
ot his attention to the office machine business. The Cen 
tral Business Machine Exchange handles typewriters, du 
plicating machines, adding machines, office equipment and 
supplies 

The store is in a commanding position, set among trees 
and facing a plot of gardens and shrubbery 

_— 
Cooke & Cobb Receive Interesting Visitors 

The Cooke & Cobb Company of Brooklyn, N. Y., re 
cently greeted the following members of the traveling fra 
ternity: Jack Autry, who represents the company in terri 
tory from Denver to the coast and in Texas, Kansas and 
Oklahoma; W. F. Mackey. their midwestern representa- 
tive; J. Hope, the company’s representative in New Zea 
land; E. C. Clifton, their traveling man in the south, and 
others. 

These men gathered at the factory for a sales conference 


preparatory to getting out on their trips for 1934 
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A From 
WIRE ROD 


| To 
\) PAPER CLIP 




















Every manufacturing opera- 
tion is carefully performed in 
our own Chicago plants. To 
the skill gained in over forty 
years of wire drawing and plat- 
ing can be attributed the snap- 
py spring and brilliant finish 
that distinguishes our entire 
clip line. Accurate conforma- 
tion is another characteristic 
feature of Vail clips, insured by 
the latest type equipment and 
expert mechanical skill. 


Write for Price List LI34A illus- 
trating, describing and quoting 
our complete line of 


PAPER CLIPS 
PINS 
BRASS FASTENERS 
STAPLES 
THUMB TACKS 


ind Miscellaneous Allied Steel and Brass 


Necessities 





Vail Manufacturing Company 


1752-58 East 75th Street 
CHICAGO, ILL. 




















1934 Each new year is farther 


away from the old methods and the old 
products. Each year the old becomes of 
less value and the desirability of the new is 
more clearly recognized. 


Beginning this year, the forward looking 
office furniture dealer will concentrate on 
selling improved, up to date equipment. 
We recommend EDCO DESKS as the furni- 
ture equal to today's needs . . . including 
every modern feature ... and, being 
made of wood, naturally better. 


Have you our catalog? 


Evansville Desk Company 
INCORPORATED 1903 
EVANSVILLE, INDIANA 
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San Antonio Remington Rand Offices Move 


Phe fices of Remington Rand In formerly at 316-318 
North Presa street, San Antonio, Tex., r ntlv moved t 
129 Fast Crockett street The new store is a double tront 
structure near the center of town and is now fully equipped 
for sales and servic« Improved business is already being 
e ed 

The office personnel consists of the following: Lom 


Petriny, Remington typewriter division manager; J. H 
Froelich and Earl Rawlins of the system division; I. A 
Mabry. accounting machine division manager; Miss Louis¢ 
Dyer, chief clerk; L. J. Carson and E. Johnson of the 
Service department 
te 

Burglars Loot Stationery Store at San Pedro 

On December 22, burglars entered the store of the Floyd 
Stationery Company, San Pedro, Calif., and got away with 
$1,500 worth of merchandise, including cash and stamps 
[The entire contents of five showcases were cleaned out. 


Most of the merchandise stolen consisted of Sheaffer's 


Life-Time pens and pencils, also their lower grade pens 


I 
Brief cases, wallets, bill folds and zipper portfolios were 
taken 
J. A. Eichhorn of the Floyd Company suggests that sta 
tioners be on the look-out for any unauthorized person 
offering them a quantity of Sheaffer merchandis« 
_ 


Carter’s Establishes Carbon and Ribbon Depot 
in San Francisco 

To provide more prompt delivery and better service t 
customers in the Pacific Coast territory, the Carter’s Ink 
Company has established a “Ribbon and Carbon Depot” in 
Room 614 at 149 New Montgomery street, San Francisco, 
Calit Harold Brisker manages the “depot” under the 
supervision of Fred Whalen 
Mr. Brisker is an experienced ribbon and carbon man and 
as been connected with the Carter organization for sev 
eral years. Under his direction the new “depot” will be 


operated as a complete sales brancl fhce carrying a full 


stock of carbons and ribbons at all times he “depot” will 


handle its own billing and correspondenc: 
So 

Oakvill-American Pin Division Changes Name 

Effective on January 1, the name, Oakvill-American Pin 
Division, Scovill Manufacturing Company, was discon 
tinued The new name is Oakvill Company division Sco- 
vill Manufacturing Company 

\ complete line of safety pins, pins, snap fasteners, 
thimbles, hooks and eyes and the Yellow Box line of sta 
tionery items, which includes pins, clips, fasteners, thumb 
tacks, loose leaf rings, etc., will be distributed under the 
new nam¢ [he company is located at Waterbury, Conn 

M. Leishin Company Moves 

[The M. Leishin Company, formerly located on Nort 
avenue, Chicago, has moved to a ground floor location at 
11 North Franklin street. The comp: 
chines and office furniture Mr. Leishin would like to 


inv handles office ma- 


receive catalogues and other information from manufac 


turers of steel tiles, desks, chairs, thee machines and 
machine supplies 
>) 
Sidney Collins Enjoys Summer Sunshine 

Sidney Collins, vice president of the Automatic Pencil 
Sharpener Company, left Chicago in January to spend two 
months at Daytona Beach, Fla. He tinds that a winter va 
cation gives him fine relaxation, and puts him in shape tor 


strenuous work when the spring season opens 


: "CATALOGS 


A NEWCOMER to our business family suggested this 
advertisement. After studying the different. catalogs 
in the complete Art Metal binder, he said, “| never saw 
such complete, usable catalogs. The items are well 
pictured, the arrangement of facts is logical, and, more 
than anything else, there is the kind of product story 
that gives me real ‘selling talk! ~ 

We do consider important the usability, appearance, 
and arrangement of our descriptive booklets, for we 
know that our agencies can profit from the width and 
quality of our line only if they have the same facts that 
make us enthusiastic about it. The catalog must not 
only tell how good our period style desks are, for ex- 
ample, but they must portray the entire line in proper 
settings, and supply complete descriptive data. 

Every part of our line has its own particular catalog, 
yet it is so placed and indexed in the complete binder 


that it is merely part of a usable whole. The binder, too, 


THAT GIVE ME REAL 


SELLING TALK” 
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is constructed so as to allow the pages to lie flat on the 
desk, inviting close scrutiny by the customer. Wherever 
color will more completely tell the story, colored illus- 
trations are used. Where drawings or sketches are called 


for, we try to be generous with them. 


We know these sales tools for that is what they 
are — are far from perfect; but we are aware of their 
value and are appreciative of the many suggestions we 
have received from our dealers and representatives. 


Largely, indeed, it is these suggestions that have en- 


abled us to do what we have done so far. 


The Art Metal catalogs are merely a part of the com- 
plete sales promotion program which Art Metal operates 
in conjunction with its agencies. If you are interested in 
a franchise for Art Metal, the most complete line of 
metal furniture on the market, write us. There are a few 


cities still open. 


AGENCY DIVISION 


ART METAL CONSTRUCTION COMPANY 


JAMESTOWN, NEW YORK 
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“You Have NOT Permitted Your 
Products to be Kicked into the 


Gutter by Chiselers”™ 


A STRONG COMMENDATION 
-Unsolicited! 


Yas. a pal on the back like this, coming unsoliciled Jrom 
one of the country’s leading dealers* ts a bright ray of 
sunshine. 

This dealer goes on to say: **You have maintained the 
quality of your line— you have stood behind the man who 
was worlhy of your support and you have played the game on 
the square.” 

We HAVE made a sincere effort lo maintain our qualily, our 
policy and our prices. Here we rest our case with the stationers 


of America. 


*Name on request. 


Acco PRODUCTs, INC., 24th St. and 39th Ave., Long Island City, N. Y. 


Canada: Acco Canadian Co., Ltd., Europe: Acco Co., Ltd., 18 Whitefriars St., 


154 King St... W., Toronto London, E. C. 4 














ACCO PAPER FASTENERS 














AccCO PUNCHES 





Unlimited 
Capacity 














ACCOPRESS BINDERS ACCOBIND FOLDERS 
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PASSED AWAY 
E. E. Huber 


more than half a century asso 





Edward E. Huber, f 
Eberhard Faber and the Eberhard 


f Brooklyn, N. Y., passed away at 


on January 19. He 


ciated prominently wit 
Faber Pencil Company 
i 


his summer home, New Canaan, Conn., 


was seventy-eight years of ag He leaves surviving his 
second wife, who was Mrs. Linnie Dominick Goodsell of 
Portland, Ore., to whom he was married in 1923. The first 
Mrs. Huber, who was Olive M. Giles of Brooklyn, died in 


1921. 
Mr. Huber was chairman of four Liberty Loan drives for 
World War. He 


the stationery trade in the was formerly 


— 





THE LATE E. E. HUBER 


of the house of Eberhard Faber, secretary 
Eber 
was a former president 
Stationers and Publishers Board of 
Huber was born July 14, 1855. 
vember 14, 1925, the |} 


entertained its general manager, 


general manager 
of the Eberhard Faber 
hard Faber Rubber ¢ 
and a trustee of the 
Trade Mr 

On the evening of N 


Pencil Company and of the 


oOmpany He 


use of Eber 
Edward E 


department heads and 


hard Faber 
lluber, and the office and factory 
executives at a dinner in celebration of Mr. Huber’s fiftieth 
anniversary of service with the firm Throughout almost 
the entire term he had served as general manager, achiev 


ing a remarkable record of continuous service 


\fter graduating from a business college in Newark, 
N. J., in 1871, Mr. Huber became entry clerk and later 
bookkeeper for a company at 156 William street, New 


York. Four years later he was approached by Eberhard 
Faber, Sr., who suggested that he join the 
tion at 133 William street as cashier. Mr. Faber, Sr., passed 
1879 and was Eberhard 
resident of the company, although he 


Mr. Huber was appointed 


Faber organiza- 


succee de d by his 


son, 


away in 
Faber, who becam«e p 
was then only twenty years old. 
business manager and later general manager. 

Mr. Huber had been a member of the executive commit- 
tee of the New York Credit Men’s Association, and on his 
retirement from the committee in 1911, he was made a life 
association. In 1915, he was elected first 
National 


served for thre 


member of the 


vice-president of the Association of Stationers 


and Manufacturers. He terms as trustec 
and president of the village of Pelham, Westchester county, 
New York, 


chairman of the 


and was first vice-president and a director and 


finance committee of the Greenpoint Na 


tional Bank, Brooklyn. His term of service with the 
Faber organization contacted three generations of the 
aber family. 
mH om 
John F. Smith 
Business leaders of Oakland gathered December 20 at 


St. Leo’s church to pay final tribute to the memory of John 





Cash in on 


THE 
SEAL OF 
QUALITY 


© Build up a bigger 
business on the 
“line that repeats!” 


GRAND PRIZE 
CARBONS and RIBBONS 


make “comeback” customers 
v 


PACIFIC CARBON AND 
RIBBON MFG. CO. 


J. FRANCIS O'CONNOR, Pres. 
Head Office and Factory: 

1451 Harrison St., San Francisco, Calif. 

Chicago Office: New York Office: 

608 So. Dearborn St. 42 Exchange Place 


Boston Office: Los Angeles Office: 
66 Franklin St. 406 No. Main St. 


Denver Office: Atlanta Office: 
1030 15th St. 503 Volunteer Bidg. 


Send for BOOKLET 
WRITE FOR YOUR 
COPY OF “CARBON PAPER 


FACTS” Containing interesting data concerning the 
manufacture and use of carbon paper and typewriter rib- 
bon—this booklet will help to increase your sales. It’s 
free and yours for the asking. 











U.S. 


WE DO OUR PART 














W abacel 


Made from SOLKA Fibre 


Our Own Trade Name for a Compar- 
atively New Patented Paper Pro- 
duct of Immense Durability 


Folders made from this 
material will stand more 
hard knocks and give 
satisfactory service than 
any other flexible paper 
heretofore in use for the 
purpose. With Insert- 
able Celluloid tabs and 
Acco fasteners they are 
popular with insurance 
and trust companies, ar- 
chitects, courts, banks 
and others requiring 
sreat durability. 


Write us for Samples and Prices 


sneee 


‘sO Cun eat 


(The Wabash Cabinet Co. 


“Wabash~IiIndiana. 








The Wabash Cabinet Co., Wabash, Ind. 
Please send Complete Information about your line, and samples of 
your new WABACEL Folders with price list. No obligation 


Name 


Address 





were interred in the IX sehil 
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Francis Smith, who died the previous Monday night at the 


St. Francis Hospital, Oakland, Calit., where e had been 


n ned eight weeks 


He. with his twin brother, Charles L. Smith, had been 


conducting Oakland's largest stationery store since the 


turt f the century The rriginal business had _ been 

founded by their father, Leonard Smith in 1882 The two 

brothers entered the business in 1894, and in 1901 took it 

following the deat! it 

to Oakland in 1874 from Frederick City, 
, ; 


he father 
| e Smiths went 
Md., where 
f Captain John Smith, wl fought through the Revolu- 
nary War with George Washinetor 
Deceased was director and past 
Oakland Rotary club, a director of the Oakland Chamber 
ot Commerce: and a men ber rf the \thens Athletic club 
and the Athenian Nile club 
Survivine him are his brother: a son, Fenwick Smith of 


Oakland: and two daughters, Mrs. Carl 


Bi 
land, and Mrs. A. E. Montgomery, of Wa 


the brothers wer rorn Chev are descendants 


rresident of the 


sworth of Oak- 
shington, D. C 


Charles F. Hoeckel 

News comes from Denver, Colo., of the death of Charles 

fF. Hoeckel on December 28, aiter an illness of a mont! 
Death was due to a heart attack 

Mr. Hoeckel was chairman of the board of directors ot 

C. F. Hoeckel Blank Book & Lithog 


Born in Philadelphia in 1856. At the age of twelve he en- 


tered the employ of William Mann Co., and learned the 


raphing Company 


trade At the age of twenty-one he became the managet 
of one of the departments. He migrated in 1880 to LaPorte, 
( lo., to become a truck gardener for several vears He 
then became chief clerk of the supply department of the 
Denver & Rio Grande R. R. at Colorado Springs. Finally 
in "93 he went to Denver and established his blank book 
and lithographing business He retired in 1926, but soon 
returned to the work, and remained in active connection 
with the business till the time of his deat! He took part 


in many civic Organizations, and tor seventeen years acted 


as treasurer for the B. P. O. Elks lodge He leaves a 
daughter, Mrs. Robert H. Hutchinson, of Denver 
Y. rls le 


Charles S. Brewer 
Charles S. Brewer, who was instrumental in the develop- 
ment and growth of the Standard Furniture Company, 
Herkimer, N. Y.., 


had been ailing seven months Mr. Brewer 


passed away January 9, in a New York 


hospital. He 
was born in Canton, N. Y., July 30, 1870. He graduated 
from St. Lawrence University at Canton, and after a brief 
s, joined the Standard Fur- 


experience in the lumber busines 


niture Company as a salesman. In 1895 he became the sec- 
retary of the company; in 1918 he was made treasurer, and 
in 1921 he was elected president, holding that post until his 


deat! 

Mr. Brewer was active in civic work, and held interests 
in a number of industries, a bank, and was president of the 
Herkimer 
of Grace Church, Utica, and affiliated with a num- 


Roard of Education many years He was a 
member 
cial clubs 

Surviving are his widow, Mrs. Helen Josephine March 
Brewer: two daughters Mrs. Keith ¢ Spears, of Louis- 
_.and Miss Emilv Snow Brewster, Utica. N. Y. 


¥ , ¥ 
coe) 


A. J. Thomas 


ll known dealer in cas registers at 


\. J. Thomas, a we 


Lake street, Chicago, died in his home at 719 


Judson avenue, Evanston, Ill., Saturday, January 6. Funeral 


services were held on the following Monday Che remains 
1 cemetery. Chicags 


io, Canada, 
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The Shaw's Line is a profit line. The products of this company, 
established in 1831, have been ‘‘The Standard of Quality for 
More Than A Century’’. Quality means satisfied customers, 
repeat orders, new buyers—steadily increasing profits. That's 
why more dealers are now carrying Shaw's merchandise than 








Recently the Shaw’s Line has ever before. If you are not among the hundreds of stationers 
been broadened to include a selling this line, write us today for Shaw's Catalogs—Blank Book 
number of additional blank Catalog No. 32; Notes, Drafts, Checks and Receipts Catalog 


book items. If you have not No. 403; and Desk Blotter Pad Catalog No. 703. 


ceived the announcement 
f this new merchandise, be CUSTOM 
sure to write us today for BUNTY 
~ . 
Manufactured to the high- 
est standards — finished, 


skilled craftsmanship 


* SHAW'S * selected, quality materials. 





| 





r SE 





Notes, Drafts and Keceipls Desk Klotter Pads 


A new line, redesigned and improved. New engrav- The new line of Shaw’s Desk Blotter Pads is growing 
ngs, high quality paper stock, and fine lithography. in favor in all sections of the country. Selected, 
A complete line, including all standard forms and quality materials and high-grade workmanship make 
many special state clause forms. it worthy of the Shaw’s Trade-Mark. 


WILSON-JONES COMPANY 


ELIZABETH, N. J. CHICAGO NEW YORK,N. Y. 
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LEADING the UPTURN 


No. 4067-F -” | 
4000 EXECUTIVE SERIES 
SOLID WALNUT EXTERIORS—ALL OAK INTERIORS 





will be a Pleasant Business 





ND Myrtle Dealers will be right out in front—already | 

are, in many instances—because, the Myrtle Dealer 
is the dependable dealer, not because he sells Myrtle 
Desks, but because he is the type of dealer who is convinced 
that dependable merchandise is one of his greatest assets. 
The desk shown here is an example of a quality desk of life- 
time dependability. The customers of our dealers who 
have bought this desk will remain satisfied customers long 


after the so-called bargain merchandise of the depression 





era has to be replaced. 





MYRTLE DESK COMPANY | 


MEMBER HIGH POINT, N. C. 





K 
Goov oe° , 


WE DO OUR PART MYRTLE 





FO 
Ps YEARS 


DESKS 
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; — 
seventy-nine years ago and settled in Chicago in 1872. H« 


+s survived bv a daughter, Mrs. Albert G. Duncan, and 


three grandchildret Hlis wife died nineteen years ago 
> vl« ols 
I i 


Charles Appleton Collins 
Charles Appleton Collins, who died Wednesday, January 
3, 1934, at his home in Quincy, Mass., was one of the best- 
known and most esteemed stationery representatives, and 
had covered New England for the Samuel Ward Manu- 


facturing Company up to his retirement only a short time 


azo 

Mr. Collins was born in Boston, the son of Chester A 
and Etta M. Collins. He joined the forces of the Samuel 
Ward Manufacturing Company as a boy, over fifty years 
ago, and by his ability, good nature, rugged honesty and 


industry, found his way to a position of standing, even- 
tually covering New England where he had a large follow- 
ing, which was an important factor in building up and in- 
creasing the business of the Samuel Ward Manufacturing 
Company. 

He is survived by a brother, Chester A. Collins of 
Quincy, and two nephews, Harold Collins of Quincy and 
Chester A. Collins of Wakefield. His wife, Margaret Alice 


Collins, died in 1917 


Abraham J. Gottlieb 

Abraham J. Gottlieb, secretary and treasurer of the 
wholesale stationery business of L. Gottlieb & Sons, New 
York, N. Y., passed away December 31, following a week’s 
siege of heart disease. Mr. Gottlieb entered his father’s 
business when he was fourteen years old. He was a Free- 
mason, and a contributor to a number of charities. 

Surviving are his widow, a daughter, three sons, two 
sisters and three brothers 


Y Y Y 
ho m4 oe 
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Charles W. Dow 


Charles W. Dow, who conducted a stationery and book 


store at Newburyport, Mass., many years, passed away De- 


cember 29, aged sixty-four years. He was born in East 
Kingston, N. H., and conducted an orchestra ten years. 
Surviving are his widow, Mrs. Mabel Randall Dow; a 


half sister, Mrs. Eva L. Philbrook and a half brother, 


Joseph F. Lawrence 


George M. Hutchins 
George M. Hutchins, formerly connected with the Rem- 


ington Typewriter Company at Ilion, N. Y., and later man 
ager for the Oliver Typewriter Company at Brooklyn, 
N. Y., passed away late last year, following an operation. 
He is survived by his widow, Mrs. Ethel Morgan Hutchins; 
twin sons—Creighton of Kansas City and Albert, of Mid 
dleville, N. ¥ and a sister, Mrs. Harriet N. Perry, of Mid 
dlevill 


Thomas Sloan 

Thomas Sloan, representative of the Waterman Pen 
Company in South Africa, passed away some weeks ago. 
lle was a brother of L. G. Sloan, selling agent for the 
British Empire for the Waterman interests. As stated by 
The South African Printer and Stationer, Mr. Sloan went 
to South Africa in the earliest days, and made his first 
sales “trek” with a wagon and ox team \ daughter sur- 
Vives 


Y Y Y 
Lael mo Loe 
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George B. Baker 
On November 16, 1933, George B. Baker, for many years 
connected with the office machine industry, died in Tampa, 
Fla. Mr. Baker was a native of Philadelphia, Penna. For 
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The new STENCILPRESS is designed to 
meet the ever increasing demand for a really 
good LOW-PRICED, duplicating machine. A 
machine that will do good work, quickly, easily 
and economically. Strong, clear, good looking 
prints—aligned and centered on the page. 


An asset to any business, large or small. Al- 
ways ready for instant use. Simple and easy 
to operate. Post card to full page letter. Well 
made, durable and dependable. Finished in 
art black enamel and polished nickel. With a 
handsome textile leather carrying case, and 
initial supplies. 


A new business opportunity for the enter- 
prising progressive dealer. Priced to be within 
the reach of the great mass of smaller business 
houses this new duplicating machine offers al- 
most unlimited merchandising _ possibilities. 


Write for DEALER OFFER today. 








SSHENGIEPRESS 


CLEVELAND, OL0. 
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world’s most efficient and economical pencil 





NOW IT’S THE 


Oxilite 
BARREL 


(exclusively a Scripto feature) 


The strongest, most durable mechanical pencil 
Oxilite is 


, . , 
light as aluminum, and 


Jeveloped strong as 
unbreakable. It 


mes in beautiful colors The color is in the 


naterial and wear will only increase its beautiful 

ister. Even fire does not mar it. The Scripto 

. $s unquestionably the greatest pencil 
i the world 

I g tl vw Oxilite barrel Scripto 

-d up to its ten years’ record as 

ioneer and leader in the low priced mechanical 

pencil held. The stationer selling Scripto Long 

Lead Pencils and Scripto Smooth Writing Leads 

ilways sells the recognized leader. He never 

with his prestig 





SCRIPTO SMOOTH WRITING 


LONG 
LEADS are made especially for the Scripto 
pencil. No j 


ther leads will give your customers 
J results. Both the 4-inch and 5-inch 
. l.hloe ‘? 
iValia € in 


ripto leads are 10 degrees of 





Zz 
Z 
= 


> M | ket Mods 
R Pr 15 Retail Price 1 
5 } ads with a 4 } 





Manufacturing Co. 
Atlanta . Ga. 
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many years he was connected with t Remington Rand 
Company, General Office Equipment Corporation and the 
American Writing Machine Company His passing will be 
regretted by many friends in the field 

George F. Quick 
George F. Quick, who conducted the Hodges Company, 
loose leaf devices and bookbinding, Indianapolis, Ind., 
passed away December 27, aged seventy-four. Mrs. Quick 
passed away December 11, 1933. Surviving are three sons, 
Waldo ¢ Charles Roscoe and Fred Harrison Quick; and 
eleven grandchildren 
Joe V. Tescher 
Joe \ Tescher, head of the commercial stationery de 


partment of the Schwabacher-Frey Company, San Fran 


cisco, died suddenly December 9. Though he had been ail 


ine several months, the seriousness of his ailment had not 
ile had 


Schwabacher-Frey for quite 


been suspected many friends, having been con 


nected witl a number of vears 
oe 
Cummings Celebrates Fifteenth Anniversary 
with Monroe 
On January 15 W. R 
anniversary of his connection with the Monrose 
Machine ( ot Or 


he 1s vice president 


Cummings celebrated the fifteenth 


Calculating 
New Jersey, of whicl 


mmpany, Inc ange, 





wR 


CUMMINGS 


Mr. Cummings is well known in the office appliance in 


dustry both here and abroad. He has traveled extensively, 


having visited almost every country on the globe, and has 


friendships members of the trade 


world. He 


othce equipment 


formed many among 


throughout the takes an active part in the more 


important organizations and has held offices 


in several of the leading clubs 
> 


Mississippi Stationer Reports Improved Business 


Because of the gradual increase in city sales and road 
sales in Mississippi and Louisiana during the: last few 
months, it has become necessary to add more floor space 


to take care of the business of the Mississippi Stationery 


Company of Jackson 
\W | Dement, president and 
} 


concern, nas 


general manager of this 


traveled Mississippi and parts of Louisiana 


for the past fifteen years and reports an active business in 


bank supplies as well as commercial stationery generally 


Charles Hooker is assisting Mr. Dement in road sales 
Pat Harkins is active vice-president of the business and 
has charge of the store and city sales Howard Dear 
joined the firm the first of the year as city salesman 


GHW 


FEBRUARY, 1934 95 











THis MoperN FitinG Equipment 
saves time, money and work 


SAVES TIME AND MONEY 
Unnecessary to frequently re- 
adiust follower in Tri-Guard 


drawer. Guides slide on three 








rods, support contents, and 


provide ample working space. 


MAKES WORK EASIER 
The two side rods act as a 
“sway-check’’ to keep guides 


and folders substantially erect; 





indexes and labels are always 


visible. 


Tri-Guard Files Speed Up Filing and Finding 


HE Tri-Guard file has many exclusive and distinctive features which 
| provide the safest, simplest, fastest, best and easiest way of ‘filing 
and finding. Each guide slides on three rods and the contents of the 

ra drawer are always kept in an upright position. A perfect “V"’ shaped 
file pocket is formed by a slight touch of the fingers. This allows 
ANGLE TAB GUIDES ample working space for removing or dropping in correspondence and 


Speedin fling ealiiiadiag is folders, saving time, work, wear and tear on contents of the drawer. 


greatly increased with angle Tri-Guard equipment and supplies are sold by Globe-Wernicke 
tab guides set at easy-reading authorized dealers. Investigate the opportunity to increase your 
angle. The file clerk looks sales and profits with this distinctive, salable merchandise. Write for 
AT the guide—not FOR it. the facts today. 


Globe-Wernicke 





Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings —Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 











Cesco provides a line of book equipment 
supreme in its field—the largest and most 
complete range of sizes and grades offered 
by any manufacturer. 
Ten different bindings—of which four are 
hard covers. Four capacities—from one to 
four inches. Twenty-six stock sizes. Stock 
Forms—more than fifty of them—for most 
every type of record. 
List prices range from $6.00 up to $36.00 
—with decidedly favorable comparison with 
competitive lists. Excells in mechanical 
construction — sturdily built and fool 
proof. Combines ease and speed of 
operating with double action catches 
and three opening positions. 


OFFICE APPLIANCES 


Established 


LEADERSHIP! 


Cesco Visible Equipment literally brings 
new dollars to you. It takes you out of 
highly competitive selling and gives you an 
item that appeals to every progressive busi- 


ness man. 


EXCLUSIVE AGENCIES 
AVAILABLE 


To established dealers, maintaining specialty 
salesmen we have a most at- 
tractive proposition — either 
on Visible Equipment or com- 
bined with the General Line. 
Send for Catalog and details. 


THE C. E. SHEPPARD CO. 


4401—2 Ist Street Ceseo 


A 
pms 


LongIslandCity,N.Y 
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Chicago Rotary’s Business Recovery Exposition 


The Rotary Club of Chicago held a Business Recovery 
Exposition the week of ieee 8, occupying the second 
floor of the Hotel Sherman. Many of the members dis 
played their products \ number of Chicago manufac- 
turers of office equipment and supplies are affiliated with 


the Rotary Club. as well as Chicago managers ot out ol 
town manufacturers Included among the 135 exhibitors 
were the following names well known to the Chicago and 


the national office equipment and supplies fields. 


Acme Card System Company, Frank H. Johnston, president 

Aetna Stationers, A. ] Barboro, president 

Addressogray ( pal |. Basil Ward, sales agent 

Art Metal Construction ( pany, Carl L. Elofson, western sales man 
ager 

Automatic Pencil Sharpener Company, Sidney E. Collins, vice presi 
dent 

Burroughs Adding Machine Company, Rex Rathburn, manager 

Edwin C. Barnes & Bros Che Ediphone, John D. Pahlman, general 


manager 
The Nelson-Eismann Company, William Eismanr 


Engel Art Corners Manufacturing Company, A. W. Engel, proprietor 


Globe Register Company, Blanton M. Boyd, president 

Hedman Manufacturing Company, Herbert Hedman, president 

Horder’s, Inc., F. P. Seymour, vice president his exhibit showed 
office furniture and accessories, and Acme and Remington Rand visible 
systems \ Leopold “Jacobean” suite was shown, set off by an oriental 
rug F. P. Seymour, vice president 

The Mosler Safe Company, Charles A. Donnel, Chicago district man 
aget 

Sanford Manufacturing Company, W. W. S. Carpenter, president 

rallman, Robbins & Company, Percy L. Tallman, president 


United Autographic Register Company, Adrian R. MacFarland, assist 
int secretary 

Yawman and Erbe Manufacturing Company, J. A. Sweeney, manage 

The proceeds of this exposition were applied to a fund 
operated by Rotary for the assistance of crippled children 


ae 
Diers Takes Royal Agency at Cedar Rapids 
Fred W. Diers, for twenty-four years manager of the 
Underwood Typewriter Company branch and latterly of 
the Underwood Elliott Fisher branch at Cedar Rapids, Ia., 
resigned his position with them on January 1 and has taken 











FRED W. DIERS 


over the Royal Typewriter agency at that place. A beau- 
tiful store in the Roosevelt hotel building will be used 
the Royal headquarters. 


Mr Diers is well k 


nown in the typewriter industry 





> 
New Agencies Appointed by Corry-Jamestown 


The Corry-Jamestown Manufacturing Corporation, 
Corry, Penna., announces the following new agencies: 

The Westchester Stationery & Office Equipment Com- 
pany, White Plains, N. Y., Sidney W. Gable and Samuel D. 
Keatly, proprietors 

W. I. Godwin, Office School Supplies, Alton, Ill, W. I. 
Godwin, proprietor 

The Price Company, Inc., 23 South Calvert street, Balti- 
more, Md., 


charge of the furniture 


Howard Bleakly, treasurer. H. Rogers in 


department 
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Your Own Records 
Prove You Should Sell 


IMPERIAL 


CARBONS 


RIBBONS 





| 
Curcx your sales records and you'll find—if you are 
selling only a high priced line—that customers who 
buy other goods from you are buying their typewriter 
ribbons and carbon papers elsewhere. You are being 
a out from a lot of competitive business you ought 
to have. 


You need a quality line of ribbons and carbons mod- 
erately priced. That line is IMPERIAL. Made as 
fine as can be made for today’s business needs 
and priced according to today’s production costs 
IMPERIAL “Empress” Ribbons and IMPERIAL 
‘“Silkarbon” Typewriter Carbons will get you the 
business you have been missing — hold the customers 
you have been losing—insure the greatest profit from 
your ribbon and carbon sales. 


Few tems pay as much profit as ribbons and carbons. 
Get all of the business you can from them. Let 
IMPERIAL show you the way. Write for samples, 
prices and full details of the Imperial money-making 
proposition. The coupon will bring them. 


IMPERIAL MANUFACTURING CO. 
401 Mulberry St. Newark, N. J. 


us. 





WE Do ovR maT 





—COUPON 


IMPERIAL MANUFACTURING CO., 
101 Mulberry St., Newark, N. J. 


Send me a free sample Imperial Silkarbon Paper and Imperial “Em- 
press” Typewriter Ribbon, your best “buy” prices and full details of 
your proposition. 


Name 
Firm 


Address 




















YOU RE RIGHT! 


If you are selling GUSSCO filing supplies 

you know you are right. The prices you 
quote are right. The supplies you sell are 
right—top-notch with no apologies nec- 
essary. Still there is a good margin left 


for you. 
And most of all you have absolute protec- 
tion. GUSSCO filing supplies are sold by 


you dealers only. 


Our samples, catalog and prices will prove 
it. Get them. 





WHY ARGUE? 


about the relative merits of collapsible, 
corrugated board transfer cases. There 


is only one answer—use and abuse. 


TRANSFILE 


beats all argument when the actual test 
is made. Exclusive method of steel re- 
inforcing does the trick. All the weight, 
stress and strain is supported on steel 
both 


not trimming. 


front and back—real re-inforcing 


And of course, only the Super-Test 
TRANSFILE has roller bearing drawer 
suspension. 

Lse it! Abuse it! 


Test it! Find the answer for yourself! 


Write for a sample. 


TRANSFILES are made in two styles— 
SUPER-TEST and REGULAR 
GUIDE SYSTEM & SUPPLY CO. 
335 Canal Street 


NEW YORK 
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Two Royal Typewriter Men Promoted 


Jack Wolle, for some time in charge of the Baltimore 
office of the Royal Typewriter Company, has been made 
manager of the Philadelphia brancl \drian R. King, a 


been 


typewriter man of long experience, has appointed t 


post of Mr. Wolle at 


made fine records. Mr 


Baltimore 
W oll 


sales manager tor 


the former 


Both men have before he 


lined up with the Royal, was portabl 


another leading typewriter company, while Mr. King had 


been general sales manager for a typewriter company also 


of prominence in the field 


—— 

Earl V. White—Editor 
Earl V. White, widely known manager at San Francisco 
for the Ames Supply Company, and steadfast friend of 


onors. He has 
his 


Fairfax, 


Appliances, has risen to editorial | 
Masonic Lodge 


his Lodge at 


Othce 


been chosen editor of the Bulletin 


is a sort of “house organ” issued by 


Marin County, where he makes his home. Serves him right! 


So the Masonic members of the typewriter persuasion in 
San Francisco who somehow knew what was going to 
happen, wired him a joint telegram of congratulations a 


few minutes after his election. White is well qualified 


for the job, and helped a lot by his wide acquaintance. 
Since the year one he had been secretary of the San Fran 
cisco Typewriter Dealers Association, managing to beg off 
only the past year 


> 


Seattle Company Closes Big Steel Deal 

The A. E 
of Seattle, Washington, secured a large order for 
New World Lift 


offices are in Seattle Dh 


Fransen Company, stationers and printers 


steel fur- 


Insurance Com 


niture recently from the 


pany, whose home recent sub 


stantial increase in the business of the insurance company 


made the purchase of additional equipment imperative 
Che order—one of the largest to be placed in Seattle during 
the last eight months—included steel storage cases and 
steel shelving 

This substantial order and other like indications on 
a relatively smaller scale, are responsible lor mcreasimeg 


optimism, according to H. G. Pratt, the Fransen sales 


manager 


— > 


Change in Chicago Typewriter Business 
& Sales, Inc., 16 Nortl Wells street 


[ypewriter Service 


Chicago, has made a change in its personnel Frank F 


Marin now has associated with him Frank Klein and Ray 


Labres, who had conducted the Specialty Typewriter Com- 
pany at 173 West Madison street. Wesley Beutler has re 
tired from Typewriter Sales & Service 

With the acquisition of Messrs. Klein and lLabres Mr. 
Marin has associated with him two skilled typewriter men 
of extended experience and a good tollowing among users 


of typewriters and other machines 


pene 


Rosenberry Assistant Sales Manager Mohican Pencil 
Company 


E. L. Rosenberry was recently made assistant sales man 


ager of the Mohican Pencil Company, formerly the United 


States Pencil Company, at Philadelphia, Penna 


Mr. Rosenberry is now on an extended trip through the 


Middle West 


several cities in 


and South and will include in his itinerary 
Texas 
> 


Folder Suggests Visible Record Applications 
Che National Blank Book Company, Holyoke, Mass., has 
folder entitled “266 Places Where 


Profitablvy Sold.” (¢ opies of these 


prepared an interesting 
Visible Re« 


folders are 


ords Can be 


offered to dealers who will write for them. 
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Surrces you could say to your cus- 
tomers... 


“‘Look, here’s a mechanical pencil made 
by the Eversharp people. A propel-repel- 
expel type—in a new rounded-square 
shape for a better grip A pencil 
made of jet black pyralin, and topped 
off with a special reversible cap which 


either exposes or conceals the eraser. 
This pencil comes loaded with a 4-Inch 
Black Square Lead... 
ber that will hold 4 extra lengths of lead 
— four-inch lead, mind. It will write 4 


. It has a cham- 


times longer than pencils holding 1°” 
lead. Now, you probably would pay a 
dollar for this pencil and be tickled with 
the value you got..... But during this 
sale you can get it for only 47c. Yes, 47c! 
And with it you receive— 


THE NEW 





(GET ABOARD THE 
NEW 4 SQUARE 
EVERSHARP DEAL.. 
AND PUT MORE 
LEAD IN YOUR 
PROFIT COLUMN 


W" 
© 
Cc 
> 
2 
m 


Ss 
> 


a 























ALL FOR 


47% 


. (LIST) 


WRITES 
FouR TIMES 
LONGER 





} 
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4 Patented Reversible Erasers 
4 Four-Inch Samples of Eversharp 
Square Leads—colored.”’ 


If, we repeat, you could offer your cus- 
tomers such a bargain would they grab 
it? They certainly would! 


Well, that’s the essence of the New 4 
Square Eversharp Deal. It gives you a 
real opportunity to build up your 15c 
lead business— because this deal 
really “‘samples” the lead for you. 
This deal whets your customer’s ap- 


wth eat 


petite for more 4-Inch Lead. 


The deal gets under way February 1. 
Advertising in the Saturday Evening 
Post and Collier’s starts March 1. Your 
counter displays are ready for you. So 
are window display ideas. 


The time is ripe for a good lead-and- 
pencil promotion. And here’s one that 
has ‘“‘home-run”’ labeled all over it. Let’s 
swing at it from the heels. Let’s hit the 
ball over the fence. Write for full de- 
tails. The Wahl Company, 1800 
Roscoe St., Chicago, Il. 


EVERSHARP 
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They outsell all others! 





Here are some approximate figures on 1933 file 
sales for a few of the many stationers who 
are ringing up profits with Oxford Files: 


An Ohio Stationer $ 512.00 
An Illinois Stationer 1,715.00 
A New York Stationer 2,433.00 
A Connecticut Stationer 1,085.00 
A Pennsylvania Stationer 972.00 
A Virginia Stationer 176.00 
A Louisiana Stationer 3,157.00 
A Colorado Stationer 772.00 


These stationers and over 700 others have found that 
Oxford Files sell faster and easier, with profit to the 


dealer, and satisfaction to the user. 





OXFORD OXFORD 
STANDARD FILE HEAVY DUTY FILE 


If you haven’ t our dealer proposition, 


write us today 


OXFORD FILING SUPPLY COMPANY 


340-A Morgan Avenue Brooklyn, N. Y. 
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New Venus-Velvet Pencil Display 
Che American Lead Pencil Company of Hoboken, N | 
has devised a new display for Venus-Velvet pencils Chis 
all dealers. We see it pictured 
Venus-Velvet apart 


display is offered gratis t 
herewith, showing how it takes the 
and demonstrates each feature which contributes its share 


toward the excellence of the pencil. The display explains 
graphically the patented colloidal process used in making 


Venus-Velvet leads. An official of the company says of the 


et ee 





Nade by the COLLOIDAL PROCESS 


DISPLAY SHOWING THE CONSTRUCTION OF THE VENUS 
VELVET PENCILS MADE BY THE AMERICAN LEAD PENCIL 
COMPANY 


display, “The new Venus-Velvet display is semi-technical 
in nature and really says something about the construction 
of the pencil. We believe it is one of the most effective 
we have ever produced.’ 

raphed in eight vivid colors and is 
When 


address 


The display is lithog 
being sent out with two small cards for counter use 
writing for this display, dealers are advised to 
Department D, American Pencil Company, Hoboken, N. J 


and specify Display No. 179 


——— 

Stowers Office Furniture Company Takes Big Order 
The G 
and Houston, Tex., report that on January 2 they delivered 
one hundred and one No. 1904 UC legal files to the Fed 


eral Land Bank at Houston. These files were finished in 


\. Stowers Furniture Company of San Antonio 


It is said that this is one of the largest singk 
When 
ods from the factory, the company added 


tables and stock files to 


olive green 
deliveries of filing cabinets ever sold in Houston 
ordering these a 
to their order sufficient desks, 
make a full carload, thus attesting their faith in the line 

Since 1930, the Stowers Furniture Company has repre- 
sented the Jamestown Metal Desk Company in steel office 
furniture and files. They have sold what they considered 
good orders to such accounts as the Houston Compress 
Texas ( Gulf Refining Company, 


Company, The ompany, 


Texas Chemical Company, Scott’s Overall Company, etc. 
G. A. Stowers Furniture Company is one of the few re 
maining combination home and office furniture houses in 
the country and is in a position to supply almost any typ« 
of office not only with furniture but with draperies and 
floor coverings They state that the outlook is,for the best 


vear the company has had since 1929 


> 
McNeill Returns to This Field 
Addis nm (4 Me Neill, who j 


business for some time engaged in Neon sign work, has 


has been out of the typewritet 
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Make Your 
MIMEOGRAPH or GESTETNER 
Duplicator 
A REAL PRINTING PRESS 
AND 
Save Half the Cost 
of 


MAPS LETTERS 
NOTICES TARIFFS 
BOOKLETS REPORTS 
CIRCULARS CATALOGS 
STATEMENTS BULLETINS 


PRICE LISTS 
CATALOG INSERTS 


HOUSE ORGANS 
OFFICE FORMS 


eo 


e Use Varitypers power to condense 
with small type at close spacing and 
get twice the printed matter on a 
sheet. 

for example 
@ One thousand copies of a six page 


bulletin saves - 


3000 sheets of paper 

1/2 collating time 

1/2 filing space 

1/2 postage 
Besides, Varityped Stencils produce 
more attractive copy - uniform copy 


"Copy with an Appeal” 


Our booklet entitled "“Varityper and 
Mimeograph" together with specimens 
will be sent on request. 








This Ad was 
completely written 
on VARITYPER 


Ralph C. Coxhead Corp. 


VARITYPER vivision 47 Park Place, WN. Y. 


DEALERS IN PRINCIPAL CITIES OF THE WORLD 











STAPLING PLIERS 


U S$. and FOREIGN PATENTS 









New Improved 
5-100 





1. STRONGER 
ELECTRICALLY 
STRENGTH 
NEEDED. 


2. SMOOTHER ACTION 
CLOSER TOLERANCES GIVE 
SMOOTH, OLLET, EFFORTLESS 
ACTION. 


3. CLOSER TOLERANCES 


NOW A PRECISION TOOL. 


4. VASTLY IMPROVED 


IN EVERY RESPECT. 


5. SIMPLIFIED 


IN ELIMINATION OF 


6. FASTENS 2 SHEETS OF PAPER 
TIGHTLY 


MORE 
WHERE STRENGTH IS 


WELDED 


PARTS. 





At No Increase In Price 
Action spe iks louder than words. Cret one of these 
new improved Model S-100 NEVA-CLOG stapling 
Note how 
smoothly it operates—how easily and tightly it will 
Note how 
firmer is the construction of the center piece or 
MKIECTOR BAR (80! This 
is now a precision tool, made with decided improve 
NEVA-CLOG 


Stapling Plier that you have sold for years It's 


pliers into your hand ry it out 


clinch a staple much stronger and 


increase in strength 


ments over the already famous 


made to doa super job Replenish your stoc k now 
with this improved model show it to vour salesmen 
have them show it to your prospects, it will help 


sale . 


NEVA-CLOG PRODUCTS. Inc. 


BRIDGEPORT. CONN. 
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lypewriter 


cNeill was witl 


taken up typewriters agam wi 
318 Joplin street, J 


Adding Machine Company, and later with Rem- 


the Daltor 


Rand in Salina. Kans., and Kansas City, tor four- 


ngtor 
een vears, whicl ncludes tw previou vears with the 
loplin Typewriter Company HDR 


> 
Globe-Wernicke in New Gotham Offices 
Che Globe-Wernicke Sales Company, Inc., of New York 


; r¢ 
Citv recently announced the removal of their New York 


offices and warehouse to Port Authority Commerce build- 
ing. 76 Ninth avenue, corner of Fitteenth street The new 
mses are accessible ly all subway lines tora singel tare 

The New York branch and warehouse is in charge ot 


Claud Allen, who is widely known in the metropolitan dis- 

trict and in New England. A cordial invitation is extended 
© Stationers and to office equipment and supply dealers to 
sit the Globe-Wernicke branch in its new location 
—_> 


Hengge Joins Columbia Ribbon & Carbon Co. 


R. R. Henege. for a number of vears associated with the 


Ault & Wibore Company of Cincinnati, is now connected 
l 





- 
Dallas Concern Takes Autopoint Representation 


Che Practical Drawing Company of Dallas, Tex., has just 


\utopoimnt Company jobber-dis- 
] 


been appointed new 


tribut 


1] 
it 


covet Nebraska, 


Dakota for the 


Henry J. Huette, Kansas, 
Wisconsin, Minnesota and North and Sout! 
\utop His headquarters will be in 


\linneapolis 


salesman, wi 


int Company 


> 
Kansas Book Dealers to Meet This Month 


The eighteenth annual meeting of the Kansas Book 
Dealers Association will be held on February 19 and 20 
, e Hotel Kansan Topeka. 1 eadquarters will be 

he spacious roof garden, where the meetings, exhibits 
ind other activities will take plac: he annual banquet 

heduled for Monday evening, February 19 
> 


Josephson Moved Into New Quarters 


e Josephson Manufacturing Corpora n, formerly lo 
ed at 622 Broadway, New York, N. Y., has moved its 
fices and factory to 401-403 West 14th street, New York, 

\ Che company also maintains a showroom at 200 
it? iv ¢ ué 
noe 


Engagement of Miss Walters Announced 
herine Walters, 


Pahl 


lhe engagement ts announced of Miss Cat 
Ind., to Jerry Pahlman, son of J. D 


Edwin Barnes Company, Chicag 
I 


South Bend, 


at ot the 
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STEN TEX 


CAN 57, 
SS “Np 


ZW MADEIN ¢ 


Duplicating | STENTIEX ) Stencils 






A product's tradename and its authentic stamp are important to 
you and to every reliable dealer today. They not only express 
the manufacturer’s confidence in his own product, but simulta- 
neously transmit that confidence to the prospective customer. And 
particularly is this true of Stentex, the American-made, non-cellu- 
lose stencil, as evidenced by the nation-wide response this 
product has received. Stentex is synonymous with superior 
quality and with a reliable source of supply. Because of these 
essential features, Stentex has restored stencil confidence to 
dealers everywhere. Stentex can restore your confidence in 


stencils, too, if you will investigate now ... . . . Address 


AMERICAN 


STEN TEX 
CORPORATION 
PITTSBURGH, PA., U. S. A. 


American Stentex Corporation IR 

48 Seventeenth Sr. 

Pittsburgh, Pennsylvania us 
wt bo ove paeT 

Send details. Also samples of Seemtex for. ... 1... cccrcccvcccccccccsscescs s+ o cQMenematls 


| RE er eee eR Big t Reena es © eRe on RES Bike sce cénnens ante eeenk 
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SRS The New 1934 


BABE 
SPUfASTENER, 


REG . S. PAT. OFF. 


$*20O0 


RETAL. 















IN A RIG WAY 











Astounding!—this sturdy, handy little BABE. It 


takes all the abuse and use you can give a stapling 


Simple, precise and machine—and begs for more. You've never seen anything 
perfect mechenically like it! Its low price fairly takes your breath away. Clog- 
. proof and guaranteed when used with genuine “BABE” 
turdy as an ox 
staples. Every desk can afford one. 


>. 
Compact — durable Order now! Displays, envelope stuffers and sales co-operation free. 


and Clog-proof 
PARROT SPEED FASTENER CORP. 

















Rich, rust-proof finish 363 BROADWAY o NEW YORK CITY 
ae Modern Design 














LOUIS XVI 
A Perfect Example of 
that Luxurious Period 






borders of Burma 


walnut with 
is used for all exposed surfaces; 


What executive would not be proud to have can black 
th desk in his own private office The rosewood , 


atmosphere of dignity and refinement re complete drawer assembly is also genuine 
ulting from its installation, proclaims the walnut ops and panels are 5-ply and the 
substantial framing and high grade pedestal 


f culture, good taste 
ready drawer action 


The center drawer is 


user as a gentleman ¢ 
ind appreciation of high quality in office locking device insure 


This LOUIS XVI design is a ind long service 


irniture 
- ’ ’ eader among the fine group of period and equipped with first-class pin tumbler brass 
Nn ( I a Nn a | ) ¢ _ k ( 4 oO ° commercial desks comprising the 1934 IN lock Che exceptional value of this design 
DIANA line his desk is made in two typical of all Indiana Desk Company fur 
izes, 66 and 72 inches, and sold singly or niture 
with tables, chairs, phone cabinet, costumer Latest catalog cheerfully sent you on re 


e 
P 
Jasper, Indian: 
> 9 ' ana ind waste basket to match. Genuine Amer quest 
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Office Furniture at January Market in Chicago 


Exhibitors of oft furniture at the Ams 


( rican Furniture 
\Mlerchandis« | 


Mart and the Mart in Chicago during the Jan 
uarv market expressed satisfaction with the number ot 
visitors and the interest thev showed Exhil S at the 
American Furniture Mart included the following 


Algona Wood Products Company—F olding tables, fold 
ing chairs and similar items were displayed under the direc 
tion of Wm. H. Wark, sales agent 

Heywood-Waketield Company—The company’s regulat 
line of office chairs was shown. C. M. Sailor was in charge. 


Geneva, Ill Tubular steel furni 


rhe Howell ¢ 


in modernisti 


mmpany, 


ture patterns was exhibited 


hol 


period style 


Imperial Desk Company, Evansville, Ind.—hKnee 


ck SKS, table de sks, secretaries and bookcas« sin 


were on display Many new designs were shown \ 


Moderne 


raised plattorm 


featured by being placed on a 


light 


office desk was 


and having trained upon it R. ¢ 


Hamilton , secretary ol thie company, Was in Chicago during 


the market 


George L. Lamb, Nappanee, Ind The regular Lamb 


line of costumers and screens was on display. J. T. 
r, Was in charge 

Cadillac, Micl 
consisted mostly of household lines Included was an at 


desk IN H. Petrie, 
of the exhibit 


Mite hie ll. sal S Manar¢ 


St. Johns Table Company, Chis display 


tractive low priced studi treasurer of 


the company, was in charge 

The Wabash Cabinet Company, Wabash, Ind.—Undert 
the direction of E. V. Hughes, sales manager of the fur 
niture division of the company, the Wabash line of secre- 


taries, book« aASCS, knec | ok cl sks, students dk sks and occa 


sional furniture were attractively displayed 


Merchandise Mart Exhibits 


Milwaukee, Wis Phe 


including the 


Phe Milwaukee Chair Company, 


company’s regular line of office chairs, 


“Health-Comfort” ling chairs, were shown. 
Geo. M. De 
pany, was in charge 


Mutschler 


the regular 


t posture 


Beer, central division manager of the com 


On exhibition was 


William Mueller, 


Nappanee, Ind 
tables 


Brothers, 
Samson line of office 
was in charge. 
\urora, Ill 


lo« ke rs, 


Chicago manager, 


Lyon Metal 


cCxXtensive lime 


The 


cabinets, 


Products, Ine., company’s 


of shelving, storag¢ coun 


ters and special steel equipment was exhibited under the 


direction of E. J. Black 
—_ 
Hallam Joins Reliance Pencil Co. 

The Reliance Pencil Corporation, New York, N. Y., has 
added to its sales force J. H. Hallam of Dayton, Ohio, who 
will cover Ohio, Pennsylvania, Michigan, Kentucky, Indiana 
and part of New York. 


Jack Hallam is well known in this territory, having rep 


resented several manufacturers in the states named for 


some years. His wide acquaintance, his popularity with 


the trade, and his ability as a salesman, promise well for 


the Reliance line in the above territory. 


He is president of the Central Travelers’ Club and has 
long taken an active interest in the Association affairs 
oe 
Los Angeles Firm Remodels Store 
The Bert M. Morris Company, 742 South Hill street, 
Los Angeles, Calif., recently completed the remodeling 
and redecorating of their showrooms and offices 


\ new indirect lighting system has been installed, with 


lighted signs over the displays of the several lines which 
they 
The 


tion, 


carry 


company represents the Reliance Pencil 


Standard 


Manufacturing Company, E. E 


( orpora 
Calendar 
Cole 


Crayon Company, Ever-Ready 


Fairchild Corporation, 
and others. 


Steel Equipment Company, 


105 


COLUMBIA 





Cooperating 
Under the Code 


Recognizing that we are entering a new era 
wherein new methods of doing business must 
prevail, Columbia is gladly cooperating with 
the President under the terms and conditions 


of the National Recovery Act. 


Columbia accepted without qualification the 
Code of Fair Competition for the Business Fur- 
niture, Storage Equipment, and Filing Supply 
Industry, approved by the President November 
4, 1933, and abides by its rules and regulations. 


Because the Code enables the dealer to re- 
ceive proper reward for his services, Columbia 
urges every distributor of steel office equipment 
to conduct his business strictly in accord with 
the Code. 


Columbia Bulletin No. 94P gives full informa- 
tion about the selling prices, discounts and 
terms of shipment applicable under the Code, 


and is available to any dealer upon request. 





Columbia Steel Equipment Co. 
Office and Showroom 
Lincoln-Liberty Building 
N. E. Cor. Broad & Chestnut Sts. 

P. 0. Box 2244 Philadelphia, Pa. 




















APSCO’S “BIG SELLER” 


“Money Making Days” are here again. Bet- 
ter Prices and Bigger Profits under “The 
New Deal.” 


Every Stationer knows The Giant 


Sharpener in the low price field 
APSCO CUTTERS DON’T SCRAPE 
Get Our New Price List 
AUTOMATIC PENCIL SHARPENER CO. 


THEY CUT 


CHICAGO, ILL. 














OFFICE APPLIANCES 


(New York Office Appliance Managers—Continued from 


pare SU) 


Cleary, Underwood Elliott Fisher Company; C. R. Forney, 
Yawman and Erbe Manufacturing Company 

\. M. Oppy was presented with a handsome leather port- 
folio in recognition of his achievement as a five-times win- 
ner in six years. The other winners were presented with 
leather zipper bags as prizes 

President O'Donnell proved an able toastmaster 

Mr. Price referred in his remarks to the fact that coming 
to the meeting was coming home for him, as he was tor 
many years a member of the association before going t 
the executive headquarters of Remington Rand at Buffalo. 
lle referred with pleasure to the work of the association 
and pointed out the fact that only three of the charter mem- 
bers are left in the organization, yet the association 1s 
going strong He paid compliments to the winners and 
pointed out that the dawn of a new year is a challenge 
to effort. “We have entered a new era and all must con 
tinue to work together and carry on until we create a new 
prosperity.” 

EK. J. O'Brien of The National Cash Register Company 
asked to be excused from making a speech on account of 
a severe cold. He introduced F. J. Lovejoy of the Socony 
Vacuum Corporation, New York, who asked, Where Arc 
You Headed? W here \re You Going to End Up? To 
make a simple problem complex is easy, but business today 
is engaged in making a complex problem simple. Big cor- 
porations are struggling with problems new to American 
industry, with the only familiar thing left being price re- 
duction Business is not a personal institution, but it is a 


social institution 
> 


Gotham Typewriter Men Elect Officers 

\t Frane’s restaurant on Monday evening, January 8, thie 
National Typewriter and Office Machine Dealers of New 
York held its annual meeting for the election of officers 
and the transaction of other business. Under an amend- 
ment to the association’s constitution adopted last year 
othcers whose terms have expired cannot be elected to suc- 
ceed themselves Following are the names of the new 
' 


ofhcers, who were elected by unanimous vote of thoss 


present 

President, George Convery, Alcon Typewriter Com 
pany; vice-president, J. Rubinstein, Addressing Machine 
and Equipment Company; secretary-treasurer, S. Hutter, 


Check Writer Company, Inc 

On presenting the gavel to the new president, retiring 
President Neuberger gave a brief account of the work 
carried on last year, and expressed the hope that the in 
coming ofhcers will achieve much for the good of the 
association and of the industry 

Mr. Rubinstein then presented Mr. Neuberger with a 
beautiful watch in testimony of the affection and esteem 
in which he is held by his fellow members, and in recogni- 
tion of his unselfish and able work as president of the 
association 

In a brief speech President Convery appealed to the 
membership to give him their support and assistance in 
solving the problems which will arise this year 

The members discussed trade practices and their pos- 
sible results on the office machinery dealers’ business 
Members were asked to look out for the following lost 
machines Royal Portable No. 165219, Royal No. 10 
985911: Underwood No. 5-1774092, Allen-Wales Adder Mod 
9-160812, Allen-Wales Adder Mod. 8-15196, Allen-Wales 
Mod. 40-12507,. Monroe Mod. K160-149442. Monroe Mod. 
kK A160-4060-Elec., Monroe Mod. G-37364, Monroe Mod. 


} 


(5-32850 
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Another big advantage of the and E’franchise 








FULL 












— 


Complete service 
folders for all 
types of Rec- 
ords and Bus- 
inesses make 
selling easy. 





Built for service and long life. Stability and 
ease of operation depend largely 
on card hinges 
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Sone = a names ete a 
The “Yand E” Visible Index Hinges are an exclusive 
patented “Y and E” product. They give greater flexi- 
bility than ever accomplished with Visible hinges. Their 
wearing qualities are unexcelled. Hinged cards pass 
through the typewriter perfectly without any damage to 


the card. 


There is no rust or corrosion to damage the card or 
cause the hinge to give way. 








PROFITS WITH Gé VISIBLE 


VISUALIZED RECORDS MEAN 


CONTROLLED STOCK — CONTROLLED INVESTMENTS 
CONTROLLED CREDIT— CONTROLLED EFFORT 
CONTROLLED SALES— CONTROLLED PURCHASING 


DELINQUENT ACCOUNT LEDGERS 


Better Control of Slow Paying Accounts 
Improves Collections — Reduces Charge off Losses 


_— o} io 
—se Rae pa 






























YAWMAN4»» FRBE MFG.(O. 


255 JAY STREET ROCHESTER, N. Y. 


Ste ~ and Wood Filin ed —y - oe el Des _ . Steel Shelving 
Safes . . . Office Syste vd ‘Se pet rlie fS bi ble ndex Equipment 
Ban be an “ Library + eee. —y 


A FEW EXCLUSIVE TERRITORIES AVAILABLE 
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Atlanta Boston Chicago 
Cleveland Houston New York 
Los Angeles Washington, D.C. 






Minneapolis San Francisco 
Seattle Denver Toronto, Ont. 
Philadelphia London, Eng. 
Mexico, D. F. 










HOW MUCH HAS IT COST 
you 
TO EXPERIMENT 


The actual loss of money and time and the 
jeopardizing of customer good-will is reason 
to banish experimenting with in- 
ferior platens and parts. Uniform Depend- 
ability is what *“‘Amesco”™ stands for. We are 
not content merely to sell platens and parts. 
Our service includes 


» ur 
enough 


JAPANNING 
RIBBONS 

CARBON PAPER 
CUSHION RUBBER KEYS 
BRUSHES 


rOooLs 

SUPPLIES FOR REPAIR 
DEPARTMENTS 

RECOVERING ALL FEED 
ROLLS 

NICKEL PLATING 


Muses Mieans © cveliont SS evine 


AMES SuPPLy ComPaANy 


564 W. Randolph St., Chicago, Ill. 


37 Murray Street 583 Market Street 
New York, N. Y. San Francisco, Calif. 



















Leaders for 
over 30 years... 
Imitated but 

never equalled 


SERVICE and QUALITY 
YEAR AFTER YEAR! 


@ Service and quality have es- 
tablished a reputation for our 
calendars over a period of 
thirty years. Standardize on 
the genuine. 


|... the edges of all our pads for 


1935 wi 


be mottled in black. 


2... top covers will be printed in 


an attractive color scheme 
3... bases finished black, olive 
; SU Perfectix n als N s green ana mahogany en ymel; brushed 
) and 4 DESKAD ay ex prass nickel and statuary pronze late. 
cey for spacing of arches J 
4... Featuring the MOST COMPLETE line on the mar 


ket for 1935. 





Sales Corporation 


Stationers’ Glassware, Hardware and Specialties 


72 Spring Street New York, N. Y. 
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phone and then keep him waiting as much as a minute of 
more before the salesman was ready to talk to him. He 
said the salesman who wanted to talk to a prospect over 
the telephone should get the number himself or be ready 
to talk to the prospect just as soon as the switchboard girl 
could make the connection 

Contests were discussed. Mr. Terras said he was not in 
any sense opposed to contests. His own company uses 
them. He said that manufacturers must use discretion in 
using contests as a means of getting new customers or 
increased volume. He recited the case of an office supply 
who won a small order from his company and 


salesman 
then lost the account forever because of bad judgment 
used in his anxiety to make a certain number of contest 
points 

His remarks on price buying were well received. He told 
of an incident in which he turned down a low bid on a 
quantity of stationery, because he knew it involved a loss 
which the consumer would have to pay for sooner or later 
Che amount actually paid on the bid accepted was approx 
imately twice that of the lowest quotation. 

Mr. Terras believes that the salesman who is well in 
formed and gives personal service is the one that has the 
best opportunity. He told of a salesman for a lighting con 
cern who gave him much valuable information concerning 
office lighting without once asking for an order. When a 
change in his company’s lighting system was considered, 
the salesman was called in and the business was his 

Che interest in the meeting was so great that it did not 
break up until late in the evening. Every one present 
went awav with ideas which they planned to get over to 


their own sales forces 


-— 

Seattle Typewriter Men Adopt Cleveland Plan 

The Seattle Typewriter Dealers Association at the first 
meeting of the year, held last month, unanimously adopted 
the Cleveland plan and issued cards to paid-up members, 
notifying parts manufacturers and dealers of the account 
numbers of the various “good” members, the term, “good,” 
implying paid-up 

Service schedules were redrawn and approved, includ 
ing an addition of a minimum charge of $7.50 for changing 
the old Dvorak keyboard machine to the revised Dvorak 
Dealey keyboard. Complete change from the old standard 
keyboard to the new revised keyboard was set at a mini 
mum of $15 with no price set for Noiseless models 

Toward the close of the year, a letter of condolence was 


sent to Former President Thomas on the death of his 


tather 
New officers for the ensuing year were elected as fol 
lows President, U. G. Moore; vice-president, E. Lyle 


Goss; treasurer, D. H. Johnson; secretary, E. N. Phelan. 

Stolen machines in this territory reported up to Jan. 1, 
1934, include: Underwood No. 6-11, elite, 4057424, from 
Wenatchee, Wash.; Underwood portable, “F,” pica, black 
and gold, No. 634625; Underwood No. 3-11, 692926, stolen 
Dec. 1 from Civil Service Room, Federal Building, Seattle; 
and Underwood Noiseless, N360279, stolen from Griffin & 
Murphy Business College, Seattle \ Royal portable, No 
136590, was stolen Jan. 10 from the campus of the Univer 
sity of Washington.—JCJM 

seieiiiiaimamen 
Art Metal Sales Meetings 

The sales organization of the Art Metal Construction 
Company held meetings in January at New York and at 
Chicago, for the salesmen of the eastern and western or- 
ganizations respectively. The meetings were devoted to 
studies of local conditions, discussion of the company’s 
plans, and the effect of NRA on the business situation. 
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Bates Products 









Bates File 
Fasteners have 
new and unique advan- 
tages. Send fora sample. 


Mun-Kee Silent Stamp 
Pad—the world’s finest 
stamp pad. 


New Bates Perforator— 
combines % less effort with 
4 times more capacity, 
several new features of 
strength and convenience. 





BATES MFG. CO., Orange, N. J. 
N. Y. Office, 20 Vesey St. 


The Bates name is a guarantee 
of quality. When you sell these 
Bates products you are selling 
values that your customers know. 


The Bates Featherweight Num- 
bering Machine—light, strong, 
quiet—the standard of quality. 





The New Bates Index, 
instantly finds 720 names 
and numbers. Redesigned 
for home as well as office. 


Bates Stapler—makes 
its own staples, 5,000 
to a spool of wire. 





Bates Eyleter — in- 
serts, feeds and 
crimps the eye- 
let in one auto- 
matic Operation. 








Pies 
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No. 50-56 File Stool and 
No. 50-60 File and Vault 
Table in Use 





No. 671-TS 
Typewriter 
Stand 





Newly Improved 
- Noiseless Action 





UHL Steel Furniture 


sustains the routine 
of business 


When you take UHL furniture to your 
introduce equipment outstanding in features of 
economy and health UTIL steel office furniture is 
recognized as the most practical, durable and low in 
It has 
many of the most difficult office routine tasks 
simpler ind * Postur-Chair” being of 
scientifically correct: design with especially shaped 
seat and low back support promotes the health and 
effectiveness of the seated worker. UHL Typewriter 
Cabinets and “‘Litthe Dandy” stands keep office 
tools directories supplies, ete.. in 
proper order and convenient reach for inmmediate use 


DEALERS an especially good market for 
LHL equipment at this time. The extra labor of 
transferring files. having demonstrated the need for 
better equipment in the filing department, this is a 
good opportunity to show No. 50-56 file stool, and 
the 50-60 file and vault table * Little Dandy’ 
stands and Postur-Chair” are always a= good, 
seasonable recommendation. It will pay you to place 
these excellent numbers in stock and on display 


The Toledo Metal 
Furniture Company 


I5t4 Hasting Street R 
Toledo, Ohio. U.S. A. 


trade, you 


cost in hundreds of modern business offices. 
aa ack 


easiet 


machines and 


there Is 









é 






No. 641 






Magazine 
No. 9606-17 and 
Postur- Catalog 
(hair Stand 








PHEPLLOPP LPP LPL LD PLP L PLA LLL LLL LOLOL LPL LLO LLL LLL LLL ELLE 


\PPLIANCES 


(Acco Products, Inc., Sales Meeting Continued from 
ee? 


pare oO 

se There was a eption and a tine meal under the 

spitable auspices of the members of the Case organiza 
tion 

Che mill is located in the beautiful Bolton hill district 
near Hartford, Conn... and though it was winter, the 
scenery was wondertul 

Che first venture of Case Bros. was the erection of a mill 
in Highland Park in 1862. Since that time they have spe 
ciahzed in pressboard, binder board and album board. One 
f the brothers, Henry | displayed unusual inventiv 
ability and he with C. Frank Case organized a shop at 


1 


Highland Park in 1869 for the manufacture of paper making 
machinery L. W. Case, 
\. Wells Case, one of the founders of the 
brother of A. W 


president of the company today, 


is a son ot 


com- 


pany, who was a twin illard Case, co 


founder of the company 


The mills have been improved from time to time and n 
1915, after a disastrous fire, they were rebuilt and mod 
ernized 

In 1903, A. Wells Case began the construction of a park 

n the mountain at Highland Park adjoining the mill. This 


} 


project has been completed by his son, L. W. Case, present 


ead of the company, and with its natural beauty preserved, 


this tract Is now open to the public \ fine road has been 


untain where thr 
Highland Mancl 


unding territory This park is as 


built to the top of the m« visitor enjoys 


a splendid view of Park, ester, Hartford 


and sur urce of pleas- 
district 
| 


ure to all visitors to the 
armed with the ne reception 


( ude 3 


The Acco group were « 
given then by LL \\ Case, 


CGsoodricl 


vecrne ral 


Todd and 


president; H | 
sales manager; A. J 


R. E. Purinton of Case Bros. Inc 


> 
Illinois Carbon & Ribbon Association Elects Officers 
The annual meeting of the Carbon Paper and Inked 


Ribbon \ssociation ot [llinots Toor 1934 Was held at the 
Hamilton club, 


lirect rs were 


January 8, and the following officers and 
President, | DD. Roberts of E. D. 
Fleischman, Stand 

\llen, Jr. 
Hill of Mil 


Le Wis ot 


elected 
Roberts Company; vice-president, L. kK 
ird Manitold Products ¢ 
& Allen Company; 
er-Brvyant-Pierce (¢ Directors \\ 

M. B. Cook Company; Charles Windsor of Robert S 
& Company, and William 


Company 


mmpany; treasurer, M1 
secretarv. M. L 

mpany 
Leet 
Nelson-Eismann & 


| Isthannh | 


> 


Change in Secretaryship of St. Louis Association 
V.J 


} } 


as taken the Nerans as sec 


Adding Machine 
| ith the Adding 


\ssociation He is associated w 
building, St 


Obman place of Hugl 


Louis Typewriter and 


and Calculating Machine Service, 712 Century 


| us, M« The other thecers are pre sident, R | 
Stephens, Imperial Rebuilding Company: vice-president, 
Joseph A. Schenk, Fletcher Typewrit Company, and 
treasurer, \ \\ Peirs, Belleville Pvp vritel | xchange, 
Belleville, Il 
The association was organized on December 7 and meets 
the second Tuesday of each mont! 
oe 
Chico Stationers Hold Annual Meeting 
he Chico Club, composed of stationers in outlying parts 
ft Chicago and suburbs, held its annual dinner Monday 
evening, January &, at the Brevoort hotel The attendancs 
vas reported to be vreater than at any us vathering 
ft i clatior Besides members, it luded represen 
tative fa numls f manufacturers and me out-of-town 
tatior Ss amor “ vere R. M. Robinson of Offices 
| nt Company, M igan ( Ina Jess Sutton of 
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Today’s dollar—on or off the 
gold standard—buys more 
actual typewriter value 
than ever before in a 


MASTER GRADE UNDERWOOD 


THE GOLD STANDARD OF REBUILT TYPEWRITER VALUE 


With genuine parts, precision ad- 
justments and perfect ap- 
pearance, it has no equal 
in rebuilt typewriters 


Write for New Price List No. 341 
THE WHOLESALE TYPEWRITER COMPANY 


FACTORY and GENERAL OFFICES — 155 SIXTH AVENUE, NEW YORK, U. S. A. 
CABLE: SALETYPE, NEW YORK 













Now!..A Double-Point PENCIL 


oF Cutepornt QUALITY. . 


Retailing for 30 Cents! 


Extra Utility, Sturdy Beauty and Amazing Low Price of REALITE 
Captures Pencil Users Every Time 














Retails for Only 


OW just set the flashing Realite 

display up on your front counter— 
loaded with the new double-point 
REALITE pencils—and watch your stock 
turn into sales! 

Only 30 cents—yet REALITE is the 
snappiest-looking, sturdiest pencil you 
ever saw at anything like the price. It 
gives your customer two mechanical pen- 
cils in one—any two-color lead combi- 
nations of red, blue, yellow, green or 
black. Ideal for accountants, architects, 
draftsmen, checkers, office workers and 
salespersons. 

And with its Autopoint quality, 
REALITE licks the one flaw that has 
always existed in colored-lead pencils. 


Colored leads won’t break at a touch, 
now—thanks to the patented Grip-Tite 
feature of REALITE points. 

Your customers will hardly be able 
to believe you really mean only 30 
cents for this double-point writing 
instrument. Stock REALITES 
now and see how fast they go. 
Just fill in the coupon below; 
tellushow many dozen you 



















30° 


Sample or Salesman on request 


The AUTOPOINT Company 


1801 Foster Ave., Chicago, Ill. 











want at 30c per pencil, see eee eee eee eee eee eee eee eee ee = ~ 
‘ THE AUTOPOINT COMPANY, Dept. OA-2 ! 

less customary discount 1801 Foster Ave., Chicago, III. : 
your order will be : Pn agher— at once........ dozen of the new REALITE i 

: » with complete display material, at 30¢ per pencil, ' 
accompanied by a ; less customary discount. : 
brilliant selling dis- NEE Fac ib.0' + 010s cdnend sceuarenebaeebeatencese : 
play.(Ifmorecon- g Executive Name. ......sccccccccsccccscscssscescess i 
venient, order - BEGG 0. 6 0:0 6.00000 0600446660008 0b bee e ence Eeeees es : 
CG Gesu cuspens ctneenscceneeaninn State. ccccccvecvees ! 


from jobber.) 
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Flat top desk in Oak from the serviceable 
No. 100-A Series 


A NEW STANDARD for 
LOW-PRICED DESKS 


(,ood news for the watchful office furniture dealer—a new 
1934 Imperial Line, with prices and designs for every need. 





Handsome executive suites in richly figured woods! Dis- 
tinctive turned-leg styles in walnut! Practical straight- 
wt 00 ove may line desks and tables in various finishes! A complete line 





of smart home desks and book shelves! 


Now —in addition to all this——Imperial offers still greater value in min- 
imum-priced office desks—the serviceable, well-engineered No. 100-4 
Grade. Sturdily built to give your customers lasting service; popularly 
priced to bring you quicker profits. 


Write today for information about what Imperial Desks can do for you. 


IMPERIAL DESK COMPANY 
EVANSVILLE, INDIANA 





It Speaks for Itself! 


The following letter is one of the many unsolicited 
communications we have received, relative to the na- 
tionwide change to CEL-U-DEX TRANSPARENT TABS. 


2 
, Wisconsin 
Cel-U-Dex Corp. 
Empire State Bldg. 
New York City 
Gentlemen: 

As soon as you have a Milwaukee dealer 
will you please drop me a line and give 
me his name. 

This agency has been using 
index tabs, but the curling of the 6-inch 
strips is objectionable, at least when pur- 
chased in quantity for continual use. 


Very truly yours, 


The original letter on file in our office 


CEL-U-DE 


C OR POR ATI ON 
Empire State Building 
NEW YORK 














FEBRUARY, 1934 


Woodbury Book Company, Danville, IIL, and president of 
the Illinois Booksellers and Stationers Association, and 
G. N. Davidson of Davidson-Pearsall Company, Aurora, III. 

After an elaborate dinner, a word of welcome was ex- 
tended by Cless O. Burras of Oak Park. 

In place of a formal program, E. R. Lund of Englewood 
Blue Print Company, who arranged for the dinner, called 
upon various men around the table for brief remarks 

Before the crowd dispersed, its numbers were augmented 
by stationers and manufacturers who had been attending 
a party given to Joe Hildreth in honor of his long service 
with the Esterbrook Steel Penn Manufacturing Company. 

Che Chico Club is a compact group which works in clos¢ 
cooperation for the benefit of its members. Its president 
is E. M. Kolar of E. M. Kolar Stationery Company 


~~ 


Pittsburgh Office Appliance Managers Hold 
Christmas Party 

On December 29 at Fort Pitt hotel, Pittsburgh, the Pitts 
burgh Office Appliance Managers held their annual Christ- 
mas party. There was almost a complete attendance and 
every member present reported a satisfactory increase in 
business during 1933 as compared with the previous year. 
It was generally felt that 1934 will be an outstanding year 
in this industry 

J. M. Hughes, Jr., Pittsburgh branch manager for the 
Remington Typewriter division, Remington Rand, Inc., 
was elected president of the club to fill the vacancy left 
open by the promotion of Robert Gleason, manager of The 
Postage Meter Company, to the Ohio state managership 
with headquarters at Cleveland, Ohio. 

Mr. Hughes reported that the Pittsburgh branch broke 
all records in the sale of Remington portable typewriters 
during the month of December, 1933. 

The members of the association represent over eighty 


per cent of the industry and enjoy very close cooperation. 
> 


Chicago Typewriter Men Hear Address on Selling 

Forty-two dealers and guests were present at the regular 
monthly meeting of the Chicago Typewriter Dealers Asso- 
ciation held at the Medinah Lake Michigan Avenue Club, 
Chicago, on Tuesday evening, January 9. After the read- 
ing of communications and other routine matter, President 
Arthur B. Froehlich introduced Mr. Louis Zant, speaker of 
the evening. Mr. Zant, who was formerly sales manager 
for the Victor Adding Machine Company and now con- 
ducts a successful office machine business in Chicago, gave 
an interesting and instructive address. 

Mr. Zant prefaced his remarks by a brief reference to his 
seven years experience calling on office machine dealers in 
every state in the Union. He then outlined a sales plan 
which he has found successful. 

The first step, he said, is to classify prospects according 
to actual facts, and not according to what the prospects 
say. The first prospect is the business man who doesn’t 
own an adding machine The next classification is the 
prospect who owns a machine that is either too small or 
too old or not adequate to the needs of the prospect 

The best way to show the prospect just what the propo- 
sition 1s, to give him a filled out order blank lacking only 
his signature The order blank gives all special details 
and shows the prospect a concrete picture of the entire 
proposal ' 

Following enthusiastic applause for Mr. Zant’s speech, 
James P. Ward, Sr., was introduced and spoke briefly. 

President Froehlich then presented the following resolu- 
tion which was unanimously adopted: 

“Because of the experience of dealers during recent 
months, an experience due to the prevalence of price 
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EVER READY 
CALENDARS for 1935 








A COMPLETE LINE... 
Featuring Standard EVER READY 
Loose Leaf Type Calendars 





and Permanent Memo 


Small Size Calendars 





DEALER Before placing your 
orders for desk calen- 
dars for the 1935 edition see the complete 
new EVER READY line. We have established 
a new method of production, insuring flat 
lying calendar sheets which are printed on a 
finer grade of blue white stock. EVER READY 
is a modernized desk calendar line—one that 
you will endorse—so will your customers. 


_J WRITE US FOR CATALOGUE 
AND PRICES ON THE 1935 LINE Ff 


EVER READY CALENDAR MBG. CO. 
160 MAPLE STREET _JERSEY CITY, N. J. 


The Calendar Packed in the RED Box 




















Outstanding as the new and better inkstand 
of 1934—$1.00. With stainless steel Dipa 
day Pen $1.50 





And its companion sales builder 


PYRAMID 


A quality pen socket at 50c—a splendid buy 
for every Dipaday pen owner and the many 


using pocket fountain pens at desks. 


Every othce supply dealer will find a good busi 


these improved 
SOCKETOP is the new 
two in one combination inkwell and socket that 


With the 


rests 1n 


iting his display of 
writing conveniences. 


rite nerterct 
yt '* ACL 


service, at low price. 


properly filled the pen point 
Es et Ree SO rite. B 
tresh ink and is always ready to write ut 


the well, it requires 


| | 
if the ink should get iow ll 


sut an instant to slide the socket forward and 


ink through an aperture in the well 


*YRAMID Socket is the perfect pen 
| reach 


ing 


IOI 


a 


the pen in convenient 


where it cannot be covered up with papers or 
nislaid. The Point keeps moist and ready for 
use. PYRAMID 
finish with any make of inkwell and completes 
wt the Dipaday Pen. 


harmonizes in design and 


tne service 


STATIONERS, Make 
window display of writing materials featuring 
SOCKETOP and PYRAMID. You will find 


it getting extraordinary interest and producing 


— Ny 


1 suggestion! i full 


substantial profits. Prices and details on request 


Pengbusch. 


SELF-CLOSING INKSTAND CO. 
Milwaukee, Wis. 
Makers also of the Self-Closing Inkstand, Dipaday Desk 


Sets, Ideal Sanitary Moisteners, No-COwver-Flo Sponge Cups 
and Kleradesk. 


WE DO OUR PART 


515 Sengbusc h Bldg. 
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changing and the constantly shifting policy of manutactur- 
ers in reference to portable typewriters, it is the firm con- 
viction of this Association that the best interests of all con 
cerned—the manufacturer, the dealertand the consumer 


would be served if the manufacturers would establish a 


detinite policy concerning portable typewriters and the 


handising of them Therefore, be it resolved that this 


mers 


\ssociation go on record as recommending that the manu 


facturers enunciate policies in reference to portable type 
writers that would assure dealers of reasonable perman 
ency in the matter of price, types or classes of machine to 


he itfered, special teatures, ct 


In accordance with the custom established by President 


beginning of his term of office, the meet 


Tom Stack, 


Froehlich at the 


ing Was turned over to who served as chairman 


tor the rest of the evening 


introduced some matters concerning which 


there was a lively discussion Out of these discussions 


llowinge motions, which were carried 


1 


Phat a list of the members of the association be pre 


houses 


wholesalers and 


sented to manufacturers, wholesalers, and supply 


with a request that they (manutacturers, 


} 


supply houses) do not sell at wholesale prices to any but 


actual dealers in the Chicago area 
That members of the Association retrain trom quoting 
prices in advertisements in newspapers, classified telephone 
books or any other kind of publication 


] ' 


Che meeting adjourned at 


Twelve-Thirty Club Elects Officers 


} 


Che regular social luncheon of the Stationers 12:30 Club 


of New Yor 


meeting at whicl 


1 by a business 


k City on January 8 was followe: 
officers named below were elected for the 

ensuing year 
president of the Nor-wood 
avenue, New York; chairman 
Wilham G. Whittemore, 
secretary and treasure r, red. 
president, Fred G 
William G. Whittemore, 
chairman, and Sherman L. Parmenter, Harry Tehan, Na 
thaniel Dwight N Briggs, William Schmall, 
Schmidt, James E. Neary, Louis 


and William Donnelly, 


President, L. | Caraccl, 
Company, Ine., 295 Fourtl 


f the Board of Governors, long 


term president of the club 


Nitschke, re 


re-elected 


elected: vice Steinhilber, 


Board of Governors, 


Kreamer, 


Laurence Kahn, Louts 


all except the new chair- 


Tavernier, 1 


man having been members of the Board last veat 
President Caracci 1s one of the ablest and most efficient 
workers in the club and well deserves the honor bestowed 


upon him 
28 held an 


Club Adrvenne 


Members of the club and friends on December 


enjovable Christmas. party at the There 


was a turkey dinner of excellence and an interesting floor 


show \fter the show many played cards for a time. 


Evervthing about the event is declared to have been a 


credit to the club and its efficient arrangements committec 


>  — 


Philadelphia Steel Men Elect Officers 


The Philadelphia Steel Furniture Association held a 
meeting early in January r. T. MeCarthy, local manager 
f The General Fireprooting Company, was elected presi 
dent of the organization, and George Emtaige of the Co- 


lumbia Steel Equipment Company was made secretary 


The code of fair competition for the business furniture 


, 


filing supply industry is now in op 


storage equipment and 
eration Che steel furniture men have been giving it very 
serious study and are seeking the full cooperation of all 


the Institute members. Indications are that everv member 


yperate one hundred per cent botl 


direct sales and in sales made through dealers 


wishes to corn 


in his own 
| here 1s a 
yperation in the Philadelphia group 


very ne spirit of ce 


Phe association held a general meeting of all office equip 


FEBRUARY 





ACME 


VISIBLE RECORDS 
All [a] Seed Steel 


In every state and city 


ACME VISIBLE 
PRODUCTS 


are intimately 











known to business. 


Kxclusive dealer arrange- 
ments are now available 
in many important cities. 
You are invited to re- 
quest full information. 
Our illustrated catalogue, covering all 
types of Acme Visible Cabinets, Books, 
Listing equipment and Acme’s stationery 
specialties, all nationally advertised will 
be sent every dealer on request. 


8 S. Michigan Ave. 
ACME CARD SYSTEM CO. 


CHICAGO 











You Can Be Known as 


HEADQUARTERS 
forPROTECTION 


With the DIEBOLD Franchise 


If you want to be the Protection Headquarters in your territory, we have a proposi- 





tion that warrants immediate inquiry. Investigation will disclose many lines of 
equipment that YOU CAN SELL PROFITABLY — lines for which there is wide spread 
demand because they include equipment that defeats all types of hold-ups . . . pre- 
tects money and wealth from burglaries . . . and preserves vital records from de- 
struction. Handling the Diebold Line is made attractive by efficient sales helps, 
including . . . proposal and presentation literature . . . cooperation from the Die- 
bold man in your territory . . . effective direct mail literature ... and a profit 
margin that is convineing. Write or wire today for full information about our 


franchise for your territory. 


DIEKSOLD 


; & LOCK CO. 


PROTECTION SERVICE ANTON, OHIO 
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PRONTO Storage File 


26 


or 4 


A BOX FOR 
EVERY 
PURPOSE 





STEEL FRONT (Green 
STEEL-REINFORCED 


DRAWER and CASE 


Tr only corrugated collapsible storage file having 
these desirable features. 

Which accounts for their unprecedented popularity, 
where front-office file appearance, strength, accessibil- 
ity and stacking qualities are appreciated at no more 
than storage-box prices. 

26 stock sizes for every filing purpose, 
retailing at 85¢ to $2.10. 





Write for Sample and Trade Discount 


PRONTO FILE CORP...636 Broadway, New York 











The New STEIN Three-Way 
ZIPPER PORTFOLIO 
Opens fully like a book with full contents before you. Made 


in many styles and arrangements of pockets with and with- 
out gussets in letter and legal sizes. Complete range of 


leathers and prices 

These will be the big sellers and profit makers in 1934. 
Originators and manufacturers of Modern ideas in Zipper 
Carrying Cases. Let us send you samples and prices. 


Stein Brothers Mfg. Co.. Ine. 
564 W. Adams St. - - - Chicago, Ill. 
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NEW 1934 12-INCH 


STANDARD GLOBE 


Retails for $5.00—an amazing value. 


After months of preparation we are proud 
to announce this globe. Has brand new 
features. Sure to sell in quantity. 


ACCURATE, FULLY DETAILED, UP-TO- 
DATE. EVERY WORD EASY TO READ. 


FULL GRADUATED NOILSELESS DIE-CAST 
MERIDIAN, FORK AND STAND 


32-page illustrated book containing com- 
plete globe information given with each 


globe. 


Write for sample now. 


REPLOGLE GLOBES. INC. 





320 S. Franklin Street CHICAGO 


CLIP-ONS 


The QUALITY 

Paper Fastener 
MORE USES 
MORE SALES 





= 
ro) Wherever papers are fastened, 
o business people are quick to rec- 

1} ognize the brilliant finish, neat 
form and secure fastening of 
CLIP-ONS, and the many extra 

$ uses for which they are adapted. 
+. And, wherever paper clips are 

of sold, Stationers recognize the 
superior sales features of CLIP- 

ONS. -the Ever Fast Fasteners. 

¥ Three sizes, brass or nickel finish, 

100 to the box, ten boxes to the 

carton, Write for sample and 


prices. 


LIP-ON CORPORATION 


OSWEGO, NEW YORK 


| 
| 
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ment dealers and stat ners recently, where George Ruck, 1 
president of the Columbia Steel Equipment Company, a 
member f the National Code Committee was asked t 
pre side and explain the peration of the « ck 
+ 
Chicago Stationers Gather 
One hundred seventy-one men sat down to dinner at the 
meeting of the Stationers Club of Chicago January 24 at 


the Stevens restaurant. All but four of this number are 
actively engaged in the sale of commercial stationery in 


Chicago and a few nearby towns. The other four are John 


W. Ovren, executive secretary, a speaker, an entertaine! 





and a representative of Office Appliances 

The meeting was called to ordet by Oscar M dene, pres 
ident f the club, who told of the progress from a year 
ago when six or eight stationers would get together, 


through the organization last September and its rapid 


rid large 


growth since He expressed his gratification at t 
attendances 

Mr. Modene then introduced Mr. Ogren, who spoke on 
relationships of the stationery business to NRA and pos 
sibilities under various codes governing practices of the 
trade He referred to three divisions of the NRA era. 
Che first was the period of uncertainty when the public was 
learning that the main purpose was to get people to work 


e tormation ot codes: the tl ird, opera 


Che second was t 


tion under codes. He explained that the NRA organization 
Washingt W very ite ac saniiaiead the be JASPER CHAIR CO. 'S 855 


in mn as Vé 


lief that through cooperative competition under the codes NEW LEATHER LINE 


the stationery business will benefit and that unfair compe- 





The Jasper Chair Company adds another attractive and graceful 


tition can be eliminated. Referring to the local situation, e | 
ne anid thet the Chivecin stetiniiaitle duek dete. wn Mae | line in which expert upholstering predominates. Fine workman- 
—s ship, superior finish, correct balance, thorough comfort, pleasing ff 
rganized as any group anywhere in any industry Phe | outlines, these chairs are of a highly attractive and inviting ap- 
Chicago club’s membership is somewhat more than sev | pearance, at a very special price. | 


| Besides the chairs illustrated, four other new numbers, side chairs 













cnty-tive 

Fred P. Seymour, chairman of the employes relations | for banks and business offices, have also been added, which will | 
committee, explained that the stationers were operating | satisfy a ate demand for chairs of this type. ! 
under the general retail de while waiting for approval | The Right Chair at the Right Price 
ta stationers’ code “The real worth ot the code,” he | JASPER CHAIR COMPANY 
said, “was not in the wording but the carrvine out through 1 | 
: = di . q 
the code authority Jasper, Indiana 

1 , , 4 , a | 

Gordon Smith, of the Better Business Bureau, explained | Sales Representative 

some of the workings of codes and related some local ex | for metropolitan Chi- 
: ; | cago territory, William 

periences in handling complaints | 4H. Brown, 4504 S. 


Wells St., hone 
Boulevard 7957 


Harry Horder also spoke on code matters. He empha 





sized the necessity for all to work together for the good 
f the whok In illustrating a point he said one cannot 
create more business in a territory than actually exists 
there; hence cut prices will not create additional business, 
but will lower the standard of the trade 

Entertainment to finish the program was furnished by 
Harry McEvoy, who tapped his plentiful supply of stories, 
interspersed with sleight of hand tricks 

> 

Baltimore Salesbook People Hold Convention 

\t the annual sales convention of the Baltimore Sales 
book Company at the Lord Baltimore hotel, Baltimore, 
Mad., late in December, Talbot T. Speer, president of the | 
company announced that sales for 1933 had exceeded those 


f 1932 by eighteen per cent and that to take care of the 


increased volume, a new addition to the tactory was built | 
costing $35,000 and $60,000 worth of new machinery and | 
equipment were purchased He referred to the up-to dat« | 


completeness of this rotary printing plant, and said that 


as rapidly as new equipment is pertected to increase efh- 





ciency, the company would be among the first to buy it | 
The convention was attended by H | Massey, Vice | 

| 

president in charge of sales; John R. Morrison, vice-presi | 


dent: ¢ Morton stewart, 52, sales manavet | Hl. Cole 


ind | H (;orton, assistant sale S managers ( > It} udy, 
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Announcing 


. 


Aas 


2600 SERIES 


ROLLER SUSPENSION 
STEEL FILES 


s 





Here is ruggedness that guarantees years of 
satisfactory service and skillful design in 
progressive suspension that insures smooth, 
The 


new 2600 series is an outstanding file value 


easy and efficient drawer operation. 


The specially designed suspension rollers 
are evenly timed to give full support at all 
positions. Drawers are interchangeable 
and equipped with spring follow block. A 
safety latch prevents drawer rebound and 
holds the drawer securely even when tilted. 


Vale paracentric lock isstandard equipment. 


Here's true quality at popular price. Order 


a sample file today! Compare it point-for- 


point with the market. You will be con- 


vineed and so will your customers. 


s 





ART STEEL COMPANY, Inc. 


300 EAST 145th ST. NEW YORK CITY 





x POSITIVE LOCK 
COMPRESSOR 


The 
2600 SERIES 
COMPRISES 


Standard, Counter 
and Desk Height ver- 
tical units in letter 
legal, card and com- 
bination sizes In- 
voice and voucher 
size units in Standard 
Height and in 5-draw- 
er letter size. In olive 
green, grained ma- 
hogeny of grained 
walnut finishes. With 
or without Yale pare- 
centric lock All 
units 26% inches 
outside depth 







SAFETY LATCH 

NO REBOUND 

4 CASE HARDENED 
ROLLERS 

ON EACH PROGRESSIVE 


SUSPENSION 
PERFECTLY TIMED 


EXTRA STRONG 
KICK PLATE 


s 





THE LINE OF QUALITY AT POPULAR PRICE 
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manager, manager order 


sales specialty division; G. W. Alt, 


department, and G. A. Emge, factory superintendent 


was devoted to a tour of the factory better 


stafl 


The tirst day 


acquaint the sales with production methods, to- 


the new 


de voted to the 


a detailed explanation of 
1933 rhe 


discussion of general business subjects 


gether witl equipment 


installed during next day was 


On December 29, the twelfth annual Christmas party 
was held. Because of the satisfactory earnings of the com- 
pany during 1933, every employee received a cash bonus. 


his practice has continued, without interruption, for many 
Vcars 
awarded to 


B. Bland, dis- 


outstanding achievements 


C. Morton Stewart, Jr., 


, 
Prizes for were 


sales manager, and ] 
Richmond, Va 


ee 


Former Safe-Cabinet Men Honor Jackson 


trict sales manager at 


\ dozen or more men who were in The Safe-Cabinet 
Company's sales organization when R. D. Jackson was 
sales manager called upon him at the Stevens hotel in 
Chicago, when he arrived to direct a recent zone conter- 


ence of The Todd Company \fter a visitin Mr. Jackson’s 


om, the entire party, including A. R. Todd, went to 
Roth’s restaurant on Wabash avenue for dinner \fter 
dinner the members of the group dispersed to their re 
spective abiding places, but most of them went back to 
the Stevens hotel next day and remained throughout the 
afternoon and evening to participate in The Todd Com- 


pany's sales meeting, where a new check protector was 


demonstrated to the men of the Chicago and Milwaukes 


areas tor the first time 

\mong the Safe-Cabinet men present were W. T. Moore 
( lr. Anderson, | Roberts, A. D. Brant, Mr. Hawley, 
W. B. Horner, Paul Kollmorgen, H. ¢ Pobey, W | 
Fred Delbridge of Chicago 


Milwaukee 


> 
\. ty 


Osborn and and Joe Kratoch- 


will of 
a 

Mitchell [1] with Influenza 

(Charles L. Mitchell of 

attack of 


suffering trom 
third attack 


Popeka, Kans., is 
Chis 


Appliances joins a multitude 


a severe influenza being the 


in succession. Office of other 


friends in wishing him a speedy recovery 


_— 
Cleveland Typewriter Men Meet 

Adding Machine 
their first meeting of the vear 
Addison Club 


best attendance 


| rr ak rs 


\\ ( dnc Ss 


The ( leveland 
held 


lay, January 17, at the 


Typewriter & 


\ssociation 


This meeting had the since the organiza- 


tion of the association Four new members were enrolled. 


discussions on the 


NRA 


The meeting was devoted entirely to 


recently was submitted to the 


> 
“Casey's at the Bat” for the Stationers Squares 
At the New 


York City on Thursday evening, January 18, the new prest- 


meeting of the Stationers Square Club of 


dent, A. I. Goldberg, better known as “Casey” Goldberg, 
presided. Dinner and meeting were in the Greeley Room 
of the Governor Clinton hotel 

-— 


Daugherty Leads in Multigraph Sales 


Daugherty, sales agent for the Multigraph at 


Okla., 


Howard 


Oklahoma City, enjovs the distinction of having led 


his fellow agents throughout the United States in the per- 
centage of sales to quota of the entire Multigraph line of 
machines and equipment for the three months ending No- 


vember 30, 1933 


He reports many good prospects for the next thre 


mnths 
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e SPOTSEALD 


ADDING MACHINE ROLLS 


\ 










@ SPOTSEALD e . 


For easy opening—Tear along this line from either side | 








Easy Opening—No Waste 
A DISTINCTIVE FEATURE 
Firmly wound—free from breaks and lint. 


Grades for every need—all standard sizes. 
WRITE FOR SAMPLE ROLL AND QUANTITY PRICES 


Rockwell-Barnes Company 
1511 West 38th Street Chicago 











TURNOVER! 

















COPYMASTER produces up to 200 
copies, printing four colors at 
one time—Paper does not curl— 
No ink smear—Yet,it retails at 


ONLY $18.50 
WRITE FOR DEALERS DISCOUNT—IT WILL AMAZE YOU 





PLUS 



































An —_— 
. } es. 
Every Day | -— 
Opportunity — 
for Live —— 
So, 

Stationers Pre, 


WRENN 


DESK BLOTTERS 


Every office buys fresh blotters at intervals 
and Stationers have opportunity to build up 
this business by placing a considerable selec- 
tion of good quality desk and hand blotters 
in stock and on display. We recommend the 
Wrenn Balanced Blotter Assortment and the 
Wrenn Showblott cabinet. We shall be glad 
to send you our special introductory offer 
giving full details and prices. 


THE WRENN PAPER COMPANY 
MIDDLETOWN, OHILO 



















IDEAL CATALOG and PRICE 
BOOK BINDER 





The Jiffy Mechanism 


FLIP! Instantly the binder is open, and the catalog 
or price book sheets are immediately available for inser- 
tion or “x-sertion.” FLIP! It is closed securely and 
permanently holding sheets. No complicated mechanisms 
its simplicity makes it trouble-free. 


There is a Jiffy Binder to fit practically every sheet 
punched with a round hole! 


Dealers: There is nothing like this binder on the market. 


Dynamic “sales-appeal’”—and a real Price Beater. Write 
for complete information. 
Exclusive A 
Dealer Complete 
Franchise Line 





Grand Rapids Loose Leaf Binder Company 


Grand Rapids, Michigan 


























120 


4 


A GOOD ROLL IN A 





Ma os s$% 
ac: LF “Sy 4° Sp “ 
en, é : 


=~ 4 ae < 
| FULL 
LENGTH) S/TOUGH\ || 
| T 


sh = is ion. alal 


OFFICE APPLIANCES 














@ You'll sell more Progress Adding Machine Rolls 
because they are made of better stock .. . other Progress 
Roll specialties include Cash Register, Teletype, Address- 
ograph, Telautograph, and Police Signal Paper. Ask us 


about them, 


BRADNER SMITH & COMPANY 


333 South Desplaines Street + 


Chicago, Illinois 





Guaranteed 


POST BINDER METALS 

















} hy 
VOOR DIN GC 


Leading *rs have used Tenacity metal parts in their 

leaf binders for over 20 years, realizing that the | 

mechanism is one of the most important parts of the binder 
Tenacity is still guaranteeing every metal part it manufac 


yst binders, ring books, record boo 








Have you a copy of our No. 34 
Metal Parts Catalog’ 


The Tenacity Mfg. Co. 


Cincinnati, Ohio 








if 





without figuring 


Meilicke ready-made answers to routine problems cut calcu- 
lating time in half. Any employee can use Meilicke Systems 
without training. There are no keys to punch, no levers to pull. 
Just turn the card and copy the answer. 





Avoid New Code 
| Complications 


Pay Roll Calculators are built 
on piece work, hourly or week- 








—_— 


| The new 35 hour and 10 ' y eas 
hour weekly basis Calcu- SET TTES 'eeine ss 

lators are now ready; 4, J ia es: 
answers in §, hour steps. 












ly basi«. ; 
Siri. s 
i 4 JBi, 
h war SL § 
} : 4FLiT 
; Silge 


Hourly basi« 
Caleulators 
have answers 
im ‘\, hour or 

» hour steps. 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Write for Circular 


Meilicke Systems, Inc. 
k St. Chicago, Illinois 





PF 3466 No.Clar 











N.R. A. payrolls compiled | 











CARBONS and RIBBONS 


New Packing 

Greater Protection 

More Convenience 

and the Same High Quality 


Dealers can now offer their trade bet- 
ter service with the Bucki line of 
carbons and ribbons. 

The new Bucki Economy “Slip-a- 
Sheet” carbon box is a real aid to 
carbon sales. Economy and efficiency 
in the use of this innovation will be 
instantly recognized. 

Now the incomparable ribbon—Bucki 
Supreme Brand—can be had in a new 
sealed airtight box—positively pro- 
tected against deterioration. Always 
“fresh” never ““dried-out”’, an asset 
to both dealer and consumer. 
Samples will be gladly sent to in- 
terested dealers. They are also in- 
vited to ask about the Bucki plan to 
increase carbon and ribbon sales. 


THE BUCKEYE RIBBON & CARBON CO. 
1458-1468 East 55th St., Cleveland, Ohio, U.S. A. 
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BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of Orrice 
APPLIANCES, are tangible business opportunities. 


Wanted Here at Home 





f n fa I1¢ , tSSuE 

f ( nor ea er tree to ve- 

; : / fice mac $ iipment and 

pr ; chic [ now Indes 
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Business Machines Exchange Asks for Catalogues. The Central Business 
Machines Exchange, Main street at Fairground road, Hillsboro, IL., wishes 
© receive catalogues from manufacturers of typewriters, duplicating ma 
chines, adiding machines, office equipment and supplies The business is 
conducted by Harry A. Fish, who first entered the typewriter business in 
1927 

Catalogues for California Dealer.__Kelly's, Oroville, Calif., wishes to 
receive catalogues from manufacturers of commercial stationery items and 
office supplies 

Catalogues for Commercial Stationer...The Sudfield Office Equipment 
Company, 1106 Pine street, St. Louis, Mo., wishes catalogues and prices 
from manufacturers of visible record books, visible cabinets, gelatine 
duplicators, gelatine rolls and supplies, paper for gelatine duplicating, 
stencils, type duplicators and supplies, stapling machines and supplies, 
ribbons and carbons Mr. Sudfield was formerly district manager for a 
visible equipment company 

Catalogues of Office Machines and Equipmvut...The M. Leishin Com 
pany, formerly of North avenue, Chicago, has moved to a ground floor 
location at Ll North Franklin street The company handles office machines 
and office furniture, and wishes to receive catalogues and other informa 
tion from manufacturers of steel files, desks, chairs, office machines and 

achine supplies 

Catalogues for Pennsylvania Stationer..._ David E. Fisher, P. O. Box 77, 
Hummel’s Wharf, Penna., operates an established stationery store, includ 
ng an established mail order clientele He wants catalogues and current 
price lists on general lines of office supplies and specialties; also rebuilt 
ind new office machines, typewriters, etc He asks to be placed on mailing 
lists to receive new issues of literature He is interested in a rubber 
stamp manufacturing connection Mr. Fisher wishes to hear from manu 
facturers, wholesalers and jobbers 

Catalogues of Specialties and Machines. The Business Machines Com 
pany, conducted by H. M. Sowash at 125 North Main street, Mansfield, 
Ohio, wishes to receive catalogues on office specialties, machines and re 
built typewriters 

Equipment and Supplies Catalogues for Haverhill. The Valley Type 
writer Company, 14 Emerson street, Haverhill, Mass., has been organized 
by George W. Cochrane Catalogues are requested from manufacturers of 
typewriters, adding machines, general office supplies, et The company 
operates a service department 

Equipment and Supplies Catalogues for San Francisco. Tully's Stamp 
& Stationery Company, 45 California street, wishes to receive catalogues 
from manufacturers of office supplies and equipment The company is 
interested also in a line of visible reference equipment, and also posts 
for loose leaf transfer binders similar to ‘“‘Locktite 


Merchandise and Equipment Outlet in East...Rex Business Machines, 
141 Lexington avenue, New York Y., is in a position to handle addi 
tional lines. The company will consider postal scales, staples and stapling 
machines, metal files, patented folders, ribbons, ete 

Pennsylvania Dealer Asks Catalogues...Wm. H. Prendergast, P. 0. Box 
1093, Erie, Penna wishes to receive catalogues from manufacturers of 
filing equipment and supplis card index systems, steel shelving and 
lockers, accounting systems, loose leaf forms and binders, machine book 
keeping equipment and forms, special ruled and printed forms, sales and 
advertising binders 

Sales Organization Available at Atlanta._-The Piedmont Rotaprint, Inc 
110 Bolling Jones building, will consider propositions from manufacturers 
of office supplies or specialties |. W. Spears is manager of the Piedmont 
Rotaprint, Ine 

Traveler Seeks Office Supply Lines Fred W. Gratz, Marquette Avenue 
Apartments, Milwaukee, Wis s giving up his greeting card lines, and 
wishes to secure office supply lines to be sold to dealers in Wisconsin and 
Minnesota He has already made arrangements to handle desk pads and 
desk accessories 

Used Ribbon Inker Sought... The Dodge Specialty Company, Albany, 
Wis wishes to buy a good used ribbon inking machine uninked fabric 


ind spools 


New Enterprises 
wu ire newt ncers reported m further deta 
er? bilities of additional outlets for 


manufa rers in this field 


Office Machine Business at Haverhill.__The Valley Typewriter Company 
14 Emerson street, Haverhill, Mass is a new concern handling type- 
writers and adding machines It is operated by Geo. W. Cochrane, and 
nceludes a service department 

Office Machine Business at Hillsboro._-The Central Business Machine 
Exchange, Main street at Fairground road, has been established by Harry 
\. Fish, who entered the typewriter business in 1927 

Office Equipment House at Fort Worth.--L. R. Gossard, who had been 
with the Elliott-Fisher Company, the Underwood Elliott Fisher Company, 
ind more recently Royal branch manager at Fort Worth, has established 
the Gossard Office Equipment Company, sales, service and supplies, 311-13 
Moore building 

Office Machine Service and Sales at Fort Wayne The Typewriter 
Hospital, 1118 South Calhoun street, Fort Wayne, Ind., has been organized 


by H. E. Tribolet, a veteran typewriter mechanic Service is available 
to business houses and private individuals within a radius of fifty miles. 
rendered by experienced mechani Mr. Tribolet contemplates adding 


the sale of rebuilt typewriters and adding machines, and also typewriter 


ribbons and carbon paper 





TEMPOGRAPH 


Simplicity—Speed—Silence 





ALL AMERICAN DUPLICATOR 
TEMPO AUTOMATIC INTERLEAVER 
For All Makes Duplicating Machines 
TEMPO STENCILS AND INK 
Bring Repeat Orders 
This is the line that has made money and increased 
business for hundreds of dealers the last three years. 
COMPLETE STOCK CARRIED IN 
San Francisco 

Los Angeles 


Chicago 
Seattle 


Write for Catalogue and Full Particulars 


MILO HARDING CO., LTD. 
1362 S. Hill St., Los Angeles, Calif. 



































Compare the New 1934 Miami Register which was 
sold sight unseen before this Announcement! It 
has everything! Graceful, modern lines, Color, 
Compactness, Ease of Operation! And the inner 
mechanism principle has been accepted every- 
where for more than fifteen years as the most prac- 
tical and efficient ever developed in the Register 
industry. 


Miami Autographic Registers are built in all styles and 
sizes for writing Sales and Delivery ° ets, Rece'ving Slips. 
Stock Forms, Purchase Orders and scores of other records. Ut 
will last a lifetime compared with the short life of the make 
shift. cheaply - constructed registers which give so much 
trouble. Inspect the Miami! Raise the cover! Examine the 
sturdy, fool-proof mechanism. Don't buy a Register without 
trying the Miami. 


Write for Stationer’s Discounts & Literature 
THE MIAMI SYSTEMS CORP. Cincinnati, O. 


Manufacturers of Continuous Stationery for Auto- 
graphic Registers and all makes of Billing Machines 























Consistently Freqr 
finest trade, for 
writing digni 

For steel pe: 








WARSHAW 
INDEX CARDS 


ROTARY CUT ON ALL FOUR SIDES 


Good quality. clean stock, full ro- 
tary cut, uniform margins, clear 
rulings, clean edges, these are the 
attributes that make WARSHAW 
index cards outstanding in value. 
Wrapped in Cellophane, the true, 
economical, eye-appealing, mod- 
ern package. 

Surprisingly Low Prices! Get the 
new Warshaw catalog. samples and 
prices. 


WARSHAW MEG. CO., Lane 


1 Main Street, Brooklyn, N.Y. 
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FURNITURE 


Alton, tll W._ I. Godwin has been appointed local agent for the Corry 
Jamestown Manufacturing Company 


Baltimore, Md. The Corry-Jamestown Manufacturing Company has ap 
pointed a new agency here the Price Company, Inc 23 South Calvert 





street 

Chicago, til The M. Leishin Company, formerly located on North 
ivenue, has moved to a ground floor location at 11 North Franklin street 

Chicago, t1!..- Edward A. Hake has taken the lines of the Johnson Chair 
Company and The Clemco Desk Company for eastern Pennsylvania, Dela 
ware, District of Columbia and e stern Maryland Formerly he covered 
the same territory for the W. H. Gunlocke Chair Company 

Chicago, til Walter J. Hansen, manager of the furniture department 
f Stevens, Maloney & Company, is making good progress after an auto 
mobile accident in December He was struck by a car while on the street, 
ind broke one leg, sustaining scalp injuries also 

Grand Rapids, Mich.-The Office Equipment Compeny has moved from 
{3 Fountain street, N. W., to 129 Ottawa avenue, N. W 

New York, N. Y¥ The Metwood Office Equipment Company has leased a 
store and basement at 16 West Twenty-third street 

New York, N. Y... The Josephson Manufacturing Corporation has moved 
from 722 Broadway to 401-03 West Fourteenth street; a showroom is 
maintained at 200 Fifth avenue 

New York, N. Y The Globe-Wernicke Sales Company has moved its 
offices and warehouse to the Port Authority Commercial building, 76 Ninth 
avenue, corner of Fifteenth street 

Plainfield, N. J. Tait, Inc., has been chartered to deal in office equip 
ment and stationery ; capital stock, $10,000; F. N. Tait, charter represen 
tative 

San Francisco, Calif...Henry LeSassier has joined the office furniture 
department of the H. S. Crocker Company-——he had been formerly with the 
Rucker-Fuller Company 

San Francisco, Calif. Whittle Poor, 74 New Montgomery street, has 
been appointed representative in California, Washington and Oregen by the 
Erie Art Metal Company 

Springfield, Mo.-.A. L. Dawson, president of the Inland Printing Com 
173-477 St. Louis street, this city, printers and office equipment 
dealers, has been elected secretary to the board of directors of the Y. M 
( A. for 1934 HDR 











STATIONER Y 


Aledo, Itl..-H. D. Harris has opened an office in the Willits building 
where he carries stationery, school supplies, books and magazines, and 
operates a circulating library Mr. Harris had been postmaster during the 
past twelve years, and two years prior to that period was assistant post 





taster 
Austin, Texas... Robert L. Terry has become a city salesman for the 
A. S. Hull Stationery Company, 294 West Sixth street He had been 


formerly with The Cargill Company, Houston 

Baton Rouge, La. George C. Everett's Stationery Company is now 
operating in the National Bank building 

Chicago, I! The L. & M. Stationery Company has moved from 438 
South Dearborn street to 506 South Dearborn street 

Chicago, Il! Local stationers enjoyed an exceptionally fine business in 
alendar stands and pads in January Very few advertising calendars 
were issued this year and business houses had recourse to the sta 
tioners for calendars of all types 

Cincinnati, Ohio..._The name of The Stewart Kidd Company has been 
changed to The John G. Kidd & Company, at 29 S. East Fourth street 


\ commercial stationery department is conducted by Charles Lotz 
Compton, Calif January 6 Fry's Stationery store held its formal open 
ng at 121 East Compton boul., presenting a considerable stock of sta 
tionery and office supplies V. V. Fry, the proprietor, enters the business 
with twenty vears’ experience He was formerly in charge of a stationery 
department for the Zellerbach Paper Company During the past eight 
vears he has been with Moore Bros., of Compton, who recently discon 
nued Mr. Fry is conducting also a guaranteed fountain pen service 


j 
i pretentious stamp department, and an order department for process 
engraving and subscriptions 

Johnstown, Penna... The Johnstown Office Supply Company has estab 
shed a subsidiary, the Gallery of Gifts, 136 Market street 

Los Angeles, Calif Fowler Brothers have moved to 414 West Sixth 
street 

Los Angeles, Calif Max Polonsky and Emanuel Fisch have opened 
the Atlas Stationers at 107 East Eighth street Mr. Polonsky is well 
known in stationery, printing, and office supply circles in and around 
Los Angeles 

Memphis, Tenn The Memphis Blue Print & Supply Company has been 
chartered ; capital stock, 100 shares @ $100; incorporatot Mrs. H. G 
Ferree, E. G. Allen and Chas. C. Crabtree 

Newark, N. J The Eastern Stationery Stores, Inc has been chartered 

deal in stationery: capital stock, 100 shares no par value; William 
Dubin, charter representative 

Newark, N. J... The Clinton Stationery Company has been established at 
16 Clinton street by Martin Escoffier, formerly with Grover Brothers He 
has been a stationer twenty-nine years 

New York, N. Y—-The Silverstein Supply Stores, stationery, has leased 
space at 263-67 West Fortieth street 

Philadelphia, Penna.._Robley D. Stevens, 5412 Kingsessing avenue, and 
Royal B. Stevens, 4419 Baltimore avenue, have been appointed Philadel 
phia representatives by the International Tag & Sales Book Company, Chi- 





cago 
San Francisco, Calif._-Arthur Hargrave has joined the Rutledge-Glissmar 
Company, 419 Montgomery street He is conducting a new department of 
reative printing, and acts as advertising counsellor, maintaining his own 
advertising offices Mr. Hargrave has long been known for his splendid 
work in getting out house-organs, and for his humorous advertising 
creations 

San Jose, Calif Melvin. Roberts & Howarth pioneer stationers of 
San Jose have moved into new quarters at 240 South First street The 
new store doubles the floor space and is decorated along smart and 
madern lines, while broad windows thirty feet deep give the display space 
Office supplies Stationery, fountain pens cameras and greeting cards 


wcupy the ground floor The mezzanine presents office furniture, pottery 
ind gift ware The printing shop occupies the second floor In the 
basement are the popular-priced office furniture and home desks Says 
Howell D. Melvin, the president, We believe our customers will be de- 


hted with the wide variety of new merchandise now available 








— 





FEBRUARY, 








The QUALITY Leader 


that sALWAYSin demand 
with your best customers 









The VISIBLE feature is ex- 
clusive—places this machine 
beyond competition. Looks 
different sells easily saves 
mistakes. 







MODEL 41 


6 wheel 


$12.00 


- Sanaa = ) Q 
MoT seme RETAIL 





INDICATOR 


i ee < 
| ‘ © mar ner op 98 
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AMERICAN VISIBLE 


NUMBERING AND DATING MACHINES 


By the makers of the American 
*“3-in-1,°° 5 movement machine: 
the biggest price-value, and the 


handy AMCODATER, self-inking 


dating machine. 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, N. Y. 


Branches: Chicago, Los Angeles, london, Paris 


694382 


Impression of Figures 





224 Shepherd Avenue 























Repeat Orders 


Come easier to the individual or 
distributing organization that 
stresses quality. Crown Ribbons 
and Carbons have the quality 
which makes satisfied customers. 
Your city may be on our “open 
for representation” list. Inquire. 


Crown Ribbon & Carbon 
Mf. Co. 


Rochester, N. Y. U.S.A. 














SALES LETTERS 


Need the Support of 


SALES LETTERHEADS 


Your letterhead frequently is all that 

your prospective customer sees or knows 
| of your business. In appearance, it 
| ought to be on a par with your best 
dressed salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 


We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 


Engraved Stationery Buffalo 
AMERICAN EMBOSSING COMPANY 
35 N. Division St. Buffalo, N. Y. 






































For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 


in its field. 


If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 


6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative: S.& D. Loose Leaf Co., 427,N. San 
Pedro St., Los Angeles, Calif. 
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Whena Display in a Window 


stops the eye of a passerby—the first step in 
a sale has been made. 








The Munson Display 


Here is the first step to increasing your sales 
of typewriter cushion keys— 


A NEW fcc NEW PROFITS 
a op 


Munson Suppry Co. 2 
$48 Hudson St.. N. Y. City 


| Please send information about the New Key New 
Package and Counter Display to 

Vame . pscesee TeTTTTTT TET L Tir TT 
: iddress COC H EEE EHH OR EOEEO EE HE EO HHEHEHEHEOHEOH EOS EES 


| City ° seene Guanes. 





WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility 
and tolerance for checking postage. 


Forty-eight cents to $2.00 per pound prevailing postage 
cost must be checked by every mailer to prevent 
costly postage waste. 


Over-Under Weight 


indicator at end of beam 
indicates.an unmistakable 
hair-line balance 














Airmail No. 1—Capacity 1 Ib. x % oz. with computing chart 
Airmail No. 4—Capacity 4 Ib. x % oz. with computing chart 
Airmail No. 9—Capacity 9 oz. x 4% oz. without computing chart. 


Com puting chart shows all mail and parcels post rates up to full capacity 


Over 20,000 Triner New-Type Scales 


recently installed by the U. S. Postoffice Department 
because a variation of only a FEW GRAINS is now 
permitted between each ounce division—such a fine 
variation is not apparent on any ordinary scale. 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Hlinois 














HERE IS SOMETHING NEW! 


MANILA-KRAFT 
FOLDERS 


Combining the beauty of manila 
with the ruggedness of Kraft. 


PRICED RIGHT 


ee 








L " 














Send for samples today. 


IMPERIAL METHODS CO. 


Forest Park -:- Illinois 




















THE NEW [beat NO. 33 | 










Shipped K. D. in 
heavy fibre car- 
ton; shipping 
weight 16 to 18 
Ibs. Easily as- 
sembled in 5 
minutes. 


Height 26 in.; 
table top 17% @ 
in. by 14; shelf 
12x14. Rubber 
tired casters on 
rear legs, rubber 
feet on front 
legs. 


Wood tops and 
shelves in oak, 
walnut or mahog- 
any finishes; steel 
frames with black, 
green, brown or 
maroon “baked 
on” enamel. 
Made of electric welded steel tubing, in design and construction 
similar to the thousands of Sherman Manson stands that have 
been in satisfactory service more than 25 years. In appearance 
and sturdiness without equal in its price class. Side members 
are welded, not merely bolted or secured with slip joints so 
commonly used in inexpensive stands. 

Responsible dealers may order sample stand for examination 
with return privilege. 


Sherman-Manson Mig. Co. 
621-631 8S. Kolmar Ave. Chieago 





WE DO OUR PART 
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TYPEWRITER S 
Cedar Rapids, lowa..- Fred W. Diers has taken the agency here for the 


Royal Typewriter Company, Inc with a store in the Roosevelt hotel Mr 
Diers had been formerly with the Underwood organization 





Chicago, II... The local agency of the Varityper division of the Ralph 
C. Coxhead Corporation has beer oved to 540 North Michigan avenue 


Chicago, II! E. H. Johnson has joined the local sales staff of the L. C 
Smith & Corona Typewriters Inc He has been assigned to a South side 
territory 


Chicago, Il. Albert Tangora visited the local branch of the Underwood 
Elliott Fisher Company while on a trip to Cincinnati He attended the 
thirty-seventh annual convention held at the Netherland Plaza by the Na 
tional Commercial Teachers’ Federation 


Columbus, Ohio... The Woodstock Typewriter Sales Company has moved 
from 203 North Front street to 14 North Third street, in the Rowlands 
building E. B. Cutten is manager of the Woodstock Typewriter Sales 
Company 

Fort Wayne, Ind.—.The Typewriter Hospital, 118 South Calhoun street, 
has been organized by H. E. Tribolet, to afford service on typewriters and 
idding machines within a radius of fifty miles Mr. Tribolet is a veteran 
typewriter mechanic, and employs only experts in the office machine field 
The Hospital will add sales of rebuilt typewriters and adding machines 
in the near future, and also a complete line of carbon paper and type- 
writer ribbons A speedy emergency service is available to machine users, 
which can be secured through Eastbrook 1051 of the Fort Wayne telephone 
exchange 

Fort Worth, Texas..-The Office Machines Company, 111 East Tenth 
street, has been appointed authorized agent for Philco radios The 
company is an authorized distributor for the Woodstock typewriter 


Fort Worth, Texas.__The Gossard Office Equipment Company has been 
established at 311-13 Moore building, by L. R. Gossard He had been con 
nected formerly with the Elliott-Fisher Company, Underwood Elliott Fisher 
Company and more recently branch manager here for the Royal Typewriter 
Company, Inc 


Halifax, N. S.—-The Halifax Typewriter Company suffered a fire loss 
December 29, in a building occupied by several other tenants 


Hillsboro, tl.--The Central Business Machines has been established on 
Main street, east of Fairground avenue, by Harry Fish A. L. Wallace, 
who is associated with Mr. Fish, had been formerly with the Taylor Type 
writer & Office Supply Company, of Bloomington, Ill. Mr. Fish has been 
appointed a rebuilt machine dealer for Hillsboro and surrounding terri 
tory for the Woodstock Typewriter Company 


Houston, Texas.__The business known as Hurst & Ellison, 2009 McKin 
ney avenue, has become Ellison's Control is now in the hands of Fred 
and Constance Ellison This business buys, sells, repairs typewriters, add 
ing machines, cash registers and other office machines 


Joplin, Mo. Addison ¢ McNeill has returned to the typewriter field 
after an absence in another line He is now connected with the Joplin 
Typewriter Company, 318 Joplin street In the past he had been affiliated 
with the Remington Typewriter Company and The Dalton Adding Machine 
Company 

Los Angeles, Calif...Charles T. Smith, of the Associated Typewriter 
Company, is rejoicing that he has again beat the old man with the 
scythe He has recovered finely from his recent serious illness Mr 
Smith is widely known because he was formerly a manager of the various 
agencies of the Corona Typewriter Company, before its merger with the 

CC. Smith & Corona Company 


Memphis, Tenn.._H. E. A. Legh has been transferred from Oklahoma 
City to this city by the Underwood Elliott Fisher Company 


Mountain View, Calif...Fred Jourfetz has one of the most beautiful 
country homes in this section, a real surprise Earl W. White, of the 


Ames Supply Company, who visited him there is still marveling The 
wonder of it all is that he is a retired typewriter dealer For many 


years he did a keenly active business in the East Bay section, at a time 
when business was done at a profit 


Newark, N. J..-The Typewriter & Supply Company has leased the store 
at 216 Washington street, in the Gibraltar building 


New York, N. Y..-The Exchange Typewriter Shop has leased space at 
63 West One-hundred and Twenty-fifth street 


Pierre, S. Dak.--Zenz Radio Shop, typewriter division, is reported to 
have taken over the Davin Porter Sales Agency of that city 


Portiand, Ore. Clyde Henderson has opened a typewriter shop in the 
Public Market building 


San Francisco, Calif...The ©. K. Typewriter Company, conducted by 
Frank C. Cowles, secretary of the Typewriter Dealers Association of Cali 
fornia, has moved from 117 Montgomery street to Room 412, 580 Market 
street 


San Francisco, Calif..-Vincent & Company is the new sign at 404 
Market street The company announces typewriters, accessories, and 
service, and in addition carry a limited number of stationery items that 
fit well with the other lines. C. H. Vincent, the proprietor, was formerly 
located at 247 California street 


San Francisco, Calif...S. H. Billington, in charge of the Smith-Corona 
office, has reason to be proud of the fine window display that is causing 
so much comment, Billington proceeds on the theory that two fine win 
dows in so choice a location must be made to pay dividends, and they do 
Motion, he says, always catches the attention. The present display presents 
a ‘“‘Wasp"’ airplane motor of the United Air Lines, showing the mechanical 
action of the motor, a big fellow weighing 900 pounds and so large 
that it was necessary to remove the plate glass window to place it inside 
An appropriate display card tells that just as this wonderful ball-bearing 
motor guarantees smoothness, accuracy, and dependability, so the Smith 
Corona typewriter displayed with it, by its ball-bearing construction, does 
the same The exposed parts of the machine reveal its ball-bearing struc 
ture. The motor company thinks so well of the display that it has taken 
photos for its own use 


Tulsa, Okla.-_Robert H. London, owner of the Typewriter Service Com- 
pany, 414 South Boston street, has been elected second vice-president of 
the Co-operative Club for the new year.—-HDL 


Walla Walla, Wash. Pal Clark, proprietor of Clark's Book Store, has 
been made city distributor for the Royal typewriter 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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ALMA DESKS and TABLES 
... dependable VALUES 


No. 1151 F 





Alma Desks and tables are built for good 
stores that give a full measure of value regard- 
less of price. 


A full variety of patterns, all in the low 
price range. 


ALMA DESK COMPANY 
HIGH POINT, N. C. 
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FIRST on the receiving line! 

In increasing demand, due to business pick-up, you will 
find No. 399 Tri-Ply and No. 3900 Tri-Ply Whisk—the 
trade’s most popular typewriter erasers--FIRST on the 
receiving line 

Be sure NOW that you have an ample stock. And if 
you are not thoroughly familiar with the other outstand- 
ing numbers by Weldon Roberts, America’s Eraser 
Specialists, write for information and price list im- 
mediately 


WELDON ROBERTS RUBBER CO. 
Newark New Jersey 





— 
coMpo 


PREFERRED VALUE 





| No. 4-C Wire Slapling Machine, List Price $6.00 





| STANDARD EQUIPMENT 


The COMPO line of Paper Fasteners meets a 
great many requirements and will return a profit 
if you concentrale on it. The most important 
machine is illustrated above, having a capacity 
of 210 Wire Staples and weighing only 2 Ibs. This 
Model No. 4-C will fasten together securely 35 
sheets of 16 lb. bond paper or equivalent, or will 
join them temporarily if you wish. Why not 


write us for prices and further information? 
EE ay 











Manufacturers and Distributors 


| COMPO MANUFACTURING & SALES CO. 
WESTPORT, CONN., U. S. A. 
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OFFICE APPLIANCES 





RIBBONS AND CARBONS 


Philadelphia, Penna.—-The Q@. & S. Carbon Paper Company, Denckla 
building, Eleventh and Market streets, has been registered as a commer- 
cial title in the common pleas court by William Rose and Priscilla Rose 








S18 Penn street 

San Francisco, Calif.._Al Hammergren, president of the Carbon & Ribbos 
Dealers Association of Northern California reports a wonderful time 
at the Christmas jinks held at the Palace Hotel December 20 

Toledo, Ohio._-Deane W. Parker, manager here for the Crown Ribbon & 
Carbon Company, has appointed James E. Baker as salesman in the Toledo 
territory Mr. Baker was formerly professional at Spuyten Duyvel, Bay 
View Park and Put-in-Bay golf courses 


ADDING MACHINES 


Chicago, !11..-G. E. Comstock has been placed in charge of the Corona 
portable adding machine sales in the Chicago branch territory of the 
L. C. Smith & Corona Typewriters Inc 

Chicago, II! KR. J. Smith, representative here for the Add-Index line of 
received a new model, of the 2,000 series Special 
The machine has a stop-and-start motor, 














adding machines, has 
printing characters are provided 
yperating on either direct or alternating current 

Cleveland, Ohio.——J. L. Jackson, who had been agent at San Francisco 
for the Victor Adding Machine Company the past five years, has been 
appointed manager here 

Columbus, Ohio. Vincent A. W. Steger manager here for the Bur 
roughs Adding Machine Company, has been given a five-months’ leave of 
absence He will spend the leave in Florida Frank A. Luby, formerly 
with the Burroughs branch at Norfolk, Va., will conduet the Columbus 
branch during Mr. Steger’s leave 

Orange, N. J..-W. R. Cummings, vice-president of the Monroe Cal 
culating Machine Company, Inc., celebrated the fifteenth anniversary of 
his connection with that company January 15 

San Francisco, Calif..__L. C. Wolters has been appointed manager here 
for the Victor Adding Machine Company He had been formerly with 
the Royal and Remington companies, and the past six years has been a 
partner in the Office Appliance Company, Hollywood, Calif 


OTHER MACHINE §$ 


Fort Worth, Tex..__E. L. Wasser, who deals in office appliances, sales 
and service, reports satisfactory business considering the general situation 
He handles Dictaphones, Mimeographs and other machines, selling used 
and rebuilt typewriters, et« 

Philadelphia, Penna._.The Penn Staple Company, paper fasteners, 
2113 North Seventeenth street, has been registered in the common pleas 
court as a commercial title, by John Snyder, 2113 North Seventeenth street 

San Francisco, Calif.... H. Davidson, manufacturers’ representative at 
74 New Montgomery street, is touring his various eastern factories. These 
include the Neva-Clog Products, Inc., and the Stanley & Stanley lines 

San Francisco, Calif...Leonard Gustafson, for several years connected 
with the stationery and school supply business, is now associated with 
\. L. Jones, Inc., 116 New Montgomery street. This firm is representative 
of Binney & Smith, New York City, and of the Hotchkiss Sales Corpora 
tion, Norwalk, Conn Mr. Gustafson is immediately contacting the trade 
of the territory 











etc., 


Opportunity for Business 
Philadelphia, Penna... The Lettercraft Company, electrically typewritten 
letters, 1535 Chestnut street, has been registered as a commercial title in 
the common pleas court by Robert W Bricker, 3353 North Thirteenth 
street 


PENS AND PENCILS 


Amboy, me The Amboy Advertising Pencil Company, 1916 Eighty-fifth 
street, has been chartered ; incorporators—-Charles Kiss and Barbara Kiss 

Chicago, Ill W. H. Sahn, of The Eagle Pencil Company, called on Chi 
cago stationers in January, introducing a new telephone pencil 

Chicago, Ill.--Hamilton Kendrick, of the American Lead Pencil Com 
pany, made his usual trip to the Northwest in January, also taking in the 
annual dinner of the Northwest Stationers 

Cottage Grove, Ore. Incense cedar slats are being 
point to Germany 

Philadelphia, Penna E. L. Rosenberry has been appointed assistant 
sales manager for the Mohican Pencil Company 

Portland, Ore.._Fred M. Kendrick, representative in Washington and 
Oregon for the W \. Sheaffer Pen Company, attended the annual sales 
conference at Fort Madison early in January 

San Francisco, Calif...Charles C. Nunn, who travels the Northwestern 
Pacific territory for the Joseph Dixon Crucible Company, spent the holi 











shipped from this 


days at San Francisco 


Toronto, Canada... The capital stock of the W. A 
Ltd., established several years as the Canadian subsidiary of the W \ 


Sheaffer Pen Company, Fort Madison, lowa, has been purchased by Ca 
nadian interests The president of the Canadian company is Fred J 
Witlow 


MARKING DEVICE §S 


Chicago, Ill Smoke loss was reported by the Chicago Insurance Patrol 
in the plant of the Acme Stamp Works, 79-89 West Van Buren street, in 
connection with a slight fire which affected a number of tenants in the 
building January 11 

Dallas, Texas. The Practical Drawing Company has been appointed 
jobber-distributor for the Autopoint Company 

Elizabeth, N. J.-E. Rogers Underwood, of the Fulton Specialty Com 
pany, sailed in January on a trip around the world His party included 
Mrs. Underwood, her sister, and a friend 


Sheaffer Company, 
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U. S. TYPEWRITER RIBBON MEG. Co. 
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RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street Philadelphia, Penna. 

















STOPS EYESTRAIN AND FATIGUE 
“Glare ‘confuses’ the eye by giving conflicting 
orders concerning the size of the pupil. 

“In this important matter of glare, one of 
the greatest offenders is the glass desk-top.” 

K. Free, New York University 





“KILIAN” 


Unground Ball Bearings for the - 
Metal Office Furniture tndustry Dr. kK. 
(U. 8. Patent 1.782.622 Canadian Patent 324.059 Other patents pending 


LIGHT REFLECTION TABLE 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 


PLATE GLASS 95% 
AVERAGE WOOD TOP 80% 
NEO-LEUM 14% 


IT’S EASY TO SELL NEO-LEUM 
PLACE IT ON APPROVAL, ON OUR GUARANTEE 





cations. 


Kilian Manufacturing Corporation 
107 North Franklin Street Syracuse, New York 


WAGEMAKER CO. 


GRAND RAPIDS -i- MICHIGAN 

















Leather Goods of known high quality assure 
highest satisfaction and most dependable profits 


...Sell NATIONAL 


Here are most modern designs, de- 

pendably constructed — truly con- 
venient; Zipper ring books and en- 
velopes, brief cases, portfolios, Dres- 
Sets, Brief-O-Bags and catalog cases. 
The interest of your customers (which 
in the end is your greatest interest) 
recommends to you the “ NATIONAL” 
line. 
Ask about our New seal leather lined 
envelope in black and mahogany finish. 

New Catalog Now Ready 


NATIONAL BRIEF CASE 
MFG. CO. 
512 S. Peoria St., Chicago 


BRIEF CASES 
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CONSOLIDATED WIRE STAPLES 
- > F 4 A 4 +t A 4Ms\ 
r : for use in all known types of 
+ stapling and tacking machines 
Of excellent quality, carefully and truly made. Con 
solidated staples are unconditionally guaranteed 
complete satisfaction or your money back. 
Attractively packed in distinctive, modern packages 
They selland they repeat. 
Send for samples and prices now! 


r b pecial sizes packe e bos and 10 00 t CONSOLIDATED STAPLE COMPANY 
the cartor it at ely lesint ter y ur new < or code system 
sasbasinn 146 West 28th St. New York City 


a 
While the Auto- Loose Leaf Rings 


typist speeds out 























letters that appear No Large _ Brass 

to be personal! Joint to Tear Nickel Plated 
di me Paper FIVE SIZES 
ictated (costing Inside Diameters 


only 1c each), the Vo”—1.35 Per 100 





, il 3 “ 
operator has time oe 4 “e148 ° 
to address envel- Securely 1%4"—3.25 “ 
. 2”—3.50 
opes, check lists 
and do other work. For loose leaf books, binding reports, blueprints, etc. 


Write for information Loose Leaf Metals 


on our line of...... 
enables you to ‘‘get 


a: to customers. The E. Ww. Carpenter Mfg. Ce. 
rite to Auto-typist, A Conn 
602 No Psat “ton Bridgeport, r 

Chicago ©) 


SALESMEN! 


—a vast army of them—who have 
been more or less hibernating for a 
couple of years, are now faring forth 
to battle again. They will need 


@ Dealers: Rertal Plan 



































Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 












Beach's 
“Common Sense” 
Expense Books 


Check up on your stock and be ready 
for them. 








"Made under the banner of the blue eagle” 


BEACH PUBLISHING CO. 
1351 Book Bidg. Detroit 






Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 
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| The “Aluminum” Pocket Seal 








ARMEL 
DRY STENCILS 


(Non Cellulose) 
Mounted or Unmounted 


DUPLICATOR INKS 
CORRECTION FLUID 


Uniform in Quality 
Made in VU. S. A. 
Unexcelled Delivery Service in Any Quantity 
Priced Right to Dealers 
Samples and Prices on Request 


ARMEL MANUFACTURING CO. 
11 N. Franklin St. CHICAGO, U.S. A. 
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and other MARKING DEVICES 
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POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


MEYER & WENTHE- CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 
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FOLDING DESK PADS—WORK DISTRIBUTORS—LINOLEUM DESK 


A Superb Product at Popular Prices 


G.J. AIGNER CO., Manufacturers 


503 S. Jefferson St., Chicago 


PADS 











Color is the life of type- 
writer ribbons and carbon 
paper. 


Strength and perma- 
nence of color are the excel- 
ling features of CODO Ribbons 
and Carbons. 


Color can help you be- 
come the leading distributor 
of ribbons and carbon in your 
territory. 


rhe quality of CODO 
Ribbons and Carbons is fit- 
tingly exemplified in their 
modern, brilliant, attractive 
packing. 


Proof and full information 
on request 


TYPEWRITER 
RIBBON 





The Codo Manufacturing Corp. 
New York Coraopolis, Penna. 


Chicago 








STURGIS Posture cHaiRs 


Easy, quick adjustments 
without tools 




















A complete and out- 
standing line of metal 
posture chairs sold 
exclusively through 
dealers. 
Exclusive ter- 
ritories still 
available. 


Write for 
particulars. 


STURGIS POSTURE 
CHAIR COMPANY 
STURGIS AAICH 




















,y ~ TRAVEL KIT 
NewRITE-RIT E Sen 
Popular priced new package, original 
in makeup and design. Appropriate 
for bridge prize, travel kit, scholar’s 
companion, everyday gift, or premium 
item. 


Consists of a beautiful, new Finger- 
fit Sr. Pencil, a celluloid tube of 
“Micrometric” leads, and extra 
erasers, packed in a self-sealing, sani- 
tary, clear celluloid box with hinged 
cover. 


The top surface of the box is im- 
printed in gold with the lettering 
“The Rite Rite Travel Kit.” A two 
color card of modernistic design is 
used as a background, to set off the 
contents. 





Full details to stationers on request. 


Polk St.. Chicago 


Rite-Rite Manufacturing Co., 1501 W. 





MARTENS 
TYPE CLEANER 


Martens goes over in a big way 
with typists. They like the pat- 
ented applicator, an exclusive 
Martens feature. It cleans type 
so quickly, easily and _ thor- 
oughly, dries quickly without 
FREE! spattering. They always come 
INTRODUCTORY OFFER back for more. 


Write for it d liberal ‘ , 
te Pall ye De ~ Retail price 50 cents. 


MARTENS TYPE CLEANER CO. 


120 E. 28th Street, NEW YORK CITY 


























STENCIL DUPLICATORS? 
NO-WAX STENCILS? 
DUPLICATOR INKS? 
Exclusive Manufacturers Since 1912 


The ROTOSPEED CO. 


227 S. Wilkinson St. 


Dayton, Ohio 








“MOISEN-IT” 


The Sanitary Moistener 


$1.50 


: For gummed surfaces of en- 
a velopes, labels, stamps, finger- 
- tips, etc. 

Simple in design and opera- 
tion—a water dish, a special 
brush and a presser guide. Just 
pull the surface to be moistened 
across the wet brush—Hands al- 
ways dry—surface always mois- 
tened. 

Attractive in green glass and 
bright plate—non-corroding— 
lifetime service. 


LABORATORIES 
CHICAGO, ILLINOIS 


Oo-> 74 4"OV 





! 
N U.S.A. 


THE COLYTT 
565 W. Washington Street 


U. S. Patent 
Pending 
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users should 


buy in bulk 


" 


cans, Grippit’s economy invites you 


require adhesive that never wrinkles 


to use it wherever you 
paper that keeps work and workers ui 


holds permane 


for Free Tube and Profit Story to Harriman-Welts Products Co., 


200 Summer Street, Boston, Massachusetts 


soiled that 


tly, yet can be peeled off without damage. Write 








Office Managers find it easy 


maps, charts, prints, ete., by 
using the new 


MOORE 


Aluminum Push-Pins 


Can be used with a hammer. 
In Window- 


6 for L0e Front Packets 


Your Jobber will supply you 


MOORE PUSH-PIN COMPANY 
113-125 Berkley St. Philadelphia, Pa. 


Originators of the famous Moore Push-Pins 








to make displays of drawings, 
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PHILLIPS 


TYPEWRITER RIBBONS 
and CARBON PRODUCTS 


A combination of Quality and 





a a ——— 


Price that hasnever been equalled. 


PHILLIPS PROCESS CO., Inc. 


82 St. Paul St. ROCHESTER, N. Y. 
L. A. PHILLIPS, Pres. 
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rik BUY-WORD For 
S 7 
ONG PINS 
Mo 
PINS R 


WILLIAM PRYM 
OF AMERICA, INC, 
LONG ISLAND CITY, N. Y. 
CHICAGO: 223 W. JACKSON BLVD. 
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ACME STAPLES 


and stapling machines 
QUALITY FIRST SINCE 1894. 


chines and staples that guarantee not 
only sales but profits. 


as 
The ma- 


Ask us how. 


Acme Staple Company 
CAMDEN, N. J. 


True Merit Sells 


™ FB 
e es 


LOOSE LEAF HOLDER 


ra —s. 


a! 





Keep F. B. in stock and on display as a service to your trade 
and as a live, profitable item For transferring loose leaf re 

ords, for imvoices, et« F. B. makes a practical, satisfactory 
and low cost binder Easily adjusted for any width of sheets 
and distance between centers Posts of various lengths enable 
the user to adjust capacity of file as desired. Cost $3.50 per 
doz. sets, list——-f. o. b. New York Send for sample and 
details 


KF. BL. MANUFACTURING CO. 


New York. N. Y. 


1228 Intervale Ave. 


























—the one duplicating 
machine black ink 
that gives first class 





both open and 
types of ma- 


results on 
closed drum 
chines — 


making this an 
all purpose ink 


Samples & prices on request. 








———— 
H. D. ROOSEN COMPANY 


Brooklyn, N. Y. Chicago 
Factory, foot 20th St. 609 S. Clark St. 























One In a Territory 








LANCES 





DEALERSHIPS being allotted 
NOW—for this Clean, Legible 
Sanitary typewriter key. 


MASTER 
SPEED KEYS 


(non-rubber) 
The TENS OF THOUSANDS 
of sets in use attest to their 
greater satisfaction and econo- 


my of use. 
Get Your Application in To-day 


SPEED KEY MFG. CO., INC. 


293 Columbus Place Brooklyn, N. Y. 
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THE FULTON MAN 
says: 


**Inflation is no guess but a 
fact Stock on your shelves pro- 
tect you against falling value of 
the dollar.’’ Order Fulton Qual- 
ity Daters NOW. Many daters now 
in use do not have 1934 on the year 
band, and you can replace them only 
when you are stocked up. The Fulton # 








DOES AWAY 
WITH A BRUSH 


That is one renson why 


Claretype is the out- 
standing type cleaner. 






The stenographer just applies Clarotype with 
the handy dauber supplied The cleaning 
action is instant and thorough Clarotype 
eliminates the messiness of brushing and 
spattering 


This handy 
dauber comes . 
with each 
























Deter, made with corrugated alu- (fy bottle 
minum roll and bands of live rubber, the modern type cleaner 
is easy to adjust, stays in alignment 
and makes clear, sharp impressions Over 3500 dealers stock Clarotype. These dealers 
s Ss will tell vou that Clarotype is the outstanding 
ot Quality Da Kwik Stamm Pads. R a .“_ SS .~ = ty } me hay - 
ems the) stoc Ty a Gomme 
Every sale means a satisfied customer an yt box) and see for yourself what 
= a sure fire item ge re “— ¥- or 
Saean through yo obbe e Claro o. Ine., 
Fulton Specialty Company, Elizabeth, ! 16-8 Hudson St.. New York. 
of All 2.8 
tenes si. — Refill Composition Standard 
New Style Containers, a a Ln Colors , 
ES {REST Noo Brass! 





2 ° 
66 I 9? PAPER N22 Nickel 
TOP Fasteners Finish! 
The guide to quality in paper 
clips. Low cost and first quality 
built up a demand. Specify “Tip 


Tops.” Your Jobber can supply 
you. 


TIP TOP MFG. CO., Ine. 
SYRACUSE, N. Y. 


Canadian Agents, Brown Bros., Ltd., Toronte 





Graphic Rolls in All Sizes, to 
Fit All Makes cf Duplicators 





Domestic and Export Dealers Write 





Wt 00 Ove pant 











































GRAPHIC DUPLICATOR CO. 270 A Lafayette St., New York, N. Y. 
- \ . 
¢ Increasing one 
Markilo Celluloid Products : snares POR PAPER 
ur nist To ort ten an 
are made of the acetate (non-inflammable) cellulose, and > ic : oman daue Coton ae 
Popularity FOR cLotiine 
embody features of our own . ae c. al 
design. meme -! stan deme sasass. 
Envelopes for ring binders, The 
—billfolds, cards, papers, etc. 
indexer strips (blank-label) DIP - 
and tabs, celluloid fasteners. e Oo 
~ 
Book markers, book covers, 
etc. The Dozen System vs. pA oO az E 
Decimals, Booklet 25c. 
‘ al style Ink Eradicator is as handy to use as a pencil. Especial! 
MARKILO CO., Mfrs. adapted tor eneeiere. pol the bent Sock of the viaie pee ve ata over- 
936c W. 63rd St..Chicago.U.S.A. flow. Originated by the makers of H. A. Ink Eradicators 
Apply for further details 
H. A. Ink Eradicator Co. 








1545-47 West Farms Road, New York, N.Y. 





























© ® S New York Cit 
This business is YOURS!  giat!? O%22 co. 
T S Caetand & 
Ma y + he Chatfiek 
BARGAIN BULLETIN _, ALMOST every customer — Weis 
No B00 uses ca © ame — s ou make a The Chatfield Paper Co. 
- ° the business, it’s a ten-to-one chance = é 
— re re you'll get it. For business cards come —e 
Effective Jan. 30, 1934 to mind in the same thought with Washington, D. Cc. 
Many hundreds of BARGAINS in Typewriters, office supplies. The Barton, Duer & 
Adding - Billing - Bookkeeping - Calculating and Ask any paper merchant here how yoy wh 
other machines. 16 Pages chuckfull of infor- to build a repeating poe Se Carpenter Paper Co. 
mation. Send for your copy. (There is a te ti eu Binders an oS + & Beets te. bin 
nominal charge of 10c for postage, in order to ‘a andi ». winnie anid Columbus, Cleveland 
discourage the merely curious.) . prarartnag Gevted Reale 
1162 Fullerton Avenue Chicago 
RELIABLE TYPEWRITER | 
a . ’ ‘4 ‘ te oul 
& ADDING MACHINE CORP. Wissins 
303 West Monroe St., CHICAGO, U. S. A. 
BOOK FORM CARDS COMPACT BINDERS 
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When you purchase 


a bond paper, you expect it to perform as 


nearly 100% efficiently as possible. That 
100% point has always been the constant 
objective of Champion. 

@ No paper is called upon to provide as 
many important qualities as a bond—Clean- 


good 





liness—Strength—permanent color 
surface—strength—earbon copying abil- 
ity—erasing ability—not all of identical 
importance but as a total, they must sum 
up to L00%,. 

@ Of the total perhaps cleanliness should 
be rated at 5%o—surface probably 15%— 
erasure about 20% and so on. But the 
factor that has kept Daily Mail Bond at the 
closest approach to 100% ever achieved by 
any bond paper has been Champion’s never 
ceasing effort toward making each quality 
element 100% unto itself. 

® The ability and desire of Champion to 
meet the challenges and demands of indus- 
try has been the important element in Daily 
Mail Bond maintaining its unusual degree 


of uniformity. 


THE CHAMPION COATED PAPER CO. 


Hamilton, Ohio 
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Proper 
Resale Prices 


Correct retail prices on stationery and 
ofice supplies, based on current man- 
ufacturers’ quotations and including the 
cost of doing business with a fair and 
reasonable profit are given in the im 
mensely valuable 


Modern Stationer’s Price 
Book Service 


Through this service you get: 


1a 200 page loose leaf book contain 
ing recommended resale prices 
on practically ALL the impor 
tant items in your stock—priced 
according to units and quan- 
tities. 


comparative numbers of the dif 
ferent manufacturers of loose 
leaf, blank books, index sup- 
plies, etc. 


3—-new pages for the book (sent you 

weekly, bi-weekly or monthly 
as required) whenever new 
prices, new listings or new dis 
counts are made 


Kept Always Accurate by 
New Pages 


This Service is now in use by dealers in 
all parts of the country, who use it as a 
guide in making prices. It serves as 
YOUR catalog, with instant reference 
to any item. 

The Service is available to responsible 
dealers at a cost of only $1.00 a month. 
For sample pages and additional in 
formation, address 


The Modern Stationers’ 
Price Book Service 
250 Fifth Ave. New York 
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ATTENTION 








Stationers 


Ribbon and Carbon Dealers 
PROTECTION FOR YOU 


UR sales policy is EXCLUSIVELY WHOLESALE— 

always has been. Our line is STRICTLY A DEALER’S 

LINE—Inked ribbons—Carbon papers—Roll carbons—Honest 

Values—Uniform Goods—developed through years of experience in 
meeting and solving Ribbon and Carbon Dealers’ problems. 


Successful dealers throughout the world give us their confidence and 





Re, = poe anht patronage. They KNOW our STRICTLY WHOLESALE policy 
hd merits their confidence and have found it insures their PROTEC- 
“The Complete Line” TION. 


Stationers and Specialists in Ribbons and Carbons, deal with Storms. 


The best insurance for your independence. 


RIGHT PRICES—RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 





WE 00 OUR PaRT 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N. Y. 


















As pioneer desk makers of New No. 800 Series Chairs 


Jasper, Indiana, we can offer in Solid Ammestcan Weltat: 
you the best in high quality 


desks, time tried and quality A Pleasing Design, with a 


tested for fifty-two years. Deep, Rich, Durable Finish. 
The JASPER 4 The JASPER 
DESK CO. “"“ CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 








F sper Desk Co., Louis H. Farber, 7610 Phillips Ave. (Phone Sagin 5027) 
CHICAGO REPRESENTATIVES: For _—— Chair Co., William H. Brown, 4504 S. ells Se. (Phone an ler 7957) 

















The HRoyal Typewriter Company 
is making an announcement 
of the greatest importance to every 


portable we \ who 


is in position to capitalize on an 







effective methodsof,c geveloping 


sales and who wis es to make 
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sind 1934. 
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real money Ad u: 


(A 
: MANAGER\ PORTABLE \DEPARTMENT 


*If you ate not receiving the series of mailed announcements on this new Royal Plan send for them. 




















Make 1934 a PROFIT Year With 
HEYER’S NEW STENCILS 


1934 is here! Will it be a year of greater profits and more 
satisfied customers? Will it be a year in which you'll build 
up your sales to their old volume? Or willit be just another 
year, an era that must necessarily be passed with as little 
effort as possible? 


NOW! Now is the time for you to decide. And if you decide 
that 1934 must be a better year, if you are willing to put on 
a little extra pressure and introduce quality merchandise 
that stays sold and gives you a just margin of profit war- 
ranted by your sales efforts, then you'll surely send the at- 
tached coupon for further details about this new line of 
stencils, a quality line that will help you to regain your lost 
volume—and then keep it. 


These new HEYER QUALITY STENCILS offer you definite 
sales advantages by giving you: 


A line composed of three types of stencils. Royal 
Blue, Royal Purple, and Royal White, each having 
different characteristics to fit the requirements of 
different customers. 


Each quire (24 sheet unit) is contained in the dis- 
tinctive, newly designed boxes. We don’t have to pro- 
claim these boxes as being up-to-the-minute and sales 
impelling. Leave that for your customers to tell you. 


Each of the three types of stencils are supplied in all 
sizes with differently punched headings to fit all stand- 
ard stencil duplicators such as the Lettergraph, 
Flexograph, Mimeograph, Neostyle, Rotospeed, Un- 
derwood, Multistamp, Postograph, etc. 


Constant quality—Our stencils are produced under 
very careful supervision. Every one of our stencils, 
regardless of when it is made, has the same chemical 
content and qualities as any other. 


Constant source of supply—The ‘name “HEYER” 
has stood for the best in duplicators and supplies for 
over thirty years. This is your best guarantee of our 
honesty, integrity and ability to fill your orders at any 


time. 


A Complete line from one source—You can fill al- 
most all of your duplicator requirements from the 
“HEYER QUALITY” line. Stencils, Inks, Styli, Gela- 
tine and Stencil Duplicators and miscellaneous supplies 
all from one house. Consider the trouble and expense 
you eliminate by being able to have your order com- 
pletely filled at one source of supply with the highest 
quality (HEYER QUALITY) merchandise. 


You don’t have to take our word for a thing! 
Just fill out the enclosed coupon and give these 
stencils a test; prove to your own satisfaction as 
well as to your customer that this is the line of 
stencils for you to sell. 





Choyall Ble 







Paral Wel 


THE HEYER CORPORATION 
c#icaca, tALINOIS, USA 





HEYER CORPORATION 
945 W. Jackson Blvd. 
Chicago, Hlinois. 


Please send samples of your stencils along with further in- 
formation about them. Please understand that this does not 
obligate me in any way. 





ROYAL BLUE 


A stencil with a 
soft, blue coating 
which produces 
broad, heavy cop- 
ies, similar to or- 
dinary typed work 
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‘ Ped rodu with a 
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bon. 












ArPrOinTMEenNt To 


HER te: ow 


“eee : ae 









ROYAL PURPLE 


A stencil with a 
fairly hard, pur- 
ple coating which 
produces sharply 
defined copies 
similar to print- 
ing produced 
from typewriter 
type. 
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ROYAL WHITE 


A semi-opaque 
white stencil 
which, when used 
in conjunction 
with the carbon 


® 








£ e paper furnished 
*» +” with each quire, 
ne gives a black on 






white typed effect 
on the stencil 
very similar in 
appearance to 
typing on ordi- 
nary paper. Has 
proven very pop- 
ular with con- 
sumers produc- 
ing large num- 
bers of typed 
stencils because 
of its perfect leg- 
ibility and easy 
proo ding. 
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While the World Marked Time... ... Underwood Elliott Fisher Marched On! 


...AND SO 








‘mere % ~ 


New Underwood Sundstrand Portable Electric Adding-Figuring 
Machine designed to speed up every figuring tronsaction. 





The New Underwood Noiseless Standard New Underwood Elliott Fisher Accounting Machine. Elliott-Fisher 
Typewriter Underwood Elliott Fisher's double cressfooter modi! 
latest contribution to Industry. 


... with MACHINES ... with SERVICE / 


See Page 71 ! 


{ Listen to “The Voice of America” Thursday Evenings, 8:30-9:00 L. S. T.—Columbia Network—Key Station, WABC, Neu York } 


UNDERWOOD ELLIOTT FISHER 


Speeds the worlds business 








